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“The public demands Eveready Columbias ’} 


“WE PLAN to have an Eveready 
Columbia window display at least 
once a month,” says the George E. 
McShane Company, South Bos- 
ton, Mass. “We have always found 
the line an extremely profitable 
one for us to sell. As a matter of 
fact, we do not have to talk Ever- 
eady Columbia Dry Batteries—it 
is a case of the public demanding 
them. We might add that since 
we started in the electrical busi- 
ness in 1908 we have used Ever- 
eady Columbias exclusively, both 





in our contracting work and with 
our counter trade. From time to 
time we have tested other makes, 
but have found nothing to equal 
Eveready Columbias.” 


Unless your dealers handle 
Eveready Columbia Dry Bat- 
teries, they are missing their share 
of the most profitable battery busi- 
ness in America. 


Manufactured and guaranteed by 


NATIONAL CARBON COMPANY, Inc. 

New York San Francisco 

Atlanta Chicago Kansas City 
Canadian National Carbon Co., Limited, Toronto, Ontario 





EVEREADY 


COLUMBIA 
Dry Batteries 


- they sell faster 
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E BECOME pretty well ac- 


customed to the daily headlines 
CONTENTS in the morning papers as we read 
them each day. Many of us find our- 
selves glancing over the “news,” which 
ee : oe enerally concerns i vital n 
A Shipping and Billing Systemi—By J. J. Kaske 3 ie ¥ -ggetineponr oy 
. ape mie less than a handful of our nation, 
A Practical and Speedy Method of Handling “Pick-Up” and ened Ricans te tee: iain” di- 
“Back-Order” Tickets Which Eliminates Delay in Billing : 8 A 29 ideal vias 
torial page. At intervals, however, 


the customer. 

: we are hit between the eyes by 
How Cooper Worked the Lowly Blotter “heads” which tell us of some great 

Six Hundred Fifty Dealers Get in on a Limerick Contest catastrophe which has overtaken a 

Promoted Wholly by Means of Blotters and Little Slips of section of our country. In October 

Paper. a vicious hurricane relentlessly swept 


On to Atlantic City before it everything in its path. 
Electrical Supply Jobbers Association Meeting Holds Prom- Florida, the scene last year of lavish 
ise of Large Attendance and Interesting Discussions. wealth, riding on the crest of popu- 

larity, finds itself in a few short 

hours creating a bread line for the 
bruised and ragged survivors of its 
calamity. To those in Miami and 

‘ other towns we extend our sympathy. 

Selling the Government—By Roland R. Hart We know, however, that you will 
In a Case Like West Point You Are Dealing with an Insti- battle your: wav hones ue. ddbete 
tution Equivalent to a City of 15,000 People—How Require- ; ‘ ae 
ments Differ and Sales and Buying Methods Differ from the 
Ordinary Industrial Plant. 


Merely a Suggestion 
Not One Dollar’s Worth of New Business Is Created by 
Slashing Prices—The Consumer Simply Buys His Normal 
Requirements at Below-Cost-Prices. 


the water which surrounds you, to 

arise again bigger and greater than 

ever before. 

Unusual Lighting Markets—By W. E. Underwood The whole nation is “pulling for 
For the Fellow Who Is Out for Business Wherever He Can you.” We have given of our resources, 
Get It. as you would have of yours, but 


pS I ae Se a Tee underneath it all there must be the 
Together with One or Two Side Lights on the History of will to “carry on.” That you have, 
the Electrical Jobbing Business. and that after all is the only thing. 
which matters. 

Details of the plight of our elec- 
trical fraternity are lacking at the 
present time. We realize there are 
Pictorial Review of Electrical Developments...........-....1-2-.2--0--...--..-.- greater things to be done than the 
Men You Should Know—Edwin M. Keatley sending out of “news.” When time 
permits, we hope to give our readers 
Market for Electrical Supplies a story of co-operation between manu- 
facturer, jobber and dealer, which 
will once again prove that under- 
neath the hard body of business, a 
feeling of umderstanding and sym- 
pathy exists. Details are lacking, but 
we know, as this is being written, 
that every effort is being made to help 
those jobbers and in turn their 
dealers survive their mutual trouble. 


Compound Interest—By Dr. Frank Crane 16 
It Works in Many Phases of Life as It Does in Finance— 
In Education, Health, Reputation—Re-invest Your Interest. 


Prize Winners in the August Half of the “Summer Sales Prize 
Contest” 
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DROP FORGED 


Are lnm BLEYE 
f not only saves time, 
~ trouble and cost of 
yaaceMdaliile)(-molehs 
also eliminates any 
possible injury to 
guy wire. Another 
exclusive feature of 
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Editor’s Page 


Watch Your Step 
L tO T. PARKER, attorney at law, has 


‘alled attention to a point in connection 

with the exact legal status of letters written 
on a letterhead that contains the customary 
printed statements concerning notifications, 
promises or Other information. He states: 

“As a matter of fact the law is fairly well 
established that the statements of a printed 
letterhead have little or no influence in chang- 
ing the meaning of a contractor letter which is 
penwritten or typewritten on it. 

“In a recent case the Court explained that 
where a letter is written on a firm’s letterhead 
by a person with the proper authority, and the 
offer submitted in the letter is accepted by the 
receiver or addressee, the letter takes the form 
of a contract which may be introduced in later 
litigation to show the original intentions and 
understanding of the parties. 

“A review of a few previously decided cases 
probably will convey the desired information 
better than mere explanation. For instance, in 
a quite recently decided case it was disclosed that 
an employee wrote a letter which contained 
statements that conflicted with the printed form 
of the company’s letterhead. During the liti- 
gation, the Court said that it is a well established 
rule of the law that where there is confliction 
between a printed and written part of a contract, 
the written portion is always effective. And, 
further, since the printed statements of the let- 
terhead were contradicted by the typewritten 
body of the letter, the letterhead was of no con- 
sequence or effect in settling the discussion, 

“In another case where a firm’s letterhead 
contained the printed notice, ‘all sales subject to 
immediate acceptance,’ the Court held that such 
i printed notice is of no effect where the body 
of the letter offered certain commadities for sale 
it a stipulated price good for a specified period. 

‘Another litigation involved a contract which 
specified in its written part that a small part of 
the selling price was to be paid in monthly 
iistallments. A printed portion of the contract 
contained a stipulation that the purchaser 
ivreed to accept the merchandise and pay the 
‘ull price upon delivery. The Court held that 
the written portion of the contract superseded 
the printed portion and the purchaser was 
' quired to pay only a small part of the cost of 
th goods upon delivery and the balance in the 
tionthly installments as specified in the written 
) rtion of the contract.” 





It’s in the Air 

UST about this time of the year when the 

last ball has been lost in the dead Jeaves 

of the Fall and the bag is put away with 
the final score card tucked in its pocket, there 
is felt a brisk and refreshing snap in the air 
which sort of makes us tighten our belts and 
settle down to work. 


The winter business is at hand. The crest of 
our sales effort is about to be reached and as 
we call on Jim Jones down the street, we add 
instinctively a pep to our selling ,which brings 
results. 

We attended a banquet not so long ago at 
which a jobber happened to state, “It’s easy for 
you fellows to sit at the desk and tell us how 
to do it.” Further questioning revealed, how- 
ever, the fact that we had spent more time in 
a-jJobber’s organization than he had. 

We realize all the difficulties about selling, 
its disappointments and its promised orders 
which never materialize. 

We realize, too, the hardships of the road. 
We remember vividly hopping off at a junction 
on a cold morning with our shirt on our arm, 
and our tie on the train—one of those last min- 
ute calls from the porter. 

We remember, all too well, a 37-mile freight 
ride from Clinton to Maquoeketa, Ia., a trip 
which took eight hours, and, at that, the crew 
engaged in trapping skunks on the way. Un- 
fortunately for us they were successful. 

We recall our trips to town lettings—one in 
particular, when with the salesman in the ter- 
ritory we arranged to hire a car to drive to the 
small town which was doing the buying—of its 
raining all night, of our becoming mired in the 
mud at six o'clock the next morning, too far 
from town to walk back—of our hiking three 
mhiles with heavy grips and samples to a junc- 
tion—of our finally arriving at 3:30 p. m. (we 
started at 5 a. m.) only to find the contract had 
been let ten minutes before. 

And so, quite naturally, we remember too, 
and not without pleasure, the early trips from 
town to town, in the Fall of the year—the vim 
with which we went about our work—the snap, 
the pep we had. And all because of a some- 
thing in the air which made us glad we were 
alive. 

Perhaps, to some, this also sounds like idle 
chatter Rain zn upholstered chair, but those 
who are hitting the road will know just what 
we mean. 
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To A Multitude of People 


THE SUN RISES AND SETS IN 
OKONITE TAPES 


The name “Okonite” had its birth almost with the Electrical Industry. It has 
never been permitted to die. There is probably not one man in a thousand 
identified with electrical installation and construction work that does not 
know what “Okonite’’ means—that it stands for insulated wires, tapes and 
insulating compounds of unquestioned quality. “Okonite” tape—‘‘Manson,” 
“Dundee A” and “Dundee B’—are known the world over. 


There is value in a good name. We have kept that name good it has been 
advertised unremittingly for over a quarter of a century. All of this means 
minimum sales resistance. And lessened sales resistance means more profit 
per unit of sales energy expended. 
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Vt 7 THE OKONITE COMPANY 5 4 
a THE OKONITE-CALLENDER CABLE COMPANY, og 
, Factories: PASSAIC, N. J. PATERSON, N. J. 2 | 


SALES ty ICES: NEW YORK CHICAGO PITTSBURGH ST. LOUIS A 
ATLAN eth a SAN FRANCISCO LOS ANGELES SEATTLE \ 


os ow Electric Co., Cincinnati, O. s . 
= Novelty Electric Co., Phil: P a. Pettingell- Andrews Co., Boston, Mass. . 


& ; ? Canadian Representatives: A Materials Limited, Montreal . 
Cuban Representatives: — - Mendoza doza Co., Havana hal 
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A Shipping and Billing System 


A Practical and Speedy Method of Handling “Pick-Up” and “Back-Order” 
Tickets Which Eliminates Delay in Billing the Customer 


would greatly help them in expedit- 
ing billing to the customer. 

We have at the present time a 
perpetual inventory stock system 
which shows the quantity on hand, 
the net cost delivered to our ware- 
house of each item shipped to us, and 
sales made by individual orders. 

When an order is received from a 
customer it immediately goes to the 
credit desk where it is approved for 
credit, because after all an order is 
not an order unless it has been ap- 
proved by the credit department. It 
then becomes an order for shipment. 
The next is to refer it in regular 
sequence, to the various departments 
that handle this order until it is 
shipped and billed. 


The first one to receive the order 
after it has been approved is the 
order editor, who checks each item 
to see that the proper catalog number 
is given and if it is not specified, .-it is 
his duty to see that a catalog num- 
ber is entered, the proper description 
of the item shown, that it will be 
shipped to the proper customer, to 
the proper destination, and in the 


cheapest manner from the standpoint of the customer. 

It is then checked with the perpetual inventory stock 
ard to determine what items are in stock. All items that 
are in stock, as shown by the stock record card, are 


By J. J. KASKE 


Purchasing and Service Manager, The McGraw Co., St. Louis 


LL distributors, no deubt, ao not have the system 
that we have in billing, but if they did have and 


are a house of considerable size, I am sure that it 


marked with the 


ietter “‘S,” 
items that are not in stock, but are stock items and can 











J. J. Kaske 


66 HAVE found from 10 years 
experience that it takes on an 


average of 


three to 10 days or two 


weeks to obtain an invoice from a 
manufacturer on a direct shipment.” 

In this article Mr. Kaske tells how 
the McGraw Company of St. Louis has 
developed a method of handling all 
tickets and billing the complete order 
so that on 87 per cent of the orders 
it is now getting the invoice in the 
mail within 24 hours after the order 


is received. 








that manufacturer. 


signifying “‘stock.” Ang 


be picked up from some other jobber locally are marked 


“SPU,” meaning “stock pick up.” 
Items that are not in stock but are 
on order with the maunfacturer and 
will be received within three or four 
days or not later than a week are 
marked “O,” Prod- 


ucts that are not stock items, special 


meaning “‘out.”’ 


material which we do not carry in 


stock are marked “D,’ meaning 
“direct shipment.” The order is 


the order writer, 
who in the same motion and at the 


three 


then réferred to 


same time writes special 


orders. 


Those marked “S, 
“stock” and “SPU,” meaning “stock 
pick up,” are entered for stock ship- 
ment with a notation on the copy of 
this order, which is an acknowledg- 
ment to the customer, that “this is a 
stock order, balance of items back 
ordered.” 


” 


meaning 


The “O” order is then entered and 
is held awaiting the arrival of our 
stock and on the order copy which 
goes to the customer is entered a 
notation that “this item or items has 
been back ordered, due to the fact 
that our stock has been depleted and 


will be shipped at a given specified time,” the date being 
taken from past experience of shipments received from 


The “D” order is entered and this item is immediately 
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The “Dummy” Invoice Used to Save Time in Billing and 


“Costing’’ Back Orders. 


placed with an order on the manufacturer for a direct 
shipment to the customer, or to us for shipment to the 
customer with a statement on this order, which copy goes 
to the customer, that “this item has been back ordered 
and has been entered on the factory for direct shipment,” 
with a promise of an approximate shipping date. This 
promise is also taken from past experience with that man- 
ufacturer. 

From records kept during the past 90 days of 
shipments made, our records show that 93 per cent of all 
orders are shipped the same day. All orders received 
and entered by noon are shipped to the city and country 
dealers the same day. All city orders entered up to 
3 p. m. are also delivered the same day, but all country 
orders received and entered after 3 p. m. are shipped the 
following day. The customer receives 
his acknowledgment of the order the 
following day, which acknowledgment 
gives him the complete story of his 
He knows what items are being 
shipped from St. Louis; he knows the 


order. 


items that have been back ordered and 
the specified shipping date; he also 
knows the items we are obliged to order 
from the factory for direct shipment 
to him, and the shipping date. 


In entering the customer's order in 


The Purchasing and Service Departments of the McGraw Co., St. Louis. 
ments with a Minimum Amount of Time Lost. 


the above manner we find we can eliminate a delay 
two to four days in the ordering of such special mate: 


‘that we do not have in stock and at the same time grea‘ 


expedite the shipment of the stock orders to the c 
tomers. _ 

After the order has been shipped the shipping dat: 
entered on a permanent copy of the order, which is fil: 
numerically by our order number so that in case of an) 
inquiries for shipping information it is very easy to refer 
to the permanent copy and give the customer immediate |, 
the information desired, instead of the old way of look 
ing up the ticket on which the order was shipped,—and 
all employes of a jobbing house know what that trouble is. 

We have a cost system which shows the selling prices 
and our cost on the customer’s order that was entered in 
the office so that after the shipment has been deducted 
from the stock. record card the cost is entered on this 
shipping ticket. It is then referred to the price clerk, 
who prices the order, and then to the comptometer oper- 
ator, who extends both the selling price and the cost, 
because every item must be costed and it is necessary, of 
course, to have the cost available. 

When an item has been purchased or picked up on a 
stock order, or on a special order that we are unable to 
cost because we do not have the invoice from the manu 
facturer from whom the item was purchased, or from some 
other local jobber where the item was purchased as a 
pick up, that item cannot be costed until that invoice or 
cest And, I have found from 10 years’ 
experience that it takes on an average of three to 10 
days or two weeks to obtain some of these invoices. 
This delay in obtaining in- (Turn to Page 147) 


is received. 
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Orders are Handled in Sequence in These Depar'- 
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How Cooper Worked the 
Lowly Blotter 


Six Hundred Fifty Dealers Get in on a Limerick Contest Promoted Wholly 
by Means of Blotters and Little Slips of Paper 


the vehicle by which John J. Cooper, president printing—red and blue. 


A N advertising campaign wherein blotters formed ing summer months, etc. Two colors were used in the 


of the Mountain Electric Co., Denver, 
conveyed his message to more than 600 
retail dealers in the Rocky Mountain region 
was effectively used over a two month period 
in the spring of 1926. It accomplished a 
three fold purpose which was, first, to sell 
more “Hotpoint” electrical appliances; sec- 
ond, to keep the name before the dealers; 
and, third, to build the personality of the 


distributor into the business 
tomers. A rather large order 
for the lowly blotters. But 
they did their work well and 
proved that “blood will tell.” 

A series of imcomplete 
limericks, a five-dollar bill 
offered for the best line to 
complete each limerick, a few 
kind words regarding the 
quality of the merchandise 
and an order blank by which 
the merchant might send in 
orders for additional mer- 
chandise along with his poetic 
line to fit the verse—these 
were some of the features of 
the compaign. But to start at 
the beginning. 

On May 17 the 650 “Hot- 
point” dealers in the moun- 
tain states received in the 
mails a tan colored blotter 
containing at the top, this 
verse = 
! dealer who lives in Greeley 

Shot in his orders so freely 
hat Old Hotpoint Cooper 

Got all in a stupor— 

Another paragraph which 
vas spread clear across the 
lotter told the story that 
“5.00 in cash would be given 
the dealer who sent in the 
est line to fill out the lim- 
rick. Down in one corner 
inder a heading “Business is 
Good” was a small paragraph 
regarding the quality of 
‘Hotpoint” products, the 
lemand for them in the com- 


of 


Now, it wasn’t to be expected that a mer- 
chant would fill in the vacant line as printed 
on the blotter and thereby lose the services 
of a fine blotter by sending it back to the 
office, so a slip containing this same verse 
was attached to the blotter containing this 
message :— 

Write your finishing line to this verse, 
sign your name and shoot it back by 


the cus- May 29th. It’s the same high grade 














poetry as wot’s on the 
John J. Cooper — Mountain Elec. blotter. Keep the blotter 
President Company and send back this slip. 


A dealer who lives in 





a 





Greeley 
Shot in his orders so 
freely 
The Mountain Electric Company That Old Hotpoint 
DENVER, COLORADO Cooper 
Got all in a stupor— 


RETURN THIS PRIZE-WINNING LINE 
BEFORE JULY 10th. 


I have added a line to the verse below, which 
is the prize-winner, sure as shootin’. But prize 
or no prize, I need the HOTPOINT articles 
listed here. Please get them_on the way imme- 
diately. pS ORE Te ; 
Ten days were given for 


your hand, check your 
Hotpoint stock. 3 
Send me:— 


ER ee ee 


the contestants to send back 
their answers, then a second 
blotter with another limerick 
Ree ee to be completed was sent out. 
Different color combinations 


If you want to put coin in your purse were used on each of the six 
Just pencil a line to this verse; blotters and each blotter was 

Make it HOTPOINT or crazy numbered. Naturally the 
Real clear or quite hazy verses were different each 

time and the thought con 

ee ae Pe eee eee. ae ? tained was constructed around 
some dealer or some city in 

Ship me: the region so as to give it 


local color. The message re 
Sesseennas vs garding the prize money. 
also varied but was of the 
same informal tone as _ the 
verses _ contained. For 
example, on blotter No. 2 is 
this message :-— 


Slip Containing Order Blank Mailed 


‘ : : “‘Here’s another > of 
With Limerick Blotters. es another one of 


them gol dinged verses 





that’s goin’ to net some 
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live-wire (mebbe you?) enough jack to buy a new 
straw lid with a ‘come and get it’ necktie thrown in. 
Write the finishing line and get in on the finals which 
occurs June 21st.” 
The incomplete verse read :— 

Old Hammerly Ham from St. Bluff 

Said “Helzbelz, I can’t sell this stuff” 

But Cooper said “Nix” 

And showed him some tricks— 


The reply slip accompanying each blotter differed, too, 
in the sales message it contained. In this instance, after 
repeating back the limerick was the message :-— 

“In addition to the $5 bill, send me the following:” 
and space was provided to list merchandise needed. 

Blotter No. 3 contained the following limerick :— 

Hot damn! Here’s a bird on the run 
He’s come all the way from Skeebum 
He’s a live Hotpoint guy 
For we've heard on the sly 


The return slip on this one was rather clever, for it was 
addressed to Cooper and reads :— 

John Cooper 

1433 Lawrence Street 

Denver, Colo. 

Dear Jawn: 

“Faint heari never wor fair iady.”” Maubc you’ 
faint when you read my last line to the verse below, 
but have a heart and slip me the five spot. Also slip 
me the Hotpoint stuff indicated. 

Blotter No. 4 contained the following verse :— 
A dealer who came from Pueblo 
Complained that his trade was Diablo 
*Til he got a Hotpoint hunch 
One day while at lunch— 


‘vac laad ec dndebeaindabiabicn skcnidancinde ence ? 
and the paragraph regarding the prize read:— 
ANOTHER GREENBACK FREE 


If at first you don’t succeed, try your luck again. 
And if you haven’t even had a “first” on this series 
of blotters, take time out right now and pen a last 
line for the verse above. You never can tell—maybe 
you'll win. 

The slip attached to blotter No. 5 
ing :— 

I have added a line to 


contained the follow- 


the verse below, which is 


the prize-winner, sure as shootin.’ But prize or no 
prize, I need the Hotpoint articles listed here. Please 
get them on the way immediately. 


(The verse) 
If you want to put coin in your purse 
Just pencil a line to this verse: 
Make it Hotpoint or crazy 
Real clear or quite hazy 


? 
The limerick on blotter No. 6 read :— 
There was a Hotpointer named Rand 
Who couldn’t supply the demand 
But he wired in to say 
“Ship me some right away.” 
2 


The reply slip corresponded and contained this thought :-— 
“I think I’ll win the money this time because 1 

know just how Rand felt when he sent his wire for a 

rush shipment of Hotpoint Servants.” 

“Just so I won’t have to wire in, better send me:—” 

There is somewhat of a hypnotic fascination to lim 
ericks. The fact that a blotter is a useful accessory on 
any man’s desk combined to keep the limerick on the 
dealer’s desk where it would always be tempting him to 
finish out the line. While it was not anticipated that all 
of the €5C deaicrs would send in replies, it was expected 
that the continual position of the blotter on his desk 
would be a constant reminder of Hotpoint products. It 
was also expected that friends coming into the store 
would be solicited to assist the merchant to construct a 
prize winning last line and the friends then would get a 
message regarding the products. That was one reason 
for putting a little sales talk under the heading “Business 
Is Good” in one corner of the blotter. 

Ten days time was allotted the dealers to get their 
replies in. This period was chosen as best because the 
blotter probably would remain on the dealer’s desk about 
that length of time before it was used up for blotting 
purposes and would have to be thrown away. But the 
next of the series came along in time to supply the vacancy 
and the “Hotpoint”? message was on the dealer’s desk 
constantly for 60 days and maybe more. 

There were many replies received—enough to make it 
no small task to pick out the winners. Even if no replies 
had been received, the campaign would have accomplishes 
its purpose. 





shelf, 








IME, 
deals, is just as surely stored within your warehouse 
as the products which you handle. 


should be taught the value of it. 
should be wasted and at inventory periods, the ‘Time 
on hand” should be most carefully checked. 

Every order which is sent to your stock rooms in- 
cludes a requisition for “Time. 
your men for “Time” does not keep. It is the most 
perishable merchandise in your warehouse. Use it,— 
every second of it,—as though your credit on this prod- 
uct were limited to just one minute. 


the most important commodity with which man 


Every bin, every 
Your stock clerks 
Not one minute 


every corner contains it. 
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Impress this fact on 
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On to Atlantic City 


Electrical Supply Jobbers Association 
Meeting Holds Promise of Large 


Attendance and Interesting 
Discussions 


TLANTIC CITY and its Boardwalk are to have 
A the honor of accommodating the members of the 

Electrical Supply Jobbers Association at their fall 
meeting this year. This will be the first time that the 
Association has met there; the reason being that a large 
number of the members will find on this occasion perhaps 
their only opportunity to visit the Sesqui-Centennial in 
Philadelphia, only a step away. No arrangements have 


been made to go to the Sesqui in a body, as most Of gagged 
ee 


the delegates will no doubt find it more con- 
venient to go before or after the meet- 
ings, which are to be held Octo- 
ber 20, 21 and 22. As 
usual, Com- 
mittee 

mee t= 


ings will be held the two days preceeding the regular 
sessions. 

Those of the Atlantic City delegates who are going to 
Philadelphia, and who may wish to visit their brethren 
in the City of Brotherly Love, will find these same breth- 
ren listed elsewhere in this issue in a special Philadelphia 
Sesqui-Centennial insert. 

At the time this was written, “General” Overbagh and 
the program committee were working aggressively and at 
the same time with patience over the offerings for the 
Atlantic City meeting. The program had not been com- 
pleted, although several highlights therein were in shape 
to be given out. 

“Life and Laughter” is a promising subject and by all 
reports Captain Irving O’Hay, retired U. S. Army officer, 
is qualified to handle it in a way to be both interesting and 
inspiring. 

A. P. Haugh, who is vice-president of King Quality 
Products and also president of the Radio Manufacturers 
Association will present some thoughts on the all impor- 









































tant subject of radio merchandising. 

L. A. Osborn, president of 
Westinghouse Interna- 
tional will address 
one of the 
mee t- 


ings on 
“The real 
value of trade 
associations.” 
It will be remem- 
bered also that the 
matter of the annual 
convention being held in 
California will come up 
again at Atlantic City. 
F While the proposition was 
tentatively turned down last June 
at Hot Springs this was done with 
—" the proviso that the vote would be recon- 
; sidered at the fall meeting. 
) A great deal of interest will no doubt 
center around the meeting of the independent 
or non-affiliated jobbers, which is to be held on 


~~ 


= 


| Wednesday October 20. Apparently there is an increas- 


ing amount of agitation going on in different parts of 
the country in relation to some form of association work 
among the independent jobbing interests, either within or 
without the present jobbers’ association. 

This was talked of considerably at the Hot Springs 
meeting. It is not a new subject for it has been dis- 
cussed more or less for the last four or five years, but 
of late it seems to have received a fresh impetus. 

It is understood that under the leadership of one of 
the eastern jobbers a group of the independent jobbers 
within the association decided upon a more or less formal 
meeting of their own and this has been formally author- 
ized by the Association and the 20th set aside as the day. 
The meeting will be held, however, for those interested, 
and will not interrupt the regular program of the asso- 
ciation which will be carried out as usual. 

An extra large attendance is looked for this year as 
the attractions of Atlantic City never fail to draw a 
crowd. The Traymore is the official hotel, where the 
meetings will all be held—one of the largest and a fav- 
orite with many who are in the habit of going to the 
great resort. 


ORS ee ee 


ee un ee 
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Merely a Suggestion 


Not One Dollar’s Worth of New Business Is Created by Slashing 
Prices—The Consumer Simply Buys His Normal 
Requirements at Below-Cost-Prices 


with one another in their claims as to “who won 

the war.” A little later this expression took on a 
deeper significance when the nations involved individually 
claimed the major share of the glory. Looking back 
eight years to the time of that terrific struggle the ques- 
tion in one’s mind seems to be 
not “who won the war” but 


A LONG about 1918, various regiments were vieing 


discounts.”’ Perhaps too much attention is given the 
“resale” price of an article with little or no attention 
paid to the range of prices at which goods are sold to 
jebbers and distributors. In any event, this sort of dis- 
crimination breeds discontent, not only among com- 
petitors, but also among distributors who are never 
satisfied that they are getting 
the maximum. When the Aus- 





‘who lost the war.” Certainly 
those in the thickest of the 
battle did not apparently 
achieve all they intended to ac- 
complish. At least, there is no 
evident amount of satisfaction 
visible at the present time. 
Quite similar in its results 
“Price War.” Do you, 
your competitor, your customer 
From this 


is a 


or the public win? 
observer’s chair it looks very 
much as though nobody wins. 
In fact, everybody loses. In 
just about the time it takes to 
hop a sleeper from Chicago to 
New York, an industry can be 
crippled and because 





only 





tralians invented the ‘“‘Boom- 
erang” they gave the world a 
better word than ‘they did a 
weapon. “Inside prices” fre- 
quently react on the giver to 
the extent that he finds his 
distributors “switching” to a 
manufacturer with a “policy.” 

“Policy” would be a hard 
word for Noah Webster to 
define if he were present to 


supervise the numerous re- 
visions of his commendable 
dictionary. However, we all 


have in mind a pretty fair idea 
of what it is all about. Sound 
commercial institutions of an 
outstanding nature secure their 








short-sighted executive 
finding that his competitor is 
securing the bulk of the busi- 
ness decides that the only effective remedy is a slashing 
of prices. 

The battle is then on. And, those who are lucky 
enough to emerge after the crisis “with their shirt on,” 
unscramble themselves from the debris to gasp, “Who 
First of all, it is pretty safe to assume that 
not one dollar’s worth of new business is created by 
The stock of the jobbers and dealers 
immediately depreciates in value, if it happens to be the 
manufacturers, who are delightfully knocking each other 
lot. and the dealer 
suffer if it happens to be the jobbers who are engaging 
in the turmoil. In most cases the consumer does not 
All he does is to buy his normal 
requirements at below-cost-prices. Worst of all, the 
result is that the of business is divided 
among the same manufacturers, jobbers and dealers, but 


some 


won?” 


slashing prices. 


all over the The manufacturer 


increase his purchases. 


same volume 
with fewer dollars to divide and lower profits (if any) 
to all. 

The price cutter, be he manufacturer, jobber, or dealer, 
should be looked upon as an enemy. Certainly he is 
doing nothing, in any way, constructive for the industry 
in which he is supposed to be interested. 

Perhaps, a little farther up on the scale, but darned 
little (if you know what we mean) is the business man, 
like the old maid with her first proposal, who cannot 


resist the appeal for “inside prices” and “confidential 


The Boomerang 


growth solely on a “policy” 
basis. The unbroken thread is 
; definitely woven into the fabric 
of the institution and down through the years it may be 
clearly seen as the company behind it progresses. 

The average lawyer at one time expected his clients to 
look admiringly dumbfounded when he would shoot at 
them the high sounding term of “Caveat Emptor.” Now- 
adays, however, everyone knows it means, “trust every- 
body but cut the cards.” 

When Nero was trying to peddle his violin so that he 
could tie-in with the “city beautiful” plan after Rome 
burned, someone said, “Caveat Emptor” or “Let the buyer 
beware.” It was probably feared the bow was singed. 

Fortunately, this relic of antiquity is adhered to by 
only a small number of narrow visioned gentlemen who 
are struggling to remain on the commercial map. Cer 
tainly it should never be quoted in modern business. 

By having dealings solely with men who have an “on 
the square policy’—men who believe “He profits most 
who serves best,” the ancient term may be relegated to 
the “old people’s home,” or perhaps placed in_ the 
archives of the national museum, if only for the purpose 
of letting Mr. Babbitt see, in years to come, one of the 
business toys of his great-great grandfather. 

Perhaps a little later, we can make it shove over to 
make room for the “Price cutter,’ the firm without a 
“Policy,” and the “Inside price” weakling, so that poster 
ity may throw out its chest and say, “See how I have 
developed since 1926.” 











October, 1926 


THE JOBBER’SMIJSALESMAN 1 





OUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY” 





HIS subject is so broad and there are so many 
T erin to cover that it is hard to decide where to 

begin and, like many after dinner speakers, where 
to end. This is especially true in reference to an in- 
stitution such as the one represented by the writer; an 
institution that was born at the birth of our nation. It 
ante-dates the electrical industry itself by nearly 100 
years. 

In my capacity, the specifying of electrical material 
and equipment comes under my jurisdiction. In this 
capacity, I come in contact with manufacturers and their 
representatives, electrical jobbers and their salesmen. 
Naturally I have received impressions from these con- 
tacts as to men and how they sell. Perhaps some of 
these impressions will be interesting. 

We have our own power plant at West Point and 
generate our own current. The power plant includes all 
the usual equipment that is found in the usual power 
plant. This supplies the various public buildings such 
as East and West Academies, Library, Headquarters 
Building, two hospitals, Cullum Hall, Riding Hall—said 
to be the largest in the world—Cadet Chapel, Catholic 
Chapel, Cadet Mess, Cadet Gym. In addition there 
are the living or sleep- 
ing quarters for the 
various enlisted detach- 


Selling the Government 


In a Case Like West Point You Are Dealing With an In- 
stitution Equivalent to a City of 15,000 People— How 
Requirements Differ and Sales and Buying Methods 
Differ From the Ordinary Industrial Plant 


By ROLAND R. HART 


Chiet Electrician, United States Military Academy, West Point 


population and picture all the varied activities that 
would be carried on in the city you will get some idea 
of West Point. 

We use both alternating and direct current. In the 
older part of the post we use 240 volts D. C. and in 
the newer part and all the new buildings we use 240/110 
volts on the secondaries and 2400 volts on the prim- 
aries. 

Fully 98 per cent of our distribution system is under- 
ground. In the fiscal year of 1925 we generated and 
used 1,250,000 K. W. of electricity on the post. 

Besides our distribution system, the electric shop must 
do the service work for all of these buildings and install 
the wiring in all the new buildings that are erected. 

One of our greatest problems is to buy and keep in 
stock the necessary wiring devices and supplies that are 
needed for repairs and at the same time keep a minimum 


amount of money invested in the stock. We must be very _ 


careful of the material that we install. The contractor 
can wire a building and install whatever device he sees 
fit, that will be approved by all parties concerned. 
After he has completed his contract satisfactorily, he is 
finished with the building and if after a time some de- 
vice that he installed 
develops trou ble, the 
contractor gets more 





ments. We have the 
shops as carpenter and 
cabinet shops, — black- 
smith, machine, plumb- 
ng, tin, saddlery, paint, 
clectrie, and pipe shops; 
also various  ware- 
iouses, stables, han- 





iS 


irs, and garages for 
oring the supplies and 
ivaterial that are used 
| the post. In addi- 
tion to the above we 


so have three apart- 
nt buildings and 
‘out 200 dwelling 
uses for the officers 
d the married en- 
ted men and for the 
w civilians that are 
lowed quarters on the 
ist. 





business in the shape of 
repairs, and his total 
yearly business is in- 
creased, which means a 
healthy condition. 

With us the same 
holds true, but instead 
of profit, it represents a 
greater maintenance 
cost, and this in the 
final analysis, means a 
loss. 

If in making the re- 
pairs, we don’t have the 
same make and type of 
device for replacement 
as the one that gave 
trouble, we have to re- 
place it with some other 
type or make as the case 
may ke. If we have 
the same make on hand 


If you picture a mod- Airplane View of Main Part of the Post, West Pcint, N. Y. Also we may be able to 


n American city of 
out 15,000 to 20,000 


Constitution Island Across the River, Named After an Old 
Revolutionary Fort, That Was on the Island. The Whole 
Reservation Contains About 3,294 Acres. 


make the proper repairs 
and only have to replace 





bis he 
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a part of the device, thus reducing the cost of the job. 
However, if we should have to use some other make or 
type not only would we have to replace the whole de- 
vice, but we might also have to do a considerable amount 
of rewiring, thus the cost of the job mounts higher 
and higher. 

Not many months ago, circulars were sent out for 
bids on some material, one item of which was socket 
bodies. The low bid was accepted,-because the bidder 
did not specify a make other than the one called for. 
When we received the sockets they were of a different 
make than we called for. JI tried the socket bodies with 
the caps we had on hand and could not make them lock 
Several others were tried with the same re- 
They were re- 


tagether. 
sults so we rejected the socket bodies. 
placed by the jobber with the make we called for, but 
not without protest. 

We have the same problem in a little different form 
We have installed on the post at least one 
of each type of fuse that has ever been made. I set 
about to remedy this condition, so that we could reduce 
the variety of our replacement stock and the number we 


with fuses. 


had to carry. 

Everyone will concede that the re-fillable fuse is the 
most economical and as we had a large number of a 
certain make installed I continued to buy that make, and 
I continued to specify that make when ordering because, 
size for size, all the parts of these fuses are interchange- 
able, and if or when the cartridges are burned so as be of 
no further use we could use the contact pieces, clamps and 
cartridges, thus effecting a saving in addition to the 
saving effected by reducing the stocks. 

I had the district sales manager of another fuse com- 
I explained the situation 
to him, stating why it was best and cheapest for me to 
continue to use the fuse that I have used right along. 
He would not give up and took the whole afternoon 
trying to get me to say that he had the best fuse and 


pany try to sell me his fuse. 





that I should buy it. He admitted that his prices w. 
the same as the ones that we are buying, also that + 
caps and contact pieces of his fuse were not interchan; 
able with the one we are using. , 

So, I could go through the whole list of electri 
supplies and it would be a repetition of the above sta: 
ments. 

We are, at present, engaged in the building of a ney 
cadet mess, drawing academy, and cadet store. This 
will be the largest, of the many large buildings on ti) 
post. When completed, it is estimated that it will cost 
at least $2,000,000. 

There are over 400 lighting circuits in the building, 
besides the power circuits for the kitchen, bakery, tailor 
shop, where all the cadet uniforms are made. 

This building will have all the equipment that one 
would find in a modern first class hotel. What type of 
material will be used? As nearly as possible the sam 
as is used in all of the other buildings, at the same time 
installing a thoroughly modern job. Why? Because we 
will then be able to maintain this building without hay 
ing to carry any great amount of additional material in 
stock. 

You may say this is reactionary and does not permit 
the use of the newer devices and inventions on the market. 
But in an institution of this kind, or in an industrial 
plant, we must build not alone from the first cost point 
of view, but from the point of view of maintenance cost. 
Also we should take into consideration whether or not 
the material we install is sufficiently standardized, to 
insure that it will remain on the market. 

We have all seen some world beater of a device 
brought on the market only to find that it didn’t beat 
the world after all. Where would the maintenance en 
gineer be if he should load up his plant with devices of 
this kind only to find that when he needed new parts 
that they have been withdrawn (Turn to Page 64) 








Cadets On Parade. 








This Formation Takes Place Every Day Except Saturdays and Holidays, Weather Permitting 
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Unusual Lighting Markets 


For the Fellow Who is Out for Business Wherever He Can Get It 
By W. E. UNDERWOOD 


HEN a fellow thinks of the places where he 
Wie pick up an order for some lamps and 

lighting equipment, naturally his mind turns to 
the major lighting markets in homes, factories, stores, 
ofices and automobiles. Then when he thinks a bit 
further afield there are electric signs, street lamps and 
movie shows. 

But, “that ain’t the half of it” - 
—that’s just the major league ae 
stuff. There’s a flock of minor 
league lighting and then a lot of 
sand lotters. True enough the 
big league stuff represents the 
big money and perhaps 90 per 
cent of the real sales opportunity, 




































































In the Stop and Go Light at the 
Right Probably There Are No Great 
Sales Possibilities. Getting a Tan 
Under Electric Light to Some May 
Hold No Attraction. But, from 
These Far-fetched Applications of 
Light, There Is a Steady Graduation 
On Up to the Most Frequent Appli- 
cations, and the Wise Jobber Sales- 
man Does Not Allow His Dealers to 
Overlook Any Bets. 













































but for the fellow who is out for business wherever and 
whenever he can get it the knowledge of minor lighting 
applications often opens up a convenient chance for a 
bit of lighting sales that would otherwise be muffed. 

There are a lot of places where color is important— 
where colors have to be matched or where selection of 
goods by color is a big point. 


One of the most general of these applications is the 
necktie counter. The scarf or cravat, as haberdashers 
love to call even the plain garden variety of necktie— 
probably because that makes it easier to get away with 
a $3.50 price—is a colorful thing. It may look like a 
million dollars to the customer under artificial light in 
the store and yet in the pitiless light of a sunny morning 
lcok to him like a cross between a fried egg and a can 
of Campbell’s tomato soup. And, so, many haberdashers 
have installed a color matching unit on the necktie coun- 
ter. A lot have not yet been so progressive and there 
lies a chance to sell. 

This simple sort of color matching unit is quite as 
useful in the silk or dress-goods department, where ribbons 
or thread or floss are sold, even in the hosiery department. 

Many men judge the cigars they buy by the color of 
the wrapper and that is why you will frequently see a 
color matching unit on the cigar store counter—another 
chance for still more sales. 
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Printers have to be mighty particular to get just the 
right shade and hue in their color printing inks—color 
matching units save them a lot of grief. Textile mills in 
their inspection processes need color matching units. 
These are but a few of the many places where color 
matching units may be sold. 

Hens, like flappers, are partial to the bright lights. 
Along in the mid-winter days, when sunshine is brief and 
far between, even the most self-respecting and conscien- 
tious hen sort of lays down on the job of laying. Eggs 
soar to a dollar a dozen or thereabouts and everybody 
who owns a hen argues with her and tries to persuade 
her to get busy and take advantage of the high prices. 
A very sure and simple way to accomplish this desirable 
result is the use of artificial light. 

Here are typical examples of what happened during 
the three months of November, December and January 


last year: 


No. No. 

RAISERS HeENs Eaas VALUE 
B. I. Melin (no lights) 150 807 $ 33.30 
F. A. Miller (lights)............. 130 3,168 105.00 
C. H. Eckblad (lights ) 140 4,530 175.87 


The total cost of electric light for Mr. Miller and Mr. 
Eckblad was less than one dollar each. 

For the florist or hothouse raiser of produce, electric 
light is an asset because it aids in plant growth. Experi- 
ments on plants which receive none other than electric 
light resulted in healthy plants which bloomed and _ pro- 
duced fertile seed. Many of them bloomed earlier than 
similar plants grown under the best hothouse and sun- 
light environment. Among such plants 
are the geranium, snapdragon, radish. 
sunflower and sweet pea. Nasturtiums 
grown under artificial light last longer 
than the similar sun-grown variety. 

Over in New Jersey they planted a 
new golf green and flooded it every 
night for three weeks with artificial 
light causing, so it is said, the new 
grass to grow about five times as rapidly 
as it would otherwise. 

Every barbecue and hot dog em- 
porium is a prospect for a lot of ex- 
terior lighting so that the starving car 
driver may not pass such an oasis in 


Note the 24-hour Day Specimen at the 
Extreme’ Right. Artificial Light 
Hastened the Maturity of this 
Lettuce Plant by Four Weeks. 






the dark. 

tion. 
Night construction work calls for flood and spot lig!) 

The flood-lighting of buildings and monuments is beco 


The same is true for the gasoline filling 


ing increasingly popular. 

And, by the way, somebody is going to get rich 
these automatic street traffic signals. They take a lot 
high wattage lamps and the burning hours are long. © 
of the latest and best of such signals calls for thi 
lamps at each street approach or a total of 12 lam), 
for the four corners. Add that up and see if it isn’t nic 
Another point is the lighting of safety zo: 
so that the person about to émbark on a street car \ 
be highly visible to the drivers of automobiles. 


business. 


Then there is the growing interest in sports and t\, 
practicability of carrying on after dark. Night light: <! 
tennis courts are no longer a novelty. Several race tracks 
have recently been lighted as have baseball parks, to 
make them useable for concerts, prize fights, etc. 

One of the most pleasing of recent innovations 
exterior lighting during the holiday season—the draping 
of colored lamps upon trees in front of the home, festoons 
of light on the porch, community Christmas trees ani 
many kindred lighting stunts. They all represent a plac 
for more lamps, more sockets, more wire and mor 
“juice.” 

A whole host of party decorations for the table may | 
made from lamps and a bit of crepe paper and paint 
This is just the sort of thing the ambitious hostess wil! 
go wild about and, of course, it takes lamps and sock«ts 
and wire. 


In addition to the more or less (Turn to Page 151 
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Who Is the Oldest Jobber? 


Together With One or Two Side Lights on the History 
of the Electrical Jobbing Business 


NFORTUNATELY there is no authentic history 
| of the electrical jobbing industry. It just grew, 

and grew fast, and nobody had the time or 
inclination to set down the dates of events as they trans- 
pired. As a matter of fact, there is doubt, even, as to 
who was the first electrical jobber, although is has been 
generally conceded that this honor, if it be an honor, 
lies between the Pettingell-Andrews Co. of Boston and 
the Central Electric Co., now the Central States General 
Electric Supply Co., Chicago. 

Two letters to THe JoBBer’s SALESMAN bearing on this 
point are interesting. One is from Frank S. Price, 
president of Pettingell-Andrews in which he says: ‘“‘I 
should be interested to learn which jobbing house is the 
oldest in the United States. I believe it lies between the 
Central Electric Co. of Chicago and the Pettingell- 
Andrews Co. I have always felt that the Pettingell- 
Andrews Co. was started a year or two before the Central 
Electric Co. and I should be glad to have actual facts 
to substantiate this belief. As far as the Pettingell- 
Andrews Co. is concerned, would state that the company 
was started in the year 1886 under the name of Pet- 
tingell and Armstrong, and was located on Milk St., 
Boston. These facts can readily be established. I would 
suggest, under the circumstances, that you write a per- 
sonal letter to Mr. Geo. McKinlock of the Central Elec- 
tric Co.” 


On the other hand, Mr. McKinlock has written: “We 


have always claimed, and so far as I know personally, 
the Central Electric Co. is the oldest electric supply 
house and so-called jobbing establishment in the United 
States, and therefore anywhere. We were founded in 
the spring of 1887. Mr. Pettingell, who established the 
Pettingell-Andrews Co. was then a salesman for one of 
the carbon companies. I do not know whether it was 
the National or Crouse. In calling on us to sell electric 


light carbons he was impressed with the fact that we 


-had struck out on a new line of business, and went back 


to Boston, where he lived I believe at that time, and 
established the Pettingell-Andrews Co. I remember of 
calling on him in Boston when his company opened up.” 

So far as these two houses are concerned you have 
the story, and the Pettingell-Andrews Co. wins on Mr. 
Price’s statement that they were formed in 1886, but 
some other interesting facts have been brought out by a 
recent survey which once more clouds the issue. Cards 
were sent out to all the jobbers asking for the date that 
the company was formed, either under its present name 
or under some other, which was the originator of the 
business. Replies received numbered 263, a considerable 
percentage of all jobbers now doing business. 
these cards are to be found the Novelty Electric Co. of 
Philadelphia, with the date 1883, Walker & Kepler. 
Philadelphia, 1884, Chas. E. Hayes, Springfield, Mass., 
1886, Coghlin Electric Co., Worcester, Mass., 1887, and 
the Sager Electrical Supply Co., (Turn to Page 158) 
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The General Contour of this Curve Shows the Years Which Were Most 


Prolific in the Establishment of Electrical Jobbing 


Houses 
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Put Your Abilities Out 
at Compound Interest 


Compound Interest 


It Works in Many Phases of Life as It Does in Finance—In Education, 
Health, Reputation—Re-invest Your Interest 


By DR. FRANK CRANE 
if MOST of the desirable things of life in- It helps you understand what would be other- 


crease comes like the enlarging of a snowball wise missed. Your background works for you. 
rolling down a hillside. Every time such a — In improving your health, the rule also ap- 



























ball rolls over, it picks 
up more snow and be- 
comes larger. Each 
added revolution is the 
revolution of a larger 
ball, which has more 
surface to which the 
added snow sticks, so as 
it rolls on the additions 
to it on each turn are 
not the same but are 
constantly increasing. 

In life, what you 
have already acquired 
works for you and in- 
creases your effective- 
ness. “Money begets 
money” is a motto that 
may similarly be ap- 
plied with equal truth 
to many other things 
than finance. 

Thus, in the matter 
of education you do not 
make the same advance 
the second month spent 
on a new study that you 
do the first. You make 
more. Because what 





plies. The second six 
months of exercising 
and taking care of your 
health usually brings a 
greater advance than 
the first six months be- 
cause of the fact that 
the health built up dur- 
ing that first period 
works for you too. 

Reputation, recogni- 
tion and fame also 
grow the same way. 
After reaching a cer- 
tain size they more than 
double over a like 
stretch of time. Equal 
effort brings greater re- 
sults you will notice be- 
cause the reputation al- 
ready acquired acts as 
a sounding board, 
which sends news of the 
individual’s acts and ac- 
complishments farther 
and farther afield. 

In financial matters 
the rule becomes even 
more clearly evident. 


you learned the first Money left alone in- 
month makes progress easier the second and creases by compound interest and each year the 
you can go faster. Knowledge already acquired addition is greater. After a comparatively 
acts as a magnet to draw greater quantities of few years it begins to pile up at an almost in- 
information from time spent in advance study. conceivable rate. 









Copyright, 1926, by Dr. Frank Crane 





An Interesting Article by Dr. Crane Appears 
in Every Issue of The Jobber’s Salesman 
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Although there are many others in the picture, it is a safe bet that you are now looking at Miss Lillian Hall who 
was the winner in the bathing beauty contest of the National Electrical Supply Co., Washington, D. C., 
at its recent outing. Congratulations are extended to Miss Hall for winning this recognition 
against some exceedingly strong competition that can be seen in the background. 
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Right: Dr. W. W. Coblentz of the U. S. Bureau of Stand- 
ards showing a glass screen containing cerium oxide which 
is recommended as a protection for the eyes of motion pic- 
ture actresses and actors to protect them from the harmful 
effect of the ultra violet rays of large studio are lamps used 
in “shooting movies.” 


The newest radio station to 
take its place on the air, is 
this unique Freshman “Master- 
piece” broadcasting station lo- 
cated at Palisades, New 
Jersey, which is built, as 
shown in the photo on_ the 
right, to resemble a radio re- 
ceiving set. It operates on a 
wave length of 360 meters and 
the call letters are WPAP. 
“What next, what next?” cries 
the bewildered yet delighted 
radio fan.—lUnderirood & Un- 
Photos. 





de reood 

















No one would think that the photo on the left was 
made in the corner of an artist’s studio and a studio 
of a famous artist at that. Paul Chabas, famous 
French artist, painter of “September Morn,” who was 
recently elected a member of the French Academy 
of Beaux Arts, and who is president of the Great 
Societe des Artistes Francais, practices electrical ex- 
perimenting as a hobby and creates tiny electrical ap- 
paratus of his own invention. He is shown at work. 
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1-X-Ray reflectors are 

the best product that 
scientific research, skilled 
workmanship, and finest 
of materials can produce. 


— X-Ray reflectors are 
made by an organiza- 
tion whose successis based 
on more than 30 years of 
healthy growth and sound 
financing. 


3—-Curtis Lighting, Inc., 

is national in scope, 
having sales engineers in 
all large cities, and subsid- 
iary companies in New 


York and Los Angeles. 


4-X-Ray reflectors are 

the pioneers—they are 
the only silvered glass re- 
flectors that for 30 years 
have been considered 
“Standard for Show Win- 


dows.” 


—All X-Ray reflectors 
are insured against de- 
fect in workmanship and 
material. The good name 
of a large and responsible 
organization stands be- 


hind them. 
6~The Trade Policy of 


the manufacturer of 
X-Ray reflectors protects 
the dealer and jobber at 
all times. 


CURTIS 
LIGHTING, Inc. 


1119 W. Jackson Blvd. 
CHICAGO 
New York— 
31 W. Forty-Sixth St. 


Los Angeles— 
3113 W. Sixth St. 





























INDUSTRY.” 








The Curtis Building, Chicago, 
houses the factory and main offices of 
Curtis Lighting, Inc. 
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COMPLETE For ALL INSTALLATI 


+ 


E RI 


ERIE 


Manufacturers’ Agents: 


EXPLANATION OF FEATURES 


Cutting of threads on conduit is a waste of time and money. Kondu 
Threadless Fittings eliminate this operation as well as the investment 


and maintenance of stocks, dies and threading machines. 


The necessity of screwing conduit into fittings is also another costly 
operation which Kondu Threadless Fittings have reduced to a minimum. 
Only slight effort is required to tighten Kondu Threadless Fittings in 
the desired position. 


No more loss of time in starting tight or damaged conduit threads 
into fittings. No pipe wrenches or expensive equipment needed. Slide 
the conduit into the Kondu Threadless Fitting until it seats on the 
bead, tighten the lock nuts and the job is finished. 


Tests have shown !4 inch Kondu Threadless Fittings to have a hold- 
ing power of over 2500 pounds. This is far greater than normal 
requirements. The secret lies in the parallel grip of the tapered bush- 
ing—the greater the tension, the tighter the bushing grips the conduit. 


It is immaterial whether the conduit be with or without threads as the 
tapers on the bushing cause it to conform to any variation of size 


or shape of conduit. 


Kondu Threadless Fittings are made of certified malleable iron and are 
not affected materially by rust or corrosion. They are unbreakable 


and are, therefore, ideally suited for all work requiring strong fittings. 


The large rectangular openings of Kondu Threadless Fittings, with the 
cover screw lugs out of the way, give great accessibility. Splicing be- 


comes an easy operation. 


Underwriters’ tests show excellent grounding is obtained without scrap- 


i. § 


ing enamel off the conduit. 
=| 











There is a Kondu-Box for every standard requirement and for all sizes of pipe. 





Catalog, wall chart and descriptive literature 
sent on request by Kondu-Division, Erie Malleable Iron Company, Erie, Pa. 






Registered in 


Liste nar 


Underwri ora 





E MALLEABL! 


KONDU 


Offices: New York, Boston, Philadelphia, Chicago, Cincif™urg 


J. G. Pomeroy Company, Los Angeles and San Francisco, Cal., 





C. R. Dederick, Portland, UPd E. 


eet 
_ 


PRINT IN BINDING 
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d Canada 


(QQEQUIREMENTS Your TRADE! 


The line of Kondu Threadless Fittings lacks nothing 
The men behind this 


‘Simplified Line”’ are alive to your needs as a distributor 


to make it ideal for you to handle. 
dard 
and have made it a definite point to include everything 
in design and merchandising policy that coordinates with 


oratories your selling methods. 


Neither has the needs of the contractor been over- 
looked. Matters of utility and completeness of the line 
See for yourself— 
study the line—the features of Kondu Threadless Fit- 


were considered and built into it. 


inal tings which bring repeat orders will be apparent. 
Aug. 24, 1926 


There isn’t a contractor that won't be interested in 
Kondu Threadless Fittings. 


for the practical contractor. 


They're practic-1 fittings 
That's why they will want 


them. 


Selling Kondu Theadless Fittings to your trade sim- 
The original cost of a conduit fitting rep- 


cl 


resents but a small proportion of the com- 
plete installation cost. A greater proportion 
of this cost is made up of labor—the cutting 
of threads and screwing conduit into the 
fittings. 

The Kondu-Box has been so designed as 
to eliminate these costly operations’ and to 
furnish many other economic advantages 
as well. A few are mentioned on this page. 
Study them—send for a sample Kondu-Box 
and you will appreciate just what they mean 
to you and your contractors. 


IRON 


DIVISION 


DING a F | 


mers down to practically a matter of explanation and 
sales. There’s a neglible amount of sales resistance to 
overcome and we're doing that through constructive 
advertising in trade papers. All our advertising is 


backed by a real jobbing policy. 


May we demonstrate the sales features of Kondu 


Threadless Fittings to you—in person ? 


COMPANY 


PENNA. 


pareh, Cleveland, Detroit, St. Louis, Kansas City. 
E. Staible, Denver, Colo. and Salt Lake City, Utah, 


W. A. Gibson, Dallas, Texas. Edgar E. Dawes, Atlanta, Ga. 
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COUCH 


Apartment House 


Telephone 
Apparatus 





No. 333 Mail Box Group 
No. 295-C Cordless Telephone 


The Couch Vestibule Outfit has long had the approval of contractors 
and builders. It consists of a loud speaking telephone for communi- 
cating with suites and the janitor. In this outfit are Tilting Mail 
Boxes of the Telephone type. This apparatus can be supplied in any 


capacity above two suites. 


Jobbers’ salesmen have found the Couch line in general to be greatly 
in favor with buyers and users. Couch Products give the best and 
longest of service on the job. Salesmen pushing our line are con- 
tinually reaping big profits and big sales. You should get in on it, 


too. 


Don’t forget to mention to your customers that complete data and 
specifications covering any layout for mail boxes or private telephone 


systems will be furnished free of charge to contractors and builders. 


Catalog and bulletins illustrating and describing the entire Couch 


line will be gladly sent on request. Simply address our nearest office. 


S. H. COUCH COMPANY, INC. 


TELEPHONE MANUFACTURERS 
Main Office and Factory: NORFOLK DOWNS, MASS. 


SALES OFFICES 


BOSTON CHICAGO NEW YORK 
170 Purchase Street 809 W. Jackson Blvd. 76 Varick Street 





SALES REPRESENTATIVES 


515 Market Street, San Francisco A. E. Bacon, 1429 18th St., Denver, Colorado 
Sierra Electric Co., Inc., § 212 Calo Building, Los Angeles G. S. Felt, 3310 North S8th Street, Omaha 
Hinckley Building, Seattle wee 
John R. Hollingsworth, 1723 Sansom Street, Philadelphia Cadillac Metal Products Co., 1444 Park Place East, Detroit 


G. H. Steinhans, 917a Pine Street, St. Louis MacGillivray-Beatty & Co., Ltd., 3 St. Nicholas St., Montreal 
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The world’s fastest 
cable, the nineteenth to 
span the Atlantic 
Ocean, and 3,400 miles 
long was landed with 
ease by the Western 
Union Telegraph Co. at 
Hammels, near Rock- 
away Beach. The cable 
has a sending capacity 
of 2,500 letters per min- 
ute. The task of laying 
it was begun early last 
June by the S. S. 
Colonia, across a stretch 
of 38,400 miles. its 
astern terminus is Pen- 
zance, England—and it 
comes westward under- 
seas, across mountains, 
plateaus and valleys of 
the bottom of the ocean 
to Bay Roberts, New- 
foundland, from whence 
it strikes towards the 
south and New York. 
The cable is one of 
eight cables operated 
by the Western Union, 
there being a total of 
nineteen crossing the 
ocean.—_Underwood & 
Underwood Photos. 
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which have been changed. 


Night flying in Germany has been greatly en- 


hanced with the invention of many devices which 
guide the aviator to his place of landing. The 


photo shows an illuminated wind indicator on the 
‘Tempelhof aviation field, near Berlin, which in 
forms the aviator as to direction and strength of 
the wind. 





Dr. C. Everett Field, director of the Radium In- 
stitute of New York, has, after several years ot 
experimentation in the field of “radium effects upon 
diamonds,” converted a yellow diamond valued at 
$100 to a blue one valued at $700—but requiring 
$8000 worth of radium for the experiment. The 
actual time required for changing the color of the 
diamond is rather short, taking only four days of 
the radio treatment. The durability of the change 
may last for ten years and perhaps forever, 
but in this early stage of the experiment nothing 
definite can be stated. The photo shows him pre 
paring radium tubes for their application on gems 
to be converted from yellow to blue. Dr Feld is 
holding a “Willemite” stone—one of the four stones 
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Edwin M. Keatley 


President, Virginian Electric, Inc., Charleston, W. Va. 
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MEN YOU SHOULD KNOW 


Edwin M. Keatley 


Electric, Inc., since 1909, combines devotion to 
business with civic activity to a remarkable degree. 
He has had a many-sided life thus far—engineer, 
judicial and administrative expert, legislator, wholesaler 
of electrical supplies, manufacturer—and there is appar- 
ently no slacking up in the physical energy and the 


F te: M. KEATLEY, president of the Virginian 


President 
Virginian Electric, Inc. 


A cousin of Elizabeth Swallow was 
Rev. Silas Swallow, of the Wyoming Valley, who was 
twice a candidate of the prohibition party for president. 

Edwin M. Keatley was educated in the public schools 
of Pennsylvania, in the Wyoming Seminary at Kingston, 
and gained a thorough technical training for his profes- 
sion of mining engineering, which he followed for 19 


Valley massacre. 


indomitable spirit that have 
carried him to a large measure 
of success in many fields. His 
is a good example for any 
young man in the electrical 
jobbing business to follow—if 
he is willing to get up rather 
early and retire rather late for 
a considerable span of years. 

A sketch of Mr. Keatley’s 
life appears in the “History of 
West Virginia,” which has 
been drawn on largely from the 
facts set forth in the following 
paragraphs. In addition it 
may be said that the company 
of which he is the executive 
head—the Virginian Electric, 
Inc., of Charleston, W. Va.— 
is an example of a prosperous 
and well-managed wholesale 
business, which has built up a 
reputation for fair dealing re- 
sponsible for agreeable rela- 
tions with its competitors as 
well as the trade generally. 

For a period of 30 years, 
Mr. Keatley has been a West 
Virginian, and his versatile 
activities and broad interests 
give his career a most unusual 
permanence among citizens of 
that state. 


He was born in Barton, Tioga County, New York, 
William and Elizabeth 


May 12, 1868, son of Rev. 








Many-Sided 


OME men possess a voracious 

appetite for knowledge. They 
expend enormous amounts of en- 
ergy throughout their lives in its 
pursuit to the end of making 
themselves authorities in many 
fields. Edwin Keatley is of this 
type. You may know him as a 
successful jobber, others as a 
lawyer, speaker of the House of 
Delegates of his state, one-time 
engineer of the House of Mor- 
gan, president of the Charleston 
Chamber of Commerce, active 
worker in the American Consti- 
tutional Association of West 
Va., chairman of the state coun- 
cil of the National Association 
of Credit Men, ete. Always he 
has mastered the facts and de- 
tails so as to make of himself a 
power in each new field of work. 








years. For two years he was 
topographer in the employ of 
the State Geological Survey 
of Pennsylvania and left that 
work to go with the bank- 
ing house of J. P. Morgan & 
Co. of New York as a mining 
engineer. It was the Morgan 
interests that sent him to West 
Virginia in 1891 as chief engi- 
neer to look after the coal 
lands belonging to what is 
known as the Beaver Coal Co., 
a subsidiary of the Morgan 
interests in Raleigh County. 
That was the beginning of 
Mr. Keatley’s 30 years’ resi- 
dence in West Virginia. His 
subsequent connection was 
with the John Cooper & Co. 
coal mining interests, owning 
mines on the Norfolk & West- 
ern Railway. He served as 
enginer for this company about 
five years, with headquarters 
at Bramwell in Mercer County. 

In the meantime Mr. Keat- 
ley had been turning his ver- 
satile talents to the study of 
law, and in 1897 he went to 
the State University at Mor- 
gantown, W. Va., and took the 
examination for admission to 


the bar and was licensed to practice. In the same year 
he removed to Charleston, having been appointed assistant 


(Swallow) Keatley. Rev. William Keatley was born in 
County Tyrone, Ireland, son of an Episcopalian min- 
ister, while his mother was a Gordon of Scotland, of 
close kin to Chinese Gordon. William Keatley came to 
the United States at the age of 22, in 1851, studied for 
tie ministry in the Wyoming Seminary at Kingston, and 
practically his entire career as a minister was devoted 
t) service in the Wyoming Conference at Pennsylvania. 
In that section he married Elizabeth Swallow, member of 
a historic family of the Wyoming Valley. The Swallow 
{:mily settled in Wyoming Valley from Connecticut, and 
te grandfather of Elizabeth Swallow entered the Revo- 
| tionary army from that section. The maternal grand- 
i ther of Elizabeth Swallow was John Cooper, 

famous Indian fighter, who participated in the Wyoming 





attorney general of the state under Attorney General 
Edgar P. Rucker. He continued in this work during 
Mr. Rucker’s administration, and then engaged in private 
practice at Charleston. When the United States Circuit 
and District courts for the Southern District of West 
Virginia were established in Charleston, Judge Goff, at 
the solicitation of the Kanawha County bar, appointed 
Mr. Keatley clerk of the Circuit Court for the new dis- 
trict, and a year later Judge Keller appointed him clerk 
of the United States District Court. He was clerk of 
both courts until the Circuit Court was abolished, and 
continued as clerk of the United States District Court 
from July 1, 1907, to July i, 1918, when after 17 years 
in the office, he resigned to give his attention to his busi- 
ness affairs. (Turn to Page 152) 
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Market for Electrical Supplies 


Compiled Monthly From Reports Made to THE JOBBER’S SALESMAN, by 
Jobbers, on Market and Price Conditions for 22 Key Products 














COMMODITY 





Transformers, insulators, distribution equipment 








Poles and pole-line hardware 








Switchboards and accessories 





Motors and contro] apparatus 











Safety switches 





Wiring devices 


EASTERN STATES* 


STATES* 


WESTERN STATES* 





MARKET 


August 15 to 
September 15 


September 15 


PRICES 
General 
Trend 


MARKET 
August 15 to 
September 15 














Conduit and fittings 





Fuses .. 








R. C. wire and cable 








WI BG Wit. ...-.....2...0c.ccoreecvsernrntnenosensessessbonceccessessscssones® 








Lamps space cetcutensiesacAtuctrcciccsesetasoucees 











Industrial reflectors ...........:-:.<cs.:0...-...- 





Commercial lighting units........... 








Residential laehting camilte sc. 2.2. secession 





Street lighting equipment...... 








RACES TID TEBTNOBS 5 osc csn coast cients td ecceoees ce 





Motor-driven appliances 1.3 ...ctsc. cn. 























Flashlights and batteries........................ 








Telephone epipment «cn csssssi ete 
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“Eastern States include all between the Atlantic Coast and the eastern boundaries of Ohio, Kentucky, Tennessee and Alabar 
Western States include all between the Pacific Coast and the eastern boundaries of N. Dakota, S. Dakota, Nebraska, Kan: 
Oklahoma and Texas; Central States all between. 
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Hundreds of 
prospective users 
of Buffalo Breezo 


In every community 
there are hundreds of 
prospective all season 
users of Breezo Fans— 
for stores, clubs, cream- 
eries, dining rooms, 
kitchens, theatres, gar- 
ages, laboratories, bil- 
liard parlors, cleaning 
and pressing shops, 
printing and typesetting 
shops, bakeries, laun- 
dries, wash-rooms and 
toilets. 


A Size for 
Every Need 


The Buffalo Breezo is made 
in six sizes, 12” (for pas 
ventilation) 16”, 18 ‘a 
and 36”. Complete data fur- 
nished by us enables you to 
sell exactly the right size 
for every need. 


* 
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Why 


“Buffalo Breezo’” 
is Easy to Sell 


1. MORE CAPACITY than other fans of 
the same diameter, speed and power 
consumption. 

2. STREAM LINE design and construction 
of the pressed steel ring permits the air 
to enter the wheel without frictional loss 
or eddy currents. 

3. BEARINGS are of extra large dimen- 
sions bronze bushed (the shafts are 
nickel steel). 

4. LUBRICATION of bearings (waste- 
packed type) is such that each fan so 
equipped will run 2,500 hours without 
re-oiling. 

5. BAND and RING are locked and spot- 
welded to the arms which are very 
strong. 

6. HUBS are of machined steel locked se- 
curely to the wheel. 

7. NO BOLTS are used in the assembly of 
the rings and arms. 

8. PRESSED cold-rolled steel plate con- 
struction, die-formed to accurate dimen- 
sions, perfect uniformity and balance. 
No loss by breakage in shipment. 

9. WEIGHT far less than other fans made 
of cast iron, even lighter than aluminum 
and far stronger. 

10. MOTORS are totally enclosed type to 
keep out dirt and water. Large enough 
to carry the load continuously. 


and remember— 


the Buffalo Breezo fan is given with a sales plan that makes 
ventilating fans more attractive to handle than they have ever been 
before. 


The Breezo Ventilating Fan is not a seasonal article but an all-year 
necessity. There is a constant market, in every community. We'll 
be glad to tell you how to cultivate this market, but act NOW, so 
that you may benefit this year. 


Write us now for an outline of our proposition and for details on 
the fan itself. 


Buffalo Forge Company 
201 Mortimer Street Buffalo, N. Y. 


In Canada: Canadian Blower and Forge Company, Ltd., 
Kitchener, Ont. 


BUFFALO 
BREEZO 


VENTILATING FANS 
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Prize Winners in August 
Contest 


Twenty-five Dollar Prizes Will Be Given by THE JOBBER’S SALESMAN to 
the Men Listed Below—The Result of the August 


“Summer Sales Prize Contest” 












PRODUCTS OF 





WINNER COMPANY 





Appleton Electric Co.............................. SS ees Morris Blumberg Elec. Co., Detroit. 









Benjamin Electric Mfg. Co................... =. Ti. eenm.................. Moock Elec. Sup. Co., Canton, O. 






Bussmann Mfg. Co....... hide decade Al, B. Mevreex.................. Commercial Elec. Sup. Co., Detroit. 






Chicago Fuse Mfg. Co.......................... Dewey W. Peterson........ Illinois Elee. Co., Los Angeles. 












ee. eS ee W. E. Seward.................- Central States Gen. Elec. Sup. Co., Chicago. 









Curtis Lighting, Inc................................ Dewey W. Peterson........ 
Economy Fuse & Mfg. Co................... ofa ee eer! Moock Elec. Sup. Co., Youngstown, O. 





Erie Malleable Iron Co.......................... Edw. ‘H. Weigle............. 










Fansteel Products Co.....................-.----- B. i, I ee Electric Appliance Co., Chicago. 

Gould Storage Battery Co.................... S. 2... Meephy...............! Electric Appliance Co., Chicago. 
Grigsby-Grunow-Hinds Co. ................ ES fe” eee Triangle Elec. Co., Chicago. 

Hamilton Beach Mfg. Co...................... Howard T. Ross..............Commercial Elec. Sup. Co., Detroit. 

Hemingray Glass Co.................. casual a ere Central States Gen. Elec. Sup. Co., Chicago. 
Buevey Hebe, ee... 0 Oe Wetmore-Savage Elec. Sup. Co., Providence, R. |. 
Indiana Rubber & Insulated Wire Co..L. Raggio of ES ee Central States Gen. Elec. Sup. Co., Chicago. 





National Carbon Co...... adonscenncsitinithilagll Arthur R. Barrit............ Morris Blumberg Elec. Co., Detroit. 
















Okonite Co., The................... pect leet Fs CI ies Central States Gen. Elec. Sup. Co., Chicago. 
Radio Corp. of America......................-. RI icin ntncnasiualle Central States Gen. Elec. Sup. Co., Chicago. 
Reynolds Spring Co....................-..--------- ee tee Oa Illinois Elec. Co., Chicago. 

Richards & Co., Geo......................--0000-- OO. F, tiie SoS Otto Reiman, Inc., Chicago. 

Roach-Appleton Mfg. Co...................... Gerald O’Connor ............ Steiner Elec. Co., Chicago. 

Square D Co..................-— decacundeion V. L. McElmurry............ Commercial Elec. Sup. Co., Detroit. 
gt eee Elbert W. Williams........ Colonial Elec. Co., Philadelphia. 

Re i, Piste incgadpin a ee ee ee Central States Gen. Elec. Sup. Co., Chicago. 
Triangle Conduit Co., Imce.................... T. J. Beerman.................. Robertson-Cataract Elec. Co., Rochester, N. Y. 
Trumbull Electric Mfg. Co..................C. F. Gottschalk.............. Republic Elec. Div. L. S. G. E. S. Co., Cleveland 
Wakefield Brass Co., F. W-.................. E. A. Brunswick.............. Erner Elec. Co., Cleveland. 


Edwin L. Wiegand Co. .......-.....-<csecese- Ba TIP NE Mitac cceh J. P. Simons Co., Chicago. 
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P&S | 
ALL-PORCELAIN RECEPTACLES 


THE NEW FEATURES 


Vitrified Porcelain Bodies---with Porcelain Shade Holders for Glass- 
ware, and with Porcelain Ring for Ball Lamps 


BRACKET TYPE BEAUTIFUL 

Pull, Keyless in Appearance 
CEILING TYPE PRACTICAL 

Pull, Keyless in Service 





EASY TO WIRE 
on the Job 


WALL TYPE 
| Pull, Keyless 





BRACKET TYPE 
With Convenience Outlet 


Made of P&S Porcelain---the World’s 


finest Porcelain. 


And the Finish---deep crystal glaze is 
fused into the body of snow white por- 
CMs «... eae 


Absolutely clean, bright, new, at the 
touch of a damp cloth. 





Shade Holders are Porcelain. Will noz 
Change Color or Lose their Luster. 


WALL TYPE 
Porcelain Shade Holder 


CEILING TYPE 
Porcelain Shade Holder 


Ask for it --- Bulletin just off the press --- You’ll get it 


PASS & SEYMOUR, INC. 


SOLVAY STATION : 


CHICAGO 
730-32 W. Monroe St. 


NEW YORK 
71-73 Murray St. 


SYRACUSE, N. Y. 
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Meet our Mr. G. C. 
Breidert at the Job- 
bers’ Convention, 
Hotel Traymore, and 
see and hear about 
our sales building 
plans for 1927. 
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fits painted green 
its. an Ile Hlectric Ventilator 


the only one made 


with a 


Hy enclosed 


self~cooled motor 
Guaranteed as a 
complete unit ~ 


LL. America has learned to spot 
the ILG Electric Ventilator by 
ts distinctive dress of green. It con- 
spicuously individualizes the one 
iotor propeller fan that’s nationally 
advertised, Known far and wide by 
lor, Name and Performance — the 
nly one made with a fu/Ly enclosed, 
elf-cooled motor and guaranteed as a 
omplete unit. 


Everywhere the ILG Electric Ven- 
tilator enjoys marked consumer ac- 
ceptance. It is specified by Name, 
recognized by Color and preferred 
by the buyer who is willing to pay a 
trifle more for a product that has 
achieved an enviable reputation for 
superiority. And everywhere dealers 
know it for what it is — a splendid, 
year ’round seller. 


Let us tell you about this market that ts still in its infancy — permit us to 
submit the facts and figures about future possibilities and the details of a 
(20-operative Sales Plan that 1s getting action. 









son 


LG ELECTRIC VENTILATING CO. 


854 NORTH CRAWFORD AVENUE 


CHICAGO, ILLINOIS 


For Offices, Stores, 
Factories, Public Buildings, 
Theatres, Restaurants, Homes, etc. 
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Broader Aspects of Jobber 


Co-operation 


The Good Things Accomplished by an Association of 
Jobbers Will Reach Beyond Them into Other 
Branches of the Electrical Industry 


By JOSEPH KIMMEL 


President, Republic Electric Co., Davenport, Ia. 


a PLAN of merit outlining 
what an association of electrical 
jobbers should be and do, must neces- 
sarily first take into consideration 
what electrical jobbers are trying to 
do, and determine what things of 
greatest importance can be done for 
the jobbers by meeting with one an- 
other through the medium of an as- 
sociation. It can be assumed that 
jobbers are capable of operating their 
own business successfully, and that 
the function of an association should 
be to assist in handling the larger 
things which are outside the direct 
operation of one’s own business. In 
other words, the general conditions 
under which the business must carry 
on. 

The electrical industry, due to its 
rapid growth within a comparatively 
short period, may perhaps have prob- 
lems and difficulties greater than 
those in other lines of merchandise of 

history. In common 
commodities, electrical 
merchandising has been affected by 


ancient 
other 


more 
with 


current changes in methods of dis- 
tribution. There has been an increase 
in the number of distributing agen- 
contractors and 
dealers are keeping down the invest- 


cies. Electrical 


ment in their business by carrying 
smaller stocks, depending on the sup- 
ply jobbers for service. The increase 
number of dealers and con- 
the best methods of 
handling a growing industry, present 
problems which call for thoughtful 
consideration. 


in the 


tractors, and 


The problems which confront job- 
bers in our line of business present 
largely the same aspect to all. Action 
that is and based on 
broad and business-like lines will not 
only help the jobbers, both big and 
little, but the entire industry as well. 
This is the only kind of action that 
helpful. An 


should sincerely try to help the in- 


co-operative 


will be association 


dustry by ameliorating the conditions 


which handicap it. Selfishness would 
destroy such an association. 

Each member must want to see his 
fellow members succeed. If one job- 


Joseph Kimmel 


ber succumbs, due largely to condi- 
tions beyond his control, his neighbor 
jobbers do not benefit. First, because 
those same conditions are preventing 
themselves from enjoying the degree 
of prosperity which they should have; 
and, second, because the successor to 
the decedent jobber certainly will lack 
his experience, and perhaps some of 
his other qualities which may have 
made him a benefit to the business 
generally. 


Electrical supply jobbers are en- 
gaged in a common work. Through 


association, coupled with a sincere de- - 
sire to help their fellow members as’ 


well as themselves, they are certain by 
reason of this exchange of ideas and 
information to lift the level of their 
business. Surely all history teaches 
that by mutual association and con- 


tact greater progress will be mad 
than under a condition where each ; 
perhaps suspicious of the other, an 
none alone is able to inaugurat. 
higher standards of doing business. 

In correcting some of the unsoun 
practices, the benefits will flow out 
side the ranks of jobbers into th 
ranks of the jobbers’ customers. Thu 
in helping themselves they would |. 
helping others. . 

Furthermore, electrical jobbers i: 
any given area by concerted actio: 
can assist their customers and thi 
trade in developing the field. The 
can assist their customers in othe: 
ways of carrying on their business 
Jobbers should be the leaders in tl) 
electrical field in their respectiv. 
areas. Association and concerted ac 
tion are here necessary in order to 
effect any noteworthy accomplisl: 
ment. 

What I am driving at is the neces- 
sity for genuine and sincere co-opera 
tion between all jobbers who are en 
titled to be called such,—whole-souled 
co-operation,—looking to the well- 
being of the industry and of each 
member of the association. Such co- 
operation should endeavor by 
rightful means to improve conditions 
which impose a handicap on jobbers 
who are trying to be successful 
through methods which aim not only 
to help themselves, but also their cus- 
tomers and their suppliers, the manu 
facturers. 

Local groups of association mem 
bers would necessarily have to mect 
with one another. Progress in this 
way would be made easier, and in 
terest stimulated in the larger group 
meetings. 


all 


No business can be successful over 
a long time period which operates un 
der conditions which are economical] 
unsound. In meeting and overcoming 
these conditions the welfare of m\ 
brother jobbers is my welfare. Our 
aims and purposes are mutual and 
common. Thus we would make it 
possible for all to have their efforts 
crowned with a larger degree of suc 
cess than is possible where outsid: 
conditions, which include ourselves 
working at cross purposes, otherwis: 
permit. 


Such _ whole-souled co-operation 
might be termed intelligent  selfis! 
ness, but in a large way it is no 
selfishness. It is the ameliorating « 


one’s own condition to the point wher 
(Turn to Page 387) 
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Heavy Duty Gas and 
Vapor Proof Fixture 
Forinstallation where 
Gases and Explosive 
Vapors Exist 
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Published in the interest of a more complete 


fellowship with Salesmen everywhere, 
by the Benjamin Electric Mfg. Co. 


Chicago, October, 1926 
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September saw a good deal of activity 
in Industrial Lighting in many parts of 
the country, several campaigns about 
winding up; others just starting, and still 
others oiling up to get under way in 
October. 

Mr. C. D. Bronson, of the California 
Electric Company, Oakland, reports that 
a good many industrials out his way are 
greatly impressed with their need for 
and the advantages of better lighting and 
the outlook for a number of prospects is 
good. Several sales were actually made, 
however, as a direct and immediate re- 
sult of the campaign. 

Mr. R. C. Tallmadge, of the Illuminat- 
ing Engineering Department of the 
Rockford Electric Company, Rockford, 
Ill., is using another supply of the book- 
let “Correct Illumination for Industry,” 
for following up prospects uncovered in 
his campaign. 

Mr. N. A. Taggart, of the Tennessee 
Electric Power Company, Chattanooga, 
has built up a nice list of prospects. 

Among the campaigns under way, is 
that of the Binghamton Light, Heat and 
Power Company, Binghamton, N. Y., 
covering 146 industrial plants. Another 
campaign is that of the Northern Penn- 
sylvania Power Company. Both of these 
campaigns are under the direction of 
Mr. K. F. Grover. 

The Northwestern Service Company 
of Pennsylvania, has started an indus- 


a 


trial lighting campaign in charge of Mr. 
H. K. Williams, of the New Business 
Department. 

In Pawtucket and Woonsocket, R. I., 
Mr. F. K. Simmons, Chief Industrial 
Service Engineer of the Blackstone 
Valley Gas & Electric Company, 1s di- 
recting a campaign to 550 industrial 
plants. 

A big industrial lighting campaign is 
being put on by the Burke Electric Com- 
pany, St. Louis, Mo. Mr. S. J. Burke, 
president of the company, is heading up 
the campaign and has as sturdy lieu- 
tenants Mr. T. P. Gleeson, Illuminating 


Engineer of the Commercial Electric 
Supply Company; Messrs. Brantley and 
McCormack, of the Union Electric Light 
& Power Company, and Mr. S. C. 
Corrie, of the Burke Electric Supply 
Company. 


Rewards for Radio 
Reasoners 


To stimulate and reward original 
thinking along radio lines, Benjamin has 
announced in all the leading radio mag 
azines a series of “Rewards for Radio 
Reasoners.” Cash awards, amounting to 
several hundred dollars, will be given. 

Awards are offered for the best new 
hookups, the best modifications of exist- 
ing hookups, the best descriptions of a 
homemade radio set, the best trade name 
for each of our products and the best 
slogan for the entire Benjamin radio 


line. There is something to interest 
everybody. 

The Official Information Book on the 
awards has just been prepared and copies 
will be supplied to all dealers and dis- 
tributors who want to take advantage 
of this opportunity to cash in on the 
interest which will be aroused by this 
contest. With each Official Award 
booklet will be given a copy of our in- 
teresting new Radio Handbook, new 
hook-up folders and products folders. 

Write quickly for the official rules, 
instructions and suggestions, 


Benjamin Radio 
Condensers Please 


Mr. P. E. Johnson, manager of the 
electrical department of the Brown- 
Camp Hardware Company, Des Moines, 
la., is an ardent radio fan and an en- 
thusiastic user of Benjamin radio prod- 
ucts. Says he: “I have put your No. 
9061 condensers in my set and they have 
increased its efficiency 100 per cent. 
They are truly wonderful.” Thank you, 











Here is the Benjamin exhibit at the New York Radio Show, held at Madison Square 
Garden, New York, September 13 to 18. Wehad to take the photograph in the early 
hours of the morning, because the crowds around the booth were so great during s how 


time, the camera couldn’t get a look-in. 
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More and Better 
Industrial Lighting 
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Sell More Industrial Lighting Equipment 


In which all Manutactarers of Lighting Material May Par 
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The New Benjamin Industrial Lighting Plan Book and some of the pages. 


See description on opposite page. 
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Here’s the new Benjamin Industrial 
Lighting Plan Book, revised, rewritten 
and enlarged from cover to cover. 


The Plan Book explains in detail the 


market for a big increase in industrial 
lighting and the sale and installation of 
lamps, reflectors, wiring, conduit and 
other wiring material. 


It shows how easy it is to organize 


and develop an intensive industrial light- 


ing campaign in any locality where there 


1s considerable industrial activity and 
how every electrical interest in the com- 





munity—light and power company, job- 
ber, contractor and dealer—can_partic- 
ipate to the great profit of every one 
of them. 









What we will do in the way of fur- 





nishing folders, letters, broadsides, book- 
lets, circulars, projectors for demonstra- 
tion and lectures, cuts for newspaper ad- 
vertising, etc., addressing, enclosing and 
preparing for mailing is explained in de- 
tail. 

What we will do in the way of sup- 
port through a great advertising cam- 
paign in a score of national publications 
reaching executives of industrial plants 
of every kind is set forth, the tremen- 
dous range of this publicity being ex- 
hibited in a colorful double-page spread. 

Then, so that the local interests may 
see just what direct-mail material is 
available, there are actual samples of all 
the mailing pieces. 

This combination of local direct-mail 


Some reproductions of samples of the Direct Mailing Pieces Shown in New 
Benjamin Industrial Lighting Plan Book. 


advertising, intensive local salesmanship 
and national industrial publication adver- 
tising is unbeatable. Its effectiveness has 
been demonstrated most positively in the 
great Industrial Lighting activity last 
winter and spring and in a continuing ac- 
tivity in a dozen places since that time. 

Campaigns but recently completed and 
a number now under way have used the 
preceding Benjamin Industrial Lighting 
Plan Books in a wonderfully successful 
way. 

The new Plan Book goes further and 
offers more than ever before. It will 
certainly pave the way for an incom 
building load for light and power com- 
panies, sales of supplies of every de- 


scription for jobbers and dealers, and the 
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installation of many extensive and profit- 
able wiring jobs. 

So that jobbers’ salesmen may become 
familiar with the whole plan, we will be 
glad to furnish copies on request. 


Two-Way Plug 
Sales Climbing 


A great many distributors and dealers 
have taken advantage of our offer to 
furnish quantities of the new envelope 
size folders on the new display assort- 
ment of two and three-way plugs and on 
our complete line of individual plugs, for 
use as enclosures in mailings to cus- 
tomers. They find this an excellent 
means of stimulating plug sales. 

There are more of these fine new 
folders ready for enterprising jobbers 
and dealers who take every possible 
means of obtaining the maximum amount 
of business, 


The New Benjamin 
Radio Handbook 


As is well stated on the title page, 
the new Benjamin Radio Handbook is a 
helpful booklet on the functions, selec- 
tion and use of quality radio apparatus 
for better reception. In concise fashion, 
the booklet describes the use of each 
radio part and gives practical suggestions 
for recognizing and selecting the best 
function. Written 
in very simple language, the text is 


material for each 


human and easily understandable. The 
booklet is priced at ten cents, but we will 
be glad to supply our jobbers’ sales- 
men friends with complimentary copies 
and also with a supply for passing on to 
their dealers. Better write at once for 
your copy. 





Eighty-five Edisonians from the Lighting and Sign Divisions of the Contract Dep 
ilies, if any, staged the best small or medium sized picnic in the world on Sunday, 
plenty of good eats, races and a game of indoor, won by Lighting, 


October Publication Advertising 


October will see another big barrage 
of Benjamin advertising in publications. 
These publications reach a tremendous 
number of light and power companies, 
industrial plant executives, electrical con- 
tractors and dealers, radio manufacturers 
and dealers, stand lamp manufacturers 
and dealers, and in the general mag- 
azines, reaching over 5,000,000 of the 
best homes in the country. 

Industrial lighting advertising will ap- 
pear in full pages in Electrical World, 
Journal of Electricity, Cotton, Textile 
World, Factory, Grain Dealers’ Journal, 
Industrial Engineer, Iron Trade Review, 
Iron & Steel Engineer, National Pe- 
troleum News, Paper Industry, Railway 


¥ n¢ 
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Every month sees a great advance in 
the development of show case lighting 
campaigns. This unexpected new _ busi- 
ness, for jobber, contractor and light and 
power company, has entered the lists 
with a keen edge and is cutting in a 
lot of profitable leads. 

One of the biggest campaigns is that 
of the Commonwealth Edison Company, 
Chicago, covering approximately 7,000 
leads. A force of salesmen are coordi- 
nating their efforts in line with the 
direct-mail work, and Mr. H. H. Rae, of 
the Commonwealth Edison Company, and 
our Mr. Knox are teaming up in sup- 
port of the campaign. 

In Wisconsin, the Linker 
Company is running a campaign on show 


Electric 


case lighting at La Crosse; the Briggs 
Electric Company at Fond du Lac, and 
the Northern States Power Company at 
Sparta. 

The Utah Power & Light Company is 
busy on a campaign at Utah, with Mr. 


4 t 
2 


Age, Railway Electrical Engineer, reach- 
ing, in the aggregate, some 150,000 in- 
dustrial executives. 

Strong advertising pressure will als 
be behind Benco Sockets, Panel Boards, 
Show Case Lighting Equipment, Two 
and Three-Way Plugs, Stand Lamp 
Clusters and Elliptical Angle Reflectors 
for Poster Panel illumination. 

Another noteworthy schedule will be 
run on Radio Products, reaching the 
trade through page advertisements in 
Radio Retailing and Radio Engineering 
and reaching the set user and_ builder 
through Radio News, Popular Radio, 
Radio Broadcast, Radio Digest, Q. S. T., 
Radio and Broadcast Weekly. 


J. H. Shaw, of the Lighting Service 
Bureau, in charge. Another campaign is 
that of the Rockford (Ill.) Electric 
Company. 

The big campaign of the Public Serv- 
ice Electric & Gas Company, in New 
Jersey, is in full swing. 

Campaigns starting this month include 
that of the Dayton Power & Light 
Company, Dayton, Ohio, in charge of 
Mr. H. S. Nonneman, and the Southern 
Utility Company, Greenville, S. C., in 
charge of Mr. C. B Miller, Jr. 

Mr. U. J. Schlotterer, of the Crescent 
City Electric Company, Evansville, Ind., 
has reported a good list of prospects as 
a result of the campaign recently com- 
pleted, and Mr. K. F. Grover, reports 
for the Binghamton Light, Heat & 
Power Company, Binghamton, N. Y., a 
great appreciation of the way the show 
case lighting campaign material is pre- 
pared and warmly commends Benjamin 


cooperation. 


artment, Commonwealth Edison Company, Chicago, and their fam- 
August 22, out near the Desplaines River. Novelty hats, horns, 
all contributed to the good time. Theresa Orphan won a pretty table lamp. 


A. McCall and F. G. Ashton, Lighting, and J. Frazen, Sign, comprised the committee of arrangements. 
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he is suecessful through the service 
which he renders, under conditions 
which permit him to be successful and 
thus a useful member of society. This 
work would need be carried on with 
fidelity to the principles outlined, and 
it should take into consideration the 
fact that greater good is done, and 
living is enhanced, through the ac- 
ceptance of the principle that the 
well-being of others contributes to our 
own well-being. 

This is in no way better exemplified 
than by the recognition on the part 
of American industry that well-paid 
and contented workers turn out the 
best product at the lowest cost, and 
become themselves a great market for 
more of the same well-made and low- 
priced products. The electrical in- 
dustry in a healthy and growing con- 
dition will contribute more to the 
business whole than if not in that con- 
dition. If mutual and intelligent self- 
help can be applied it is a proper 
function of the industry to supply it. 

* * # 


Association of Ideas 
By J. D. TODD 
Manager, Missouri .Valley Electric Co., 
Kansas City 

+ of Ideas, the 

term used in psychology to 
comprise the conditions under which 
one idea is able to recall another to 
Men of an industry 
meeting for discussion should, and 
usually do form an “Association of 
Ideas,” bringing out ideas that would 
otherwise remain in the mind of the 
individual. 

When men form associations for the 
benefit of the industry, and in their 
meetings give valuable ideas to one 
another, the time is well spent. My 
observation during 24 years indicates 
to me that associations have been 
beneficial in a general way. How- 
ever, there has been times when the 


consciousness.” 


more active members of associations 
have taken a rather narrow view of 
the object of their association. A 
narrow view of business usually blinds 
one to the active competition, and if 
entertained by a fairly large group of 
well established firms, paves the way 
for on increasing number of competi- 
ive firms. 


No association can thrive for long 
inless its activities are broad enough 
to encourage and benefit the entire 
jobbing industry. 

The ideal kind of an association 
would be somewhat as follows: 
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John D. Todd 


First. The formation of an asso- 
ciation should be based on the con- 
fidence of each member in the word 
and action of all other members. If 
such confidence cannot obtain, no as- 
sociation should be formed. 

Second. Broad mindedness should 
prevail on eligibility to membership, 
admitting any established jobbing 
firm of proven sound business prac- 
tice. 

Third. The work of the association 
should be mainly educational and 
every meeting should be planned to 
make every one attending a better 
business man. Not many meetings. 

No other business has a more prom- 
ising future and a secretary could 
profitably spend his time in educating 
every member to use methods that will 


build a sound business. 
* * * 


Views on Jobber Associa- 
tion Work 
By D. E. FORD 
Vice-Pres. and General Mgr., Northland 
Electric Supply Co., Minneapolis 

IKE many of the other independ- 
Bi jobbers, my early education in 
the electrical jobbing business was 
with strong jobber association houses. 
My first electrical jobbing experience 
started in 1903, with R. V. Scudder 
of the Wesco Supply Co. of St. Louis. 
I am a firm believer in co-operative 
association work. In looking back 
over the past years, that which gives 
satisfaction and brings a glow of 
pride, is the recollection of duties well 
done which have burned themselves 
into the heart and soul of the older 
electrical jobber, and not the things 
done for money alone. The incidents 
one loves to recall, the memories that 





stand out in one’s past life, are the 
deeds which conscience prompted, the 
deeds that were of actual service to 
you and your fellow men. 

Bearing these things in mind, I feel 
that the domination of the electrical 
jobbers’ association by several large 
interests does not permit the inde- 
pendent jobber to function with the 
human interest that I feel so neces- 
sary to the best interests of the job- 
bers’ association and to the industry. 

The many vexing problems to con- 
tend with today 
smaller independent jobber, with lim- 
ited capital, to function in the most 
efficient manner possible. This can 


necessitates the 


only be accomplished by carefully ob- 
serving and watching one’s organiza- 
tion and trade, and introducing into 
one’s dealing the greatest possible 
amount of human interest, and the 
personality of one’s organization. 

Assuming that his merchandise is 
equal to that of his competitor, and 
that his prices are at least as reason- 
able, a jobber can only hope to suc- 
ceed by putting in additional effort 
and giving the best possible service. 
The soundness, the strength, the 
power, and the practical application 
of this plan, have been amplified from 
every viewpoint. 

I feel that the day is not far dis- 
tant when the independent manufac- 
turers and the independent jobbers 
will of necessity form some associa- 
tion for the betterment and more eco- 
nomical distribution of their products 
to the public. I hear that at the next 
meeting of the Electrical Supply Job- 
bers Association in October, at 
Atlantic City, a portion of the time 
is set aside for the independent job- 
ber. This is, no doubt, very com- 
mendable, and is a step in the right 
diréction, and it may be that some- 
thing can be worked out of such a 
program that will eliminate the neces- 
sity of an independent organization, 
but I doubt if it will be possible for 
the independent jobber to take an 
active interest unless he has at least 
equal representation on all commit- 
tees. The independents must be in a 
position where they can accomplish 
something for their own good, and 
where they will have equal rights in 
these meetings, otherwise they will 
lose heart and nothing worth while 
will be accomplished. 

In talkine to some of the inde- 
pendent jobbers in the past, I find 
they feel that more time should be 
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devoted to business sessions and less 
to pleasure, and that meetings should 
be held, not on the Atlantic or Pacific 
Coast, but in the center of the United 
States, where it would be less expen- 
sive, and where less time would be 
lost in attending such meetings, as a 
great many independent jobbers do 
not feel that they can afford the ex- 
pense or loss of time to take the long 
and expensive trips. 

The independent jobber, with his 
own money invested, takes a more 
series view of these problems than 
some of those who are not vitally in- 
terested from the investment stand- 
point. 

The Northland Electric Supply Co. 
has always been willing to support 
anything that was for the good of the 
industry. We have done a great deal 
of local association work, much more 
at times than we have felt we were 
able to do, and I simply mentioned 
this to show that we believe in this 
class of work with all our hearts, but 
we do not feel that the association, 
functioning as it is at present, is the 
logical organization for the independ- 
ent jobber to get returns from. 


* * * 


Benefits of the Jobbers Asso- 


ciation 

By STARBUCK SPRAGUE 
President, Sprague Electrical Supply 

Company, Waterbury, Conn. 
agp ete we are not members 

of the Electrical Supply Jobbers 
Association, I have been associated, 
as you probably know, for a number 
of years past with The New England 
Engineering Co. who were members of 
the Association, and before that with 
the General Electric Co., where it was 
my duty to attend a number of the 
Association meetings. I have been 
out of touch with the Association for 
the past three vears, since I started 
this business here, but my previous 
experience was such that I feel quali- 
fied to pass an opinion as an ex- 
member. 

I have no criticism whatsoever of 
the Jobbers Association. I know from 
experience that an enormous amount 
of instructive and beneficial work has 
been accomplished by the Jobbers As- 
sociation as an Association as well as 
by the individual members of the As- 
sociation. The welfare of the mem- 
bers as a whole has always been given 
preference to the claims of any indi- 
vidual member. I hope that some day 
this company will be able to take its 


Starbuck Sprague 


place in the Jobbers Association be- 
cause I feel that it is the duty ot 
every legitimate electrical supply 
jobber to work with and for the Elec- 
trical Supply Jobbers Association. 

* * * 


Electrical Credit Barometer 

The accompanying tabulation shows 
the number of delinquent accounts, 
the total and the average 
amounts as reported to the National 
Electrical Credit by 
member manufacturers and jobbers 
for 


amounts 
Association 


through its various divisions, 
August, 1926, as compared with the 
Also 


these figures are shown for the first 
eight months’ period of 1925-26. 


same month the prevous vear. 


They Roll a Wicked Ball in 
Los Angeles 

There great excitement 
bowling in Los Angeles electrical cir 
cles. They now have an Electric 
Club Bowling League composed of 28 
teams all made up from among bona 
fide electrical firms. 

J. A. (Joe) Sines, representative of 
the Chicago Fuse Mfg. Co., is respon 
sible for this activity. He started it 
two or three years ago and by perse 


is over 


verance not only formed the league 
but brought it up into the class of 
almost a “major activity.” He is now 
the chairman of the Sports Committee 
of the League. 

So large is the bowling league now 
that it must be operated in two sepa 
rate divisions with 14 teams in each. 
All teams are fairly handicapped and 
trophies and prizes are offered at thie 
end of the season, although it must 
be said that the men are in it more for 
the game’s sake. 

Among the jobbers who have teams 
entered are the Western Light and 
Fixture Co., Reiman Wholesale Elec- 
Co., Graham-Reynolds Electric 
Co., The Electric. Corp., Graybar 
Electric Co., Pacific States Electric 


Co. and Illinois Electrie Co. 


tric 


Joe has the league very much at 
heart and besides is such a bowling 
enthusiast that if he is walking along 
the street and hears pins drop in an 
alley he pricks his ears up so fast that 
he almost drops the fuse samples he 


carries. 


“THE ELECTRICAL CREDIT BAROMETER” 


AUGUST 


81, 1936 


NUMBER OF ACCOUNTS REPORTED 


DIVISION August 
1925 1926 
New York. ......:«... . B08 280 
Middle & Southern Atlantic... 224 

New England 

Pacific Coast 

Central 


% % 
Increase Increase 
or 8 months or 
Decrease 1925 1926 Decrease 
— 8.5% 3073 3009 —— BO 
—18.38% 1863 1548 —16.9% 
+22.9% 684 999 +46.2% 

148 198 +33.7% 


— 99% 7150 7128 +89.0% 





1367 


— 4.0% 12818 12812 — 0.5% 


AMOUNTS REPORTED 


August 
1925 1926 
New York 
Middle & South’n Atlantic 
New England 
Pacific Coast 
Central 


19,957 
7,276 
1,577 
88,238 


Stal eeepc crete $ 36,876 $ 39,624 
80,809 
8,684 
2,858 
83,238 


% 


Increase 
or 
Decrease 
— 718% 
—28.7% 
—16.7% 


% 
Increase 
or 
Decrease 
+ 8.9% 
+5438% 
+19.4% 


8 months 

1925 1926 
$444,891 $441,399 
251,701 170,293 
83,037 69,246 
+81.2% 23,386 34,302 +46.8% 
5.7% 854,999 777,162 — 9.1% 





boceaar hie $158,424 


$165,213 


H7.68% $1,658,014 $1,501,402 9.45% 


AVERAGE AMOUNTS 


RP IR 22 bt i Meets ds reas eed 
Middle & Southern Atlantic 

New England 

Pacific Coast 

Central 


octet $119 


8-months 
1926 
$148 
116 
89 
1738 
108 


August 
1925 1925 
$144 

135 
121 
158 
120 


1926 
$141 
168 
95 
190 
104 
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Biggest Selling Christmas 
Specialty on the Market! 


The Belmont 
TREE-LITER 












VERY Christmas tree in your territory means a possible sale of a Bel- 

mont Tree-liter. You have only to show this ideal tree holder, and 
people will buy it. It simplifies setting up the tree; and its colored flood- 
lights add new and startling beauty to the tree itself. 


These features sell Belmont Tree-Liters 
‘Heavy construction and broad base with thumb-screws and anchor hold 
tree straight and firm. Any size tree instantly installed without trimming 
or cutting. 
Water-well keeps tree fresh; it holds the needles. 


Colored flood-lights illuminate lower branches—something new in tree 
illumination. Two convenient outlets for colored light stringers; 6-foot 


As extension to reach nearest light socket. 
-. Retail price—$6.50 (bulbs extra)—an easy and profitable seller. 
i a 
- = + 
te = Electrical Division 
Sad > All-American Radio Corporation 
“Gil. 4231 Belmont Ave., Chicago 
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HUBBELL Reflectors 


mean better hight~ better work/ 
=X e 


NCE installed,{Hubbell Reflectors are sure 
to bring you repeat orders. Users soon see 
evidence of their superior qualities. 


They mean better light—for their smooth, hard, 
baked-on enamel paint surface diffuses light 
properly. They are easily wiped and cleaned 
without flaking or cracking. They are quickly 
and easily attached and detached — because of 
their contractile collars. ; 


Get your share of this profitable repeat busi- 
ness. Hubbell Reflectors are made in a wide 
variety of types and finishes. 


HARVEY HUBBELL 


ELECTRICAL SPECIALTIES 
BRIDGEPORT, CONNECTICUT. U.S.A. 
NEW YORK. N.Y. CHICAGO, ILL. 


No. 5564—614 inch 
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ELECTRICAL SPECIALTIES 
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HIS is the time of year in which to “talk 

lamp guards.”’ Tell your customers how each 
lamp saved from theft and breakage pays fora 
guard—and you will see your sales grow! 
Tell your customers how Hubbell Lamp Guards 
save, too, because of their lasting construction. 
To Make Them Strong — we use No. 11 extra 
heavy steel wire and electrically-weld it at 
every intersecting point. No solder used. 


To Prevent Rust — we thoroughly coat each 
guard with pure block tin. 


Just a few of the many Hubbell Lamp Guards 
available to meet your customers’ requirements 
are shown. 


HARVEY HUBBELL 


ELECTRICAL SPECIALTIES 
BRIDGEPORT, CONNECTICUT. U.S.A. 
NEW YORK. N.Y. CHICAGO, ILL. 













No. 5685—Locking 
Type; for brass shell 
sockets. 




















No. 5764—Locking 
Type; side reflector; for 
brass shell sockets. 








No. 6655—Locking 
Type; for bottom of 
reflectors. 


MA 


EO, 
JIS 


No. 6995—Mill Type; 
for brass shell sockets. 





No. 5691—All-wire 
Type; for brass shell 
sockets. 
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JEWS of the 
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Death of Edward L. Platt 

The end came without warning to 
Edward L. Platt, of the 
American Electric Co. of St. Joseph, 
Mo. On September 18 he was play- 
ing a game of golf with three com- 
panions. He was the last to make a 
drive from the fifth tee and it was an 
The players advanced 





treasurer 


excellent one. 
toward their respective balls, with Mr. 
Platt in the rear. Turning, one of 
them saw him suddenly fall to the 
ground and when he was reached he 
was beyond human aid and death 
quickly followed. Apparently in the 
best of health and spirits this sudden 
death from 
shock to his friends. 

Mr. Platt was born at Manhattan, 
Kans., in 1869. After 
work at Washburn College, Topeka, 
he went into the 
Later he homesteaded a ranch in the 
Cherokee Strip. It was in 1893 that 
he became associated with Luther E. 
Reed and they organized the Ameri 
ean Electric Co. 

He is survived by his wife, Gladys 
Kincaid Platt daughters, 


Esther and Allison. 
* ¥* * 


Van Marker Off to the Wilds 
Van Marker of the Revere Electric 
Co., Chicago, came into tlie office of 


apoplexy was a_ great 


his 


college 


railroad business. 


and two 


THe JOBBER’s SALESMAN today (Sep 
tember 16) flashed a 
ticket calling for a ride the next day 
far up in the wilds of Quebec. 

Van had just bought a new rifle 
and knows of a place up in the woods 


and railroad 


where he is sure of his limit of one 
bull He 


got them for the last two years. 


moose and two deer. has 

He is also taking his motion pic- 
ture camera with new telephoto lens, 
and after he his kill will 
spend the rest of his time taking pic- 
tures of the wild life, and expects to 
come back with several thousand feet 


of the film 


inable. 


has made 


most interesting imag- 


In fact, he is more “nuts” over his 
picture work than he is over the ac- 


tual killing of game. The animals 











a 
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that he does kill he ships back to 
Chicago and puts in cold storage in 
one of the big hotels, and then eats 


“off” of them for the next year. 
* * © 


The Ostrander Change 

More complete information is now 
available about the change which has 
taken place in the W. R. Ostrander 
Co., of New York, which was briefly 
noted last month. It seems that five 
men who had been with W. R. 
Ostrander have brought out the job- 
stock and incorporated 
under the name Ostrander Electrical 
Supply Corp. with office and sales 
rooms at 371 Broadway, New York. 
These men are D. S. Kelly, Jr., E. K. 
Burkhimer, J. G, Stanley, C. E. Clem- 
ent and W. H. Vogel. 

This move took place as of Sep- 
tember 1 and it is the purpose of the 
new company to continue with the 
policies that had been followed by W. 
R. Ostrander & Co. A complete line 
of standard and staple electrical sup- 


bing have 


plies will be carried. 


De Lano Made Vice-President 
of Varney 

On August 6, R. De Lano was 
elected a director of the Varney Elec 
trical Supply Co., Indianapolis, Ind., 
and appointed vice-president, treas 
urer and general manager of the com 
pany. The vacancy was caused by 
the resignation of A. M. Collins. 

Mr. De Lano was formerly con 
nected with the Westinghouse Com- 
mercial Investment Co., New York, 
and prior to that was for several 
years financial manager of the Rob 
ertson-Cataract Electric Co., at Syra 
cuse and Utica. His experience dates 
back to the time of the old Mohawk 
Electrical Supply Co., at Syracuse for 
whom he served as secretary-treasurer 
until that company was purchased by 
the Robertson-Cataract Electric Co. 

James H. Campbell, who formerly 
was with the Avery & Loeb Electric 
Co., Columbus, O., was elected assist 
ant treasurer and general sales man 
ager of the Varney organization on 
September 1. 
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Left to right—rear—Fernando Cardos, R. C. (Bob) White, Arrow Electric, B. L. 


Leake, W. kK. Brandau, Ed. F. Walker and C. L. Smith. 


Front, Leo I. Kitziger, 


Scott Helt, S. Emanuel, Sol Gamulsky, J. Cristadoro, city sales mgr., alias “Musso- 


lini.” 


Interstate Electric Co., New Orleans. 
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ROMEX 1s SAFER 


HE rust promoting moisture which 
gathers in floors or partitions of all 
buildings in all climates does not affect 
the protective finishes of RomeX Cable. 


RomeX issaturated with greatly improved 
forms of the compounds which have pre- 
served and protected wire sheathings for 
more than a decade in countless damp 
locations where metal encased systems 


have repeatedly failed. 


Moisture, gas fumes and other corrosive 
agents which destroy the safety factor of 
the all-metal job make no impression 
upon the enduring safetyof RomsX — the 
original Non-Metallic Sheathed Cable. 


ROME WIRE COMPANY, ROME, N.Y. 
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Genuine RomeX is identified by its Blue Mica Finish and patented double sheathed kraft tape construction 
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H. W. ALEXANDER is now tac lamp 
for the 
Corp., Co- 


and specialist 
Hughes-Peters Electric 
lumbus, O. C. L. Pugh has been 
added to the Allen 


Peck to the shipping department. 


lighting 


store sales and 


Gro. E. CuLLinan, vice-president 
in charge of merchandising and sales 
of the Graybar Electric Co., was re- 
cently presented with the gold and 
blue service medal of his company, 
emblematic of 25 years’ service with 
the Western Electric and Graybar 
Electric Companies. 


is a new sales- 
Electric Co., 


J. H. Hami.tton 
man with the Stubbs 
Portland, Ore. 


H. R. Lorp, radio salesman for the 
Robertson-Cataract Electric Co., Sy- 
racuse, N. Y., has been transferred 
to the Rochester territory. 


JosepH KimMEL, president of the 
Republic Electric Co., Davenport, 
Ia., spent an enjoyable vacation in 
the mountains in the vicinity of Bil- 
lings, Mont. 


THe MANAGERIAL and sales organ- 
ization of the Butte Electric Supply 
Co., Butte, Mont., through some re- 
cent changes, now lines up as fol- 
H. E. Graham, manager; E. 
Johnston, C. G. Evans, and G. Mc- 
Manis, Butte; H. H. Snyder, Great 
Falls; W. O. Smith, Billings. 


lows: 


“JoHNNY”’ BurcCHFIELD, for some 
years behind the counter in the Erner 
Electric Co.’s organization at Cleve- 
land, O., has been made a “Knight 
of the Grip,’ with headquarters in 
He will cover that city 
“Johnny” 


Youngstown. 
and contiguous territory. 
has the distinction of being one of 
the youngest salesmen in the busi- 
ness and Ohio friends will be 
glad to know of his promotion. 


his 


J. G. Gituterre has been employed 
to work out of the radio department 
of the Tel-Electric Co., Houston, 
Tex. E. A. Garthier has been made 


manager of the radio department and 
Mr. Gillette will travel his old terri- 
tory. 

J. K. MacCartruy 
ployed as a specialty salesman by the 
Tampa Hardware Co., Electric Divi- 
sion, Tampa., Fla. A. C. Card is a 
new man in the .service department 
of this company. 


has been em- 


Donatp Cowan will travel Hud- 
son county for the Krich Light & 
Electric Co., Newark, N. J. 


Harry ALBRECHT, who formerly 
sold pole line hardware for the Trus- 
con Steel Co., has been employed by 
the Parr Electric Co., Inc., New 
York, in the capacity of manager of 
the central station department. 


H. A. Hirt, formerly city counter 
salesman at Dallas for the Southwest 
General Electric Co., has been trans- 
ferred to the Oklahoma City branch 
to succeed J. E. Owens in the south- 
east Oklahoma territory. Kenneth 
Schepert, formerly order department 
clerk, has been transferred to the 
city counter sales at Dallas. F. O. 
Richards has been added to take care 
of radio service. 


Epwarp M. ALLEN is a new radio 
salesman with the Wetmore-Savag: 
Electric Supply Co., Springfield, 
Mass, 


“Don” Conover, formerly with 
Woodill & Hulse Electric Co., Los 
Angeles, has joined the organization 
of the Pacific States Electric Co. of 
the same city. 


J. L. Kure, of the Western Light 
& Fixture Co., and L. E. Clark of 
the Reiman Wholesale Electric Co. of 
Los Angeles have both returned to 
Los Angeles after a vacation spent 


in Alaska. 


“Ep” Dwyer, of the Western Light 
& Fixture Co., Los Angeles, went up 
the coast to Seattle, where he spent 
a pleasant vacation. 


L. J. Cortyor has taken over a ter- 
ritory for the Peabody Electric Co., 
Oklahoma City, Okla. 


Rost. D. Wuiraker, formerly a 
salesman for the Jones-Beach Co., is 
now with the Schimmel Electric Sup- 
ply Co., Philadelphia, Pa. David 
Rubin and Morris Peskins are two 
new inside men with this company. 


LinptEy Evectric Supprty Cov., 
Philadelphia——A drive was held in 
August in all lines listed in Tue Jos- 
BER’s SALESMAN’s “Summer Sales 
Prize Contest,” which the company 
handles. 





This happy crowd is a part of the organization of the Peerless Electrical Co., 
Minneapolis. They were laughing at the amateur efforts of our photographer trying 


to get them posed to his satisfaction. 
fourth from the right. 


E. C, Carlson, secy.-treas. of Peerless, is 
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Be sure to get one—see offer 
on reverse side of page. 


The new BUSS Light line is your 


bonanza for Christmas Selling 


If you haven't stocked the new parchment shade BUSS Light line, 
or if you haven't stocked them in sufficient quantity to make them a 
real part of your Christmas selling business, take a few minutes to 
consider the following 


Pocketbook Facts 


1. The new Buss Lights with their translucent parchment shades 
are the biggest value in lamps ever offered your trade in the whole 
history of lamp merchandising. The public knows this the minute they 
set their eyes on these little lamp beauties. They are a value and a 
bargain that no one can resist. That's why they're the fastest selling 
lamp line in the field today. 


2. Useful as well as decorative. BUSS Lights are the only 
decorative parchment shade stand lamps that you can read by, sew by 
or play by—the only really useful stand lamp. Can you imagine any- 


\ 


} 


body buying an ordinary small stand lamp that can’t do anything else 
but stand when they can buy a more beautiful, colorful stand lamp 
in a BUSS Light, and get in addition a lamp that clamps, hangs and 
adjusts? 

3. And what a Christmas seller it’s bound to be. Big 
orders are pouring in from hundreds of retailers everywhere to 
feature BUSS Lights for Christmas selling. Retail sales of this new 
Buss Light line since it was announced in September have broken all 
records for any kind of a light. And now new sales records are being 
made every day. 

But the retailers who are making these big sales of BUSS Lights are 
those who are stocking them in quantity and displaying them in quan- 
tity. Just having “samples” doesn’t sell merchandise in volume. A 
table full or counter full of these beautiful new BUSS Lights unlocks 
the purse quicker than any product you ever featured to your trade. 


Note to Jobbers’ Salesmen:— This is a sample of the kind 
of Buss Light advertising going to your dealers through the 


trade papers and by direct mail. 
” ” Bussmann Mfg. Co., St. Louis. 
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Now is the time 
for Selling Action 


Order BUSS Lights 
and get the big 


Dealers and Merchandising Men helped us to design this 
display to fit your needs for a display that would help beaue 
tify your store and really sell goods. 

Note the illustration. The display is made like a regular 
card frame. It holds three BUSS Lights. One clamped on 
the side to show the clamping feature. A second hung on 
a screw to show how the BUSS Light may be used as a wall 
bracket. And a third clamped over the top of the frame to 
show how the light looks when clamped over a bed or any- 
where in actual use. 


One Socket Lights 6 BUSS Lights 


The base-board of the stand has 6 convenience outlets. 
All you have to do is to attach the extension cord (which 
comes with the stand) to any socket, and you can plug in 
6 BUSS Lights. The 3 on the stand may be lighted, and 3 
others on your table may also be lighted, to show their beauty 
as stand lamps. 


A Real Store Fixture—Not an Advertising 
Contraption. 

The BUSS Light Electrified Display is made of fine wood 
stained in a dark oil color. The card furnished is lettered in 
a style such as you yourself would make, and is not just an 
ordinary advertising card. No advertising matter is printed 
on the stand. A small brass name plate shows the name of 
the product—BUSS Lights. The stand is 17” wide and 18” 
high. It comes packed in a corrugated box complete with 
convenience outlets and extension cord all ready to place on 
your counter. 





J. S. 10-26 


Use this Display Order Coupon 
BussMANN MANUFACTURING CoMPANY, 
3819 North 23rd Street, St. Louis, Mo. 


Gentlemen:—We certainly want to get one of the new BUSS Light 
Electrified Displays. Ship us through 


Name of Jobber. 
12 BUSS Light Bases—6 Bronze, 6 Ivory ... | 
12 BUSS Light Parchment Shades—3 of each— | All for 

4 kinds 
1 Electrified BUSS Light Display 


(Both bases and shades are packed 3 of one kind to a carton. This 
order provides 12 complete BUSS Lights, which retail at $3 each.) 





A Christmas Window Display on 
the new BUSS Light will bring gift 
shoppers into your store. 


How You Can Get a BUSS Light 
Electrified Display. 


You can get one of the Electrified Displays by placing an 
order for BUSS Lights ($3.00 model only) amounting to 
$24.00 or more. Or if you prefer one will be sent you upon 
receipt of $3.00. Only one of these expensive stands may 
be allowed to the dealer. 


Special Initial Order 


BUSS Lights may be ordered in any quantity of any style, 
but to give you a well balanced stock and the Electrified 
Display Stand with a minimum investment, we suggest 
placing the order as shown on the attached coupon. 

Mail this display order direct to us. We will fill it through 
yout jobber and send the display direct to you. 

The lamp selling is now at its height, so do not delay in 
placing your order. 











BUSS Light Advertising 


is now at its height with a full page in 
color in Butterick and Standard-Designer 
Fashion Quarterlies, column advertise- 
ments in the Saturday Evening Post 
and a full page in the December 11th 
issue of Liberty Magazine. 
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H. H. Desapon will cover Worces- 
er county for the Graybar Electric 
Co., Worcester, Mass. Mr. Dejadon 
formerly held down the service job. 
He has been with this branch since 
it opened in December, 1925. 





W. R. Barker, recently of Buffalo, 
\. Y., has been appointed manager 
of the radio department of the R. M. 
Laird Electric Co., Minneapolis, 
Minn. 


R. D. HiegursHor is a new sales- 
man with the Graybar Electric Co. at 
Denver, Colo. 





James AIKENs and Max D. Ulrich 
are two new outside salesmen with 
the Wm. Davis Hawk Co., Kingston, 
q. % 

J. E. Davis will travel central and 
southern Illinois for Harbison & 
Gathright, Louisville, Ky. 

Paut J. Stern will cover the 
southern Illinois territory for the 
Brown & Hall Supply Co., St. Louis, 
Mo. 


Leo Reep has been transferred 
from store sales to city salesman for 
the F. C. Teal Co., Detroit, Mich. 





E. F. Firemina has been made 
manager of the fixture department of 
the Monarch Elec. & Wire Co., 


Chicago. 


R. P. Bren, for seven years ship- 
ping clerk for the Kennedy-Webster 
Electric Co., Chicago, is now out sell- 
ing and the company reports that he 
is making good with a bang. 


Epwarp Moore has just been pro- 
ioted from counter salesman to out- 
de salesman in the Brooklyn terri- 
ry for the Sibley-Pitman Electric 
orp., Brooklyn, N. Y. Mr. Moore 
las been with the firm for three years. 
Irving Fallek succeeds him as head 


unter salesman. 


SipNey C. Rinecoup has been ap- 
inted manager of the Jersey City 
ranch of the Parr Electric Co., New 


ork, 


Fieet B. NeicHsours is now in 
e Richmond office of the Graybar 
lectrie Co. Mr. Neighbours, who 
ll be a member of the sales depart- 


ment, has been with the company 
since 1912. 

C. L. Manor and L. Richards have 
been added to the sales force of the 
Interstate Electric Co., New Or- 
leans. They will specialize on the 
radio sales. 


Russett D, Davis is now a light- 
ing fixture specialist for the Pierce 
Electric Co., Tampa, Fla. 

J. M. Pervtewitz, of the Graybar 
Electric Co., B. C. J. Wheatlake, of 
the General Electric Co., B. E. Row- 
ley, of the Edison Electric Appliance 
Co. and D. C. Green, of the Utah 
Power and Light Company, attended 
the National Electric Light Associa- 
Rocky 


Division, at Glenwood Spring, Colo. 


tion Convention, Mountain 


C. B. Hawtey, of the Inter-Moun- 
tain Electric Co. and J. A. Kahn, of 
the Capital Electric Co., Salt Lake 
City, attended the electrical jobbers 
convention, Pacific Coast Division, at 
Victoria, B. C., September 6, 7 and 8. 
They were successful in bringing home 
several cups as a result of their good 
golf playing. 

W. A. Moser, of the Westinghouse 
Electric & Mfg. Co., won the golf 
tournament of the Electric League, 
Salt Lake City, which began in May. 


The runners-up were J. A. Kahn, of 
the Capital Electric Co., R. M. Bleak 
of the Utah Power & Light Co. and 
M. E. Lanning of the Westinghouse 
Electric & Mfg. Co. Prizes weie 
awarded to each. Much enthusiasm 
was shown in this tournament and the 
players are all awaiting another year. 

W. G. Atrrep has been assigned 
to the northern Louisiana territory by 
the Electric Appliance Co., New 
Orleans. 

J. L. Klein of the Western Light & 
Fixture Co., and L. E. Clark of the 
Reiman Wholesale Electric Co., both 
of Los Angeles, recently returned 
from a trip to Alaska. 


Frep C. MAXFIELD has been pro- 
moted from the shipping department 
to counter salesman of the ReQua 
Electrical Supply Co., Rochester, N. 
Y. Miss Margaret D. Kelley is a new 
employee in charge of the perpetual 
inventory system. Keith Donald Otto 
is a new employee in the shipping de- 
partment. Mention should also be 
made of their new 600-page catalog 
which has just come from the printers 
and of which they are very proud. 
This contains the lists of standard ma- 
terials and valuable information and 
data to the contractor or industrial 
plant. 




















“Lady Luck” seems to be with them when it comes to good looks in Birmingham 
Left to right: L. Carnahan; Mary Holley; B. A. Wadsworth; Nell Lehman; Jim 
Feeney, and Frank Cauthen, all of Graybar Electric Co., Birmingham, Ala. 
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In Which G-Q Announces Its 
Moving 

The G-Q Electric Co., Milwaukee, 

Wis., has just sent out a most inter- 

esting letter to its trade announcing 

the fact that it is now located at 208 

The 


nouncement is given below in full as 


Broadway at Chicago St. an- 
it is an excellent example of a real 
sales letter: 

“For a Long Time We’ve Had 

Growing Pains!” 

“While you are holding this month- 
ly message in your manicured fingers 
we are struggling to get out of the 
middle of the muddle of moving. 

“Just had to do it that’s all! Our 
old four-story building was beginning 
to pinch like a pair of pants after a 
And altho our present 
lease did not expire until next April, 


rainstorm. 


we glimpsed a good location: and we 
grabbed it. 

“You'll like layout. 
Phoenix used the space for making 
hosiery. They didn’t need it any 
longer because the women don’t wear 


our new 


‘em any longer. Where Phoenix stored 
sox, we'll store sockets. 

“In the great open spaces, down 
“where the silk begins,” we are ar- 
ranging desks and counters and 
shelving as a background for G-Q 
“Service,” backed by G-E popularity. 
This, we believe, is the combination 
that made the move necessary—and 
possible. 

“Sylvester who steers the straits of 
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finance will be found easily accessible. 
“Perry” Boole is as close to the 
“City Sales” door as he can get with- 
out catching cold. Behind him an 
array of desks of the fleet-footed 
“City Sales” Men to whom 
G-Q and G-E represent the gospel of 
electrical efficiency. 


crew. 


“Steel shelving, with hundreds of 
bins, within arm’s length of the com- 
fortable counter, carries a supply of 
every item of our stock. Handy? I’ll 
say so! 

“Easy to reach—plenty of parking 
space—Broadway at the corner of 
The signs on the stretch of 
windows will give you an eyeful— 
behind them organization 
happy to serve including, as 


Chicago. 
and an 
you, 
always, 
“Cordially yours, 
“F. W. Greusel.”’ 
* * & 


Sanson Moves to “Miss Amer- 
ica’s” Town 

D. A. Sanson, formerly manager of 
the appliance sales department of the 
Southwest Power Co., McAlester, 
Okla., will take over a portion of 
Oklahoma territory covered formerly 
by Paul Ebersole, in and around 
Tulsa, Okla., for the Commercial 
Electrical Supply Co., St. Louis. Mr. 
Ebersole, who is one of the old time 
jobber salesmen in Oklahoma will re- 
main in the territory as usual. Mr. 
have headquarters at 


Sanson will 


Tulsa, Okla. 





G-Q’s new building. The G-Q Electric 
Co. started from the Milwaukee branch 
of the C. J. Litscher Electric Co., pur- 
chased by F. W. Greusel and associates in 
1916. ‘The first location was: at 75 W. 
Water street; space 12,500 sq. ft. In 
January, 1920, the first move was made to 
23 E. Erie street; space approximately 
25,000 sq. ft. September 4, 1926 the com- 





pany moved to its present quarters at 
20 S. Broadway with space of 50,000 sq. ft. 
In 1920 Perry Boole came from the sales 
managership of the Electric Appliance 
Co., Chicago, as vice-president and gen- 
eral manager and S. C. Greusel, formerly 
general passenger agent of the New York 
Central lines, was made secretary and 
treasurer. 





Golluf in New Orleans 


The first annual golf tournament 0; 
the Electrical League of Ne, 
Orleans was staged at the West En 
Country Club, August 24. Dav 
Stewart of the New Orleans Publi: 
Service , Inc., won the trophy with 
net score of 70. In addition he go: 
lowest net score on the first nine, 0: 
the second nine and on the first flight 
Among the contestants was to be note: 
the name of M. J. Elgutter, Presi 
dent of Rex Electric, Inc., who wo. 
first prize in the third flight. 

Additional prizes were given, co 
sisting of electrical merchandise— 

For the fellow having the biggest 
grouch, C. J. Justice. 

The boy making the most mileag: 
H. E. Meade. 

The best grass-cutter, Ben Willard 

The greatest optimist, Harr, 
Brazelton. 

Our future Congressman, Roble\ 
S. Stearns. 

The most putrid player, Lyman C. 
Reed. 

The golfer who tried the hardest. 
Ferd B. Stern. 

The Beau Brummel of the links, H 
Blakeslee. 

The tournament manipulator, C. A. 
Disher. 


* * * 


Camp Co-operation VI 

The annual conference of electric! 
leagues held at Association Island, 
Henderson Harbor, N. Y., September 
1 to 4, closed with the annual banquct 
which marked the most successful con 
ference of its kind yet held in tl 
industry. 

All parts of the United States and 
Canada were represented and the num 
ber of conferees totaled 282. 

At this conference, 75 electrical! 
leagues were represented. 

The business program was well ba! 
anced and designed to cover all th: 
important phases of local co-operativ: 
business development work. Speakers 
representing all branches of the indus 
try participated in the discussions. -\ 
well-organized program of sports and 
entertainments contributed to tli 
pleasure of the conferees. Some *! 
prizes were awarded for golf, tennis 
bowling, yachting, bridge, horse sho 
pitching, photography, etc. Many 0 
these prizes were donated by leagues 
this being the first conference | 


which they have participated in thi 
manner. 
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Don’t fail to see 
this proven line! 








BF cava FANS will be on display at the 
Wagner Parlors, Hotel Traymore at the 
E.S.J. A. Convention, Atlantic City. 


Just two years on the market, Wagner Fans 
are already nationally accepted. This sweeping 
success is a tribute to the business acumen of 
the jobber’s salesmen. 


The reasons for it are Wagner,Quality. Built 
in the finest engineering standards, Wagner 
Fans deliver a longer, stronger beam ofair. Even 
the pitch of their blades is different. They slice 
the air instead of batting it noisily. 

A fine co-ordination of moving parts, makes 
Wagner Fans the quietest and smoothest run- 
ning on the market. 

Strong advertising will back Wagner Fans 
this season. Plenty of counter leaflets, envelope 
enclosures, window displays for the dealer. 

Their wide range of size and price will satisfy 
every class of buyer. A full guarantee with 
Wagner service stations all over the country 
to back that guarantee, insures user satisfaction. 


Share in Wagner Fan success this season. 























WAGNER ELECTRIC CORPORATION 
6400 Plymouth Avenue, Saint Louis 
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Announcement was made recently of the appointment of Frank H. Caestecker 
to the managership of the Graybar Electric Co.’s house at Grand Rapids, effective 


September 1. 


A. Schwenck, who has been at the head of the Grand Rapids office 


since its organization, leaves to assume the management of the Graybar house at 


Providence, R. I. 


Mr. Caestecker entered the employ of the Graybar Electric Co. at 


Chicago (then the supply department of the Western Electric Co.) as an office 


boy 15 years ago. 
and favorably known in that locality. 
Mr. Caestecker on the right. Insert: 


In 1920 he went to Grand Rapids as salesman and is widely 


Mr. Schwenck is shown on the left and 


Graybar house at Grand Rapids. 





How to Lose Money in the 
Jobbing Business 

Charles Weicensang, vice-president 
and sales manager of the Hyland 
Electrical Supply Co., Chicago, was 
sitting in his automobile one night 
in September with Miss Anna Hirsh 
of her home when a man, 
armed with a revolver, stepped up 
and relieved him of a diamond stick- 
pin valued at $125 his small 
change, running in the neighborhood 
of $190. Miss Hirsch was not over- 
looked, donating $40 to the cause. 

One of our cynics in the office arises 
to remark that the surprising part 
of the whole affair is not the holdup, 
but rather the fact that a young man 
in this day and age can spend an 


in front 


and 


evening with a young lady and still 
have something left with which to 


accommodate a passing gunman. 


* * * 
Lindsay Goes with Sprague 
Electrical 
Kester S. Lindsay has joined the 
sales organization of the Sprague 
Electrical Supply Co., Waterbury, 


Conn. For the past two years he has 
been representative for the Bryan- 
Marsh Division of the General Elec- 
tric Co. in the Connecticut territory. 
Prior to that he was in the automobile 
business in Northboro, Mass. He is 
well and favorably known to the 
Connecticut trade. 


Personnel of Industry Firmg 
Conference 

The personnel which is to compose 
the industry conference on wiring, has 
just been announced. This is the con- 
ference initiated jointly by the As- 
Electragists-Interna- 
tional and the wiring committee of the 
National Electric Light Association 
which will be composed of delegations 


sociation of 


of four men each representing the 
four major branches of the industry, 
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Whitehorne, commercial editor 
Electrical World. The purpose 
this conference will be to investiga 
the present trend of wiring in its i, 
electrical industry. 
of this conference will be as follow 
Representing the National Elect 
Light Association: W. H. Blood, Jr. 
Stone and Webster, Boston; A. 
Good, chief inspector, Commonweal), 
Edison Co., Chicago; J. D. Noy: 
engineer, Detroit Edison Co., Detroit: 
Charles J. Russell, vice-president 
Philadelphia Electric Co. 
Representing the National Electri 
cal Manufacturers Association: Hi. 
R. Sargent, engineer, General Electri: 
Co., merchandise department, Bridg: 
port, Conn.; W. D. Barker, United 
States Rubber Co., New York City: 
C. A. Bates, engineer, Bryant Electric 
Manufacturing Co., Bridgeport. 
Conn.; W. E. Sprackling, vice-presi 
dent, Tubular Woven Fabric Co. 
Representing Electrical Supply 
Jobbers Association: G. E. Cullinan, 
vice-president, Graybar Electric Co.. 
New York; M. I. Bickford, secretary 
and treasurer, Iron City Electric 
Co., Pittsburgh, Pa.; W. R. Herstein, 
vice-president, Wesco Supply Co.. 
Memphis, Tenn.; O. F. Rost, presi 
dent, Newark Electrical Supply Co. 
Representing Association of Elec- 
tragists-International: J. A. Fowler. 
president, Fowler Electric Co., Mem 
phis; A. P. Denton, president, Denton 
Engineering Co., Kansas City; W. C. 
Peet, Peet and Powers, New York: 
G. E. Shepherd, Shepherd-Rust Elec 


under the chairmanship of Earl E. tric Co., Wilkes-Barre, Pa. 


























Oh yes, they’re good looking in Houston, too. Left to right: Elizabeth Saunders 
Ala Williamson; ‘lillie Mendel; Mildred Farrell; Ailee Jones; Helen Bortz; Vir 
ginia Taylor, and May K. Cummings of the Southwest General Electric Co 


Houston, Tex. 
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If Each Will “Tend to His 
Knitting” 

W. Creighton Peet, chairman of the 
trade policy committee of the Asso- 
ciation of Electragists, International, 
presented the results of an interesting 
study relating to the distribution of 
electrical products at the twenty-sixth 
annual convention of the association 
held at Cedar Point, .O., August 25, 
1926. 

His findings are graphically repre- 
sented by the accompanying series of 
diagrams, which speak for themselves. 

In his paper he said: 

“The contractor-dealers 
approximately 85 per cent through 
electrical supply jobbers. Taking 
their purchases of $181,000,000 from 
the jobbers’ total in the ‘interested 
field’ of $292,000,000, we find that 
there is left $111,000,000 which the 
jobber sells to central stations, non- 
electrical stores and in competition 
with his customers to industrials, over 
the counter and through the route of 
courtesy discounts. 


purchase 





Total 
Electrical Products 


Manufactured 
$1,398,058,686 








le Output of Electrical Products 
(Manufacturers Values) 


Contractor— 
Dealer 
Purchases 





How the Products valued at 
$ 476000000 of Interest to 
Contractor-Dealer reach theConsumer 





“But as these figures began to be 
unfolded to your committee we were 
particularly at a loss to understand 
why the electrical supply jobber, two- 
thirds of whose business comes from 
the contractor-dealer, should jeopard- 
ize that business by competing with 
this customer, more especially when it 
is understood that the jobber’s trade 
‘with central stations and _ non-elec- 
trical retail outlets is bound to be very 
short lived.” 

Thus the electrical jobber stands 
arraigned before the contractors’ 
court. On the face of it, he appar- 
ently deserves a kick in the pants, al- 
ready well worn from the attentions 
they have received from other sources. 

But there is always a ray of hope 
for our industry somewhere and we 
find it in the following paragraphs 
by a clever writer “Trumbull 
Cheer” for September. 

“A manufacturer wanting to cater 
to the cheaper trade dedicates his 
poorest switch to the contractor. An- 
other develops a line of as low a grade 


in 


of Interest to¥ | Prodk ete nok \ 
Contractor- QA \ 
Dealers SX \ 


$ 476,097,961 
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Major Classifications of 
Electrical Distribution 


2 


Purchases 
upply Jobbers 


$ 181,000,000 


How the Contractor-Dealer 
Purchases. his$212,50Q000 
of Materials and Supplies 





as the law will permit and frank 
says, ‘this is for the contractor,’ a: | 
then to meet another competitor \ 
goes him one better, lowers the stan 
ard still more. 

“In other words, as far as extern 
ly operated switches go (they are n.' 
‘safety’) the contractors as a grow) 
control the cheapest of the ches) 
switch market. 

“And yet, they want distributors ‘, 
keep out of industrial plants whe: 
quality in switches is of prime im 
portance. 

“I wish distributors could quit sel! 
ing industrials. But, suppose the) 
did? Who would sell them the hig! 
grade, long-wearing line now used }\ 
the tens of thousands in plants? 

“With contractors having cheap 
switches made for their particular us: 
and dedicated to them, how likely ar 
they as a group to do a yeoman’s ser\ 
ice in selling the better lines, as do our 
distributors’ salesmen with the help o! 
our own field men?” 





| SoldThrough \ 
Electrical | 
Supply | 
: Jobbers 
$ 292,000,000) 








joe the Manufacturer Sells the 


ProductsValued at $ 476,000,000 
of Interest tothe Contractor-Dealer 


Jobbers'Sales #¥ 
to 
Contractor- 

Dealers 


$ 181,000,000 













The Place of the Contractor - 
Dealer inthe Electrical 


Supply Jobbers’Business of 
$ 312,000,000 
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High Test er i. 
A scientifically prepared ~* ae Holdfast 
tape of highest uniform quali- Also made in the Fire 
ties — perfect insulation, sure pro- atti Coctuslin ab Adnan 
tection and long, weather-proof life. Obie, to mest the big « e 
Dirt, moisture, heat or cold cannot peti fae ancien Eatin 
destroy its hold. tape of strong adhesion prop- 

erties—selling at a popular price. 


for Every Friction Tape Requirement 


Electricians and mechanics—all users stock in large quantities so you can 
of friction tape—can now get TWO make the sales in your locality. Sold 
different Firestone brands—HIGH TEST in bulk or convenient display cartons. 
and HOLDFAST. Both fill a distinct Write nearest Firestone branch or the 
need—both are made to meet specific Home Office at Akron, Ohio, for prices 
purposes—and both should be in your and specifications. 


irestone 


Friction Tapes 
AMERICANS SHOULD PRODUCE THEIR OWN RUBBER .. . Grn Biirwdend, 
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“Sand-Kissed California” might be a suitable caption for these pictures. 
photographer, when sending them, explained the spots as sand on the lens. 


The 
We've 


heard of rainstorms, known as “mist off the ocean,’ but we had not learned that 


sandstorms were included in the climate. 


However, on the left is Jack Gariepy of 


Listenwalter & Gough, San Francisco, and on the right (from left to right), is Har- 
rington, salesman of Royal Electric products, and Barrett of Listenwalter & Gough. 





So here have two sides to a 


controversy over a problem as old as 


you 


electrical distribution itself. The theo- 
retical, ideal chain of distribution is 
from manufacturer to jobber, to con- 
Mr. 
Creighton’s figures show that, in the 
fields covered by the three factors, 


tractor-dealer, to consumer. 


there is considerable straying from 
the theoretically best path. 


The bulk of the jobbers’ business, 
however, still goes through the con- 
tractor and dealer and as said con- 
better 


merchandiser and is better prepared 


tractor and dealer becomes a 
to take care of his share of the respon- 
sibility, his slice of the pie is bound tc 
be increased in direct proportion. 


Likewise, as the jobber becomes a 
better developer of business, more of 
a specialist in distribution, the manu- 
facturer will be forced for economic 
reasons, to shunt less and less of his 
business around the jobbers as_ the 
latter makes himself more nearly in- 
dispensable. 


These things will work themselves 
out if each factor sticks to its job and 
does a better and better job as time 
goes on. 


City Electric Has Fine, New 
Quarters in Syracuse 
The City Electric Co., of Syracuse, 


N. Y., of which J. S. Isaacs and 
Samuel Weinstein are the proprietors, 
purchased a building this year at 512 
S. Clinton St., and remodeled it so as 
to use four floors for the lighting fix- 
ture and electrical supply jobbing 
business. A formal opening took 
place State Fair week, August 28 to 
September 4. Eleven hundred dealers 
in the territory were invited to come 
to this opening. 

The company is now doing an ex- 
clusively wholesale business and car- 
ries a complete line of wiring supplies 
as well as fixtures. Such well-known 
lines as Appleton, Weber, Trumbull- 
Vanderpoel, Eastern Tube & Tool, 
Atlantic Insulated Wire and Empire 
Lamp Division are carried. 

The business was started April 1, 
1919, in a modest building in East 
Genesee Street. Later they moved to 
611 S. State St. 

The office and salesroom are on the 
first floor of the new building. The 
second floor is fitted up for the con- 
venience of electrical contractors in 
Syracuse and central New York to 


properly show customers the comple 
fixture line. Booths containing co 
plete groups of fixtures in various ( 
signs and color combinations are « 
ranged on either side of the roon 
where ample opportunity is given {) 
display them. 
* * * 

Stephen Snow of Los Angeles 

. Dead 

Stephen T. Snow, for many yea: 
purchasing agent for the Holabir« 
Reynolds Electric Co., later tli 
Graham-Reynolds Electric Co., of Los 
Angeles, died August 27, after a short 
illness. 

Mr. Snow was a native son, having 
been born in Oakland, May 17, 1885 
After graduating from high school, |) 
entered the electrical business in Los 
Angeles—always connected with th 
one concern, in many capacities, for 
22 years. 

Prominent in the activities of th: 
Purchasing Agents’ Association and « 
member of the Electric Club and « 
communicant of the Episcopal Church. 
Mr. Snow had a host of friends. His 
cheerful disposition, his helpful 
friendliness and his unimpeachable in 
tegrity endeared him with those whom 
he knew and he will be greatly missed. 

Mr. Snow is survived by a widow 
and three children. 

* * % 


Haynen Addresses Louisiana 
Electrical League 

Joseph R. Haynen recently deliy 
ered an address before the Louisian. 
Electrical League on the “Ruins ot 
Chichen Itza,” where he recently went 
to install some electric equipment for 
the Carnegie Institute. Mr. Haynen 
illustrated his talk with films taken of 
the ruins. 





Cecil S. Westmoreland and Lawto! 
Marshall, of the Waco Electrical Sup 
ply Co., Waco, Tex., out in the alley to 
settle a little radio argument. 





Power knows no nightfall 


in this great service chain, a respon- 
sibility that the Rome Wire Com- 
pany has always accepted. 


AY and night the central sta- 

tions that dot the country con- 
tinue their never ceasing round of 
production. Across mountains and 
valleys, through open fields and 
crowded city streets, copper high- 
ways take up the burden— carrying 
lightand powertomillionsof homes 
and thousands of industrial plants. 


The responsibility of the wire man- 
ufacturer is clear cut—he must 
build a product that can take its 
place as one of the strongest links 


Every Rome wire, from the huge 
transmission cables to the tiny 
strands of copper used in the most 
delicate precision instrument, is 
produced in Rome Mills, under 
Rome supervision, from wire bar 
to finished copper wire. For only 
in this way can quality be guar- 
anteed, and the industry be assured 
of uninterrupted service. 





iy 
yy 


iM) 
py, 


Wy 
™ Nyy. 


“NN 
wee 


Nas 


k 


Stranded 
Double Braid 
Rubber Covered 
Wire 


ROME WIRE COMPANY, ROME, N.Y. 


ROME WIRE 
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EARS of investigation and analysis 

are behind the insulation compounds 
used with Rome Rubber Covered Wires. 
The result is an insulation of high dielec- 
tric strength, combined with remarkable 
aging qualities. 


In the same way, all Rome Wires and 
Cables are backed by twenty years of 
manufacturing experience, and an organ- 
ization composed of men who have made 
a life-time study of the construction and 
use of all types of wire. 


All these facilities are under one centralized con- 
trol, assuring you of ample stocks, quick ship- 
ments, and competitive prices. 


If you will let us know what wires and cables, 
shown on this page, you are interested in, we will 
be glad to send you samples, catalogs, and other 
information that will be of help to you—while 
an opportunity to quote on any of your wire re- 
quirements will always be welcome. 


ROME WIRE COMPANY 
Mills and Executive Offices: ROME, N.Y. 
Diamond Branch: Buffalo, N.Y. 


New York -- 50 Church Street 
Boston — 1011 Little Building Chicago — 14 E. Jackson Blvd. 
Detroit — 25 Parsons Street Cleveland — 1200 W. 9th Street 
Los Angeles —J. G. Pomeroy, Inc., 336 Azusa Street 
San Francisco — J. G. Pomeroy, Inc., 51 Federal Street 
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A Giant Among Giants 

A steam turbine generator unit 
rated at 208,000 kilowatts, or nearly 
280,000 horsepower—about _ three 
times as large as any of the giants in 
service today and nearly half again 
as large as any under construction 
anywhere in the world—is 
manufactured by the General Elec- 
tric Co. at Schenectady, N. Y., as the 
first unit for the world’s newest and 


being 


largest electric generating station, 
that of the State Line Generating Co. 
on the Lake Michigan shore, on the 
Indiana side of the Indiana-IIlinois 
state line. ‘ 

The turbine-generator will be un- 
ique in many respects. Not only will 
it be the largest, but it will incorpor- 
ite the largest 1800 r.p.m. generator 
ever constructed, it will be the first 
to use live steam for reheating, and 
it will be the first turbine-generator 
to generate current at 18,000 volts. 

The State Line Generating Co. sta- 
tion, with a contemplated capacity of 
1.000,000 kilowatts or about 1,335,- 
000 horsepower, will be many times 
larger than any steam-operated elec- 
tric plant now in existence. The plant 
itself marks a new era in power pro- 
duction, in that it will serve exclu- 
sively as a producer and wholesaler 
of electricity. It will produce electric 
energy for the interconnected power 
companies of the 
Indiana district, which was termed 
by the late Dr. C. P. Steinmetz as 
“the greatest pool of power in the 
world.” 

The board of directors of the State 
Line Generating Co. includes the 
heads of the various properties which 
will receive power from the station, 
including the Commonwealth Edison 
0., Public Service Co. of Northern 
Illinois, Northern Indiana Public 
Service Co., and Interstate Public 
Service Co. 

The complete weight of the ma- 
chine will be approximately 4,000,- 
000 pounds. The heaviest individual 
part will weigh 275,000 pounds. The 
enormous size of the turbine-gener- 
itor unit is evident when it is stated 
that it has a rated capacity of 63 per 
cent of that of the Niagara Falls 
Power Co’s hydroelectric generating 
station. 


Chicago-I]linois 


More than two tons of low-grade 
I!linois coal will be consumed each 
minute for steam generation. Cool- 
ing water, which will be consumed 
‘rom and returned to Lake Michigan, 





will amount to 400,0000 gallons per 
minute; and the air “breathed” by 
the generators will total 350,000 cu. 
ft. per minute. 
7 * * 
Christmas Merchandising 
Helps 
The Society for Electrical Develop- 
ment advises that if will have available 
for retailers some effective merchan- 
dising helps to aid them in selling 


more electrical things as Christmas 
gifts. 


The materia] that will be available 
this year will consist of window dis- 
play, cutouts, counter cards, and a 
window strip in colors to tie in with 
the center window display panel. In 
addition, there will be radio talks and 





special news items for local publicity 
work, 

In due course, a descriptive leaflet 
giving full information and prices will 
be mailed to members of the society. 
Those desiring advance information in 
greater detail should write to The So- 
ciety for Electrical Development, 522 
Fifth Avenue, New York, N. Y. 

* * * 
Carolina Outlook Good 

H. T. Long, president of the Caro- 
lina Electric Supply Co., 
reports that agricultural 
and cotton mill conditions improved 
considerably during the month of 
August and consequently the outlook 
for a good fall business is much bet- 
ter than it appeared to be in July. 


Spartan- 
berg, S. C., 
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One of those snappy and _ highly 
Electric Supply Co., 


stitch sewing machine. 


successful sales conferences of the 
Birmingham, Ala., was held September 3 and 4. 
very original program on Mimeograph sheets in a blue cover, stitched with a 
There were five pages of the program and every number 


Matthews 
They got out a 
“chain” 


on it was illustrated by one of the world’s greatest and most high-priced artists as 


shown by the few examples above. 


pictures, 


This illustrator is the masked champion, the 
great unknown, the dark horse of the art world. 


He never signs his name to his 
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The Radio Worlds Fair in Madison Square Garden, New York, marked the open- 
ing of the fall and winter radio season. Upper left: A general view of the show. 
Upper right: A novel advertising stunt. Two knights in armor typifying “Armored” 
receivers are decorative features of the booth. Center: Tex Rickard tuning in with 
a giant condenser. Lower left: An exhibit of the radio picture receiver unit in 
operation. A photograph of President Coolidge is being received and may be seen 
on the revolving drum in the lower left portion of the machine. Lower right: A 
10-meter transmitter with a power of 50 watts and equipped with European type 
tubes. W. C. Von Brant is seen holding one of the set’s tiny tubes and a standard 
250-watt tube. Center photo—P & A. Balance-—Herbert. 
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SWIVELITE REFLECTORS 


NEW AND REVOLUTIONARY 


a, SCREW IN LIKE LAMPS @© & & 
i NO HOLDERS OR FITTINGS TO INSTALL 


Patents Applied For 

































ODERN show windows require modern lighting equip- 

ment. High rentals make it obligatory for the store 
owner to utilize the last square inch of display space. Atten- 
tion of the passer-by MUST be arrested and held. 

Just filling the windows haphazard with merchandise, no 
matter how varied or novel would not justify the store owner 
to carry this enormous expense. 

Feature displays are worked out to the last detail by artists 
trained in this work. The central feature is built up and a 
picture is presented to the window shopper—pleasing, interest- 
ing, in faultless composition. 

All this, however, would be lost without the vital factor, 








SWIVELITE Ne. 108-100-180 watte—O ge LIGHT—light, that can transmit any color or shade—light, 
lector. t it : 

asserted SEE nas + og bey “Alec lla that can be controlled and directed—SWIVELITE. 

A a te ae bon ap rey os fanaa NOTE: Saleslites are portable—for attaching to walls, ceiling 


or floor—equipped with extension cord and plug. 














THE PERFECLITE COMPANY 


PERFECLITE BUILDING, EAST 40th & SUPERIOR, CLEVELAND, O. 
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Florida Storm Notes 
The representative of the Graybar 
Electric Co. in Miami reported to 
that goods had 
been damaged by water and wind but 
The demand 


headquarters some 
not a large percentage. 

for rebuilding and for wiring material 
after the had 
abated and by the Sunday following 
the Graybar Company was doing busi- 


started soon storm 


ness as usual—only a few days after 


the storm. 
MecKinlock, 
Elec- 


President George A. 
of the Central States General 


tric Supply Co., who owns a home in 
Palm Beach, was happy to learn that 
it came through practically undam- 
aged. 
* * * 

Wesco Issues Fixture Catalog 

The Wesco Supply Co., of St. Louis, 
Memphis, New Orleans, Springfield, 
Ill., and Nashville, Tenn., has just 
issued its lighting fixture catalog No. 
960. This book, 130 
pages, contains a complete listing of 
The catalog 


comprising 


fixtures for all purposes. 
is extremely attractive. 

















| 





Jobbers may get some good suggestions as to warehouse arrangement from the 
above pictures taken at the Southwest General Electric Co’s. place, Dallas, Tex. 


Main warehouse building. (2) 


(1) 


Packing room. 


In the picture, left to right, are: 


J. M. Hume and James Miles, packers; E. A. Hamilton, lamp order assembly; J. J. 


Breen and Ed. Yeager, order assembly. 
cross-arm yard. (4) 
(6) “Hotpoint” heating device stock. 
Standard package stock room. 


Section of stock room. 
(7) Receiving and shipping platform. (8) 


(8) Shipping department and portion of 
(5) Locke insulator department. 


Tel-Electric Holds Sales 
Conference 

The Tel-Electric Co.’s annual sale 
conference was held in Houston 
Tex., the week of August 9. Al! 
salesmen were called in from their 
respective territories to attend th: 
five-day session. Sales methods and 
the new line taken on by the com 
pany were discussed in detail. 

The Westinghouse section 
sisted in talks made by -various ex 
perts on the sales points of their 
respective lines, and ended with a 
luncheon given by the Westinghous: 
company and held on the Rice hote! 
roof. A radio session was held, thx 
main part of it being devoted to 
The final day 
devoted to Connecticut devices 
and culminated in a dinner presided 
over by Kemp Haythorne, given at 
the Brazos hotel. 


con 


Crosley apparatus. 
was 


The conference had its play side 
as well as business, and the boys ar 
grateful for some of the St. Louis 
money that was left in 
And, it ended with, as the society 
editor always puts it, “a good time 


had by by all.” 


* * * 


Well-Known Jobbers Take 
Howard Line 

The St. Paul Electric Co., St. Paul, 
R. M. Laird Electric Co., Minneapolis, 
Duluth Electrical Supply Co., Duluth 
and the St. Paul Electric Co.’s new 
branch in the Bristol-Sweet Bldg.. 
Fargo, N. D., all have taken on the 
Howard radio line. This group of 
jobbers covers the complete northwest 
on Howard with the exception of the 
Julius Andrae & Sons Co., at Mil 
waukee, who control the territory of 
the state of Wisconsin and the upper 
peninsula of Michigan. 


its midst. 


¢ & 


Management Changes at Sager 
Electrical Supply 

The Sager Electrical Supply Co. 
of Boston announces a change of man 
agement in the Brockton, Mass.. 
branch. Russell Pearson will act as 
store manager and James Kedian as 
sales manager. George O. Lloyd. 
sales manager for the Sager organiza- 
tion, has acted as manager of the 
Brockton branch, in addition to his 
regular duties, while the necessary ar 
rangements were being made. W. M. 
Fyffe, former manager, has resigned 
from the company. 
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Here are the worth-while selling features of the 
Appleton Line. It will pay you to know them 
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types of > a 
Unilets will be made with 


the No-Thread feature. This is _ a ——— : 


in addition to the regular line 
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of standard threaded types. 


is... announces 


an improved line of 


—to help you show a real profit on 
those tough jobs. 

A time saver from the word go. 
No threads to cut, o /oose parts, just 
utmost simplicity and efficiency. 

Cut your conduit, slip it into a““No- 
Thread” Unilet, tighten the nut, and 
you’re through. You'll have a me- 
chanically secure joint, a perfect run- 
ning ground and a stronger job in 
about one-fourth the time ordinarily 
necessaty. 

The beauty about these new Uni- 
lets is that the more complicated the 
job the more noticeable is the time 
saved. 

Study closely the sectional view 
of this improved Unilet. Note its 
simple design. Note how the ta- 
pered steel ring is squeezed onto the 


"No-Thread’” Unilets 


conduit by the knurled nut—/rom 
the outside. There is no change in 
circumference of the threaded hub, 
hence no tendency to strip the 
threads of either nut or hub. 

This same ring has on its inner 
surface three projecting beads that 
pierce through the conduit enamel, 
thus establishing a metal to metal 
contact and assuring a perfect run- 
ning ground. Covers of the “No- 
Thread” Unilets are interchangeable 
with the standard line. 

All in all you will find the im- 
proved “No-Thread” Unilets the 
most advanced fitting of this type 
since Appleton originated its “No- 
Thread” fittings in 1907. 

Let us send you full information 
and specifications. 


APPLETON ELECTRIC COMPANY 
1734 Wellington Avenue ~ Chicago, U.S. A. 


New York—150 Varick Street 





and CONDUIT 


STANDARD FOR 


Los Angeles—340 Azusa Street 
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When Automobiling Was Young 


By “BILLY” LOW 


As I look back in 1903 the most 
interesting picture that comes to my 
mind is a picture of James Wolff in 
little Oldsmobile. The “old- 
no doubt remember that in 


his 
timers” 
those days the Oldsmobile was very 
small, side tiller and wound up on the 
Jimmy was not a small man, but 
him now coming 


side. 
if you could see 
across Jackson Blvd. perched on this 
little machine with a cap which had 
a big, heavy visor, goggles that prac- 
tically covered his face, gauntlet 
gloves that came up to his elbows, it 
certainly would make a picture to 
the of Sid 


stimulate 
Smith. 


My first car was a one-lung Pack- 


imagination 


ard, a twin to one bought at the same 
time by Edward R. Grier. I never 
had a picture of it, but here is one 


We both 


were personal friends of W. D. Pack- 


taken of Grier’s—identical. 
ard. Our two cars came out in the 
same batch, so to speak, with the 
Packard which was the first car to 
cross the continent, backing its rear 
wheels in the Golden Gate, and even- 
tually running its front ones into the 
Atlantic Ocean at Boston. 

They did not have the roads in those 
days that they have today in crossing 
the continent, and in order to get over 
the desert they had two pieces of can- 
vas, 50 yards long, which they would 
stretch out and run 150 feet and then 


get out and re-stretch the canvas. By 
this method they made the trip. 

About this time the Chicago Auto- 
mobile Club was formed and they 
made weekly tours. 

I remember one of the first trips we 
took. 

We left the Automobile Club, which 
was situated about where the Black- 
stone Hotel stands today, at 12 o’clock 
and wound up at Wauconda, approxi- 
mately 50 miles, at 7 o'clock in the 
evening, where we had a good dinner, 
music and dancing—all told, a very 
successful drive. 

The tires were not as good in those 
days as they are today, and in touring 
with a car as heavy as the Packard 
“F,” weighing 3,100 pounds, without 
water or oil and equipped with 34x4 
tires, if you made 100 miles without 
tire trouble you were entitled to a 
medal. No one in those days ever 
dreamed of carrying an extra casing, 
and was over-equipped if he had one 
extra tube. 

After making this trip to Wauconda, 
I felt that I was capable of making 
a real tour, so a week or two later we 
started out early on a Saturday morn- 


ing again for Wauconda, Oconomowoc 
and through Southern Wisconsin terri- 
tory, and wound up in Milwaukee the 
Milwaukee 
is about 90 miles from Chicago. 

During that night a terrifle rain- 
storm came up. 


following Saturday night. 














The Mate of the First Car Owned by W. .W Low. 


It Belonged to E. R. Grier, 


the Man in the Picture. This is One of the First Cars Turned Out by W. D. 


Packard, a Personal Friend of Low and Grier. 


Another Car Out of the 


Same Lot as Theirs Was the First Automobile to Cross the 
American Continent. 


We started out about 8 o'clock i: 
the morning for Chicago. As _ hari! 
roads in those days were an unknow) 
factor, we arrived in Kenosha abou! 
2 o'clock in the afternoon, having 
made the entire trip on low gears. 

We stopped in Kenosha at a litt! 
German saloon; had a big  sirloi: 
steak, an unlimited supply of green 
corn, and new potatoes, and after par- 
taking liberally, I felt like startins 
out again. 

We drove west from Kenosha about 
one mile and got out of the rain belt 
and struck good roads. We had tray 
eled about one mile, and I had to pass 
a farmer's wagon; and in going around 
I hit a small, three-cornered ston 
which pierced the rear left casing on 
my car. The hole in the casing was 
only about three eighths inch long and 
of course did not cut any figure, so | 
patched the tube and put the tube and 
casing back on and traveled probably 
a half mile when it was down again. 
As I was far-sighted, I had one extra 
tube, and I put that in. As I stated 
before, I didn’t consider that a littl: 
cut in the casing one-fourth inch or 
three-eighths inch would cut any fig 
ure. I went about one 
when I was down again. 


more mil: 

My troubles started at about halt 
past three, and I was putting on th: 
tires, patching and pumping from then 
until 10 o’clock when I arrived in Jef 
ferson Park where I came across 2 
hardware store and purchased about 
100 feet of five-eighths inch manilla 
rope. I then abandoned my tire. 
wrapped this rope in the channel of 
the wheel and then wrapped the rope 
around the channel and felly so as to 
make a rope tire. After finishing this 
job I saturated it with water and 
started on my way. 

No more trouble for many miles. 
but at about the time that I got to 
Lincoln Park the hemp commenced to 
fly, which didn’t annoy me very much. 
but the four ladies who I had with me. 
when we got home at 4 o'clock in the 
morning, found that the hemp had 
thoroughly saturated their hair, and it 
was a question of whether they would 
have to start the style of “bobbing” at 
that period or find some way of get 
ting the hemp out of their hair. 


But all is well that ends well, for 
we left Milwaukee at 8 o’clock in tlh: 
morning and got home at 4 o'clock tl 
next morning, and had a great expe- 
rience in touring. 
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Four heavy hitters of L. A. Woolley, Inc., Buffalo. 


From left to right: Tom 


Watkins, salesman; Merle Bedient, store manager; Glenn T. Cooper, salesman, and 
good-natured George Buecheler, assistant sales manager. 





New Jobber in Raleigh, N. C. 

The North State Electrical Supply 
Co., a new jobbing house, has just 
been announced in Raleigh, N. C. 
D. J. and E. F. Thompson; owners of 
the Thompson Electrical Co., 
A. L. Cox are said to be the owners 
of the new company. W. A. Emerson 
and C. P. Andrews who 


and 


are also in- 
terested in the business are actively 
in charge of it. The firm is located on 
Harrington St. 

* * 


H. E. Mason Joins Appleton 


H. E. Mason, for the past nine 
vears with the Manhattan Electrical 
Supply Co., in Iowa and northern II- 
linois, is now with the Appleton Elec- 
tric Co., Chicago, handling the Wis- 
consin territory. “Bert” was going 
to send a picture but he says a pic- 
ture of a left handed golfer isn’t much 
to look at anyhow. 

x * % 
Morganthall Predicts Increase 


in Oklahoma 


R. E. Morganthall, sales manager 
of the Peabody Electric Co., Okla- 
homa City, Okla., states that condi- 
tions’ in Oklahoma in general were 
never better for a big volume of elec- 
trical supply business during the fall 
months. 

Two large office buildings in Okla- 
homa City are the outstanding features 
of a huge building program. Corn, 
wheat and cotton give all indications 
at this time of being bumper crops, 


all of which means money available 
for the 
electrical and radio appliances. 


* * * 


Selling the Government 
(Continued From Page 12) 


from the market and are no longer 
obtainable. 

For the past 20 or mere years the 
electrical industry has gone forward 
It has as a 
result created more or less chaos and 
confusion as far as wiring devices are 
concerned. I believe that there are 
too many types and kinds of the same 
article on the market today. By that 
I don’t mean that development should 
stop, but I do mean that we should 
get down to brass tacks and instead 
of seeing how many different types 
of the same thing we can make, we 
should try to boil it down and see how 


with leaps and bounds. 


few types we can make and still give 
the trade all the types that are actu- 
ally needed. This is a problem for 
the manufacturer as well as the job- 
ber. 


When we send out circulars for 
bids on electrical supplies, don’t think 
we want the cheapest thing on the 
market, just because we ask for bids. 
Nor do we want the most expensive. 
We are after a good standard product 
that will give satisfactory service, 
with the least amount of replacements 
and at the lowest price we can get it. 

Most of our orders are for repairs 


necessities and luxuries of 


and replacements of worn out o 
burned out parts, for this reason w. 
sometimes specify trade names ani 
catalog numbers to insure that we wil 
get parts and devices that will fit th: 
others that we have installed. 

We do not specify names and cata 
log numbers because we wish to favor 
some particular party. 

Selling to the government is 
somewhat different propostion than i. 
selling to the ordinary contractor or 
even to an industrial plant. 

Most of the contractors and indus 
trial plants can and in most cases do 
specify the exact make of product 
that is wanted and insist upon getting 
what is asked for. If some govern 
ment department should do this imme 
diately there would be a great hue and 
cry raised that we are playing favor 
ites and are not giving everyone a 
square deal. Some would also raise 
the cry of graft. This cry has been 
so great in the past that now we have 
all kinds of rules, regulations, laws 
and so on that we are compelled to 
abide by. 

We in the government service must 
purchase our material through certain 
offices. At an army post the pur 
chases are made through the purchas 
ing division of the quartermaster’s 
office. The one directly in charge of 
the shop or branch making the pur 
chase submits a requisition to the Q. 
M. for the supplies needed and the 
Q. M. has the orders made out and 
signed. 

For this reason no salesman can 
expect to show his wares and receive 
an order on the spot, as he would 
when dealing with an ordinary con 
cern. This should not keep him from 
calling and showing his wares. If 
his product is good and we have need 
of it he will no doubt get an order, 
which will be placed directly with 
his firm. 

There is one company that makes 
a lighting fixture that from the main 
tenance point of view is the best on 
the market and in addition is about 
the most efficient. We have installed 
this fixture in one or two places and 
there are other possible sales, but 
their representative never calls and 
as a result the fixture is not known 
to those concerned. 

A salesman might call here for 
months and not get an order for a 
dollar’s worth, but he should keep in 
touch with what is going on and his 
product will then be known and there 
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KLEARTONE 


The Guaranteed ‘“‘B’ Battery 
OFFERS A PROFIT-MAKING OPPORTUNITY 


To dealers, to jobbers, and to their sales representatives, Kleartone ‘‘B’’ Batteries 
offer an unusual profit-making opportunity. First, because Kleartone ‘‘B’’ Batteries 
are built around a new idea in dry cell construction that assures greater power and 
ionger life. This super-service is guaranteed. Second, because the Kleartone dealer 
franchise insures full profit margin on every sale. Third, because Kleartone ‘‘B”’ 
Batteries are backed by a merchandising plan that breaks down sales resistance and 
increases profits for both jobber and dealer. Write for the interesting story of an 
inusual battery. 

GENERAL DRY BATTERIES, INC. 


11400-11500 Madison Avenue CLEVELAND, OHIO. 
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A Merchandising Plan to Reach Ever, 
| Prospect of Jobber and Dealer ~ 


Rete ee gs 


eitorsiny, 





-MAIL }| 
A DIRECT -M | 
MERCHAN DISING ' 


- 


CAMPAIGN 


cf 


for JOBBERS of 


KLEARTONE | Pay » 


BATTERIES 





KLEARTONE 


INCREASES YOUR VOLUME OF SALES AND PRODUCTS 


Kleartone ‘‘B”’ Batteries are backed by strong, tested merchandising plans. 
Jobbers are provided with sales producing ammunition to reach every dealer in their | 
territory. Dealers can lay down a direct mail barrage to cover their entire communities. 
The Kleartone sales plans have developed unqualified sales success. Many jobbers and 
dealers are cashing in on them in a big way now. It will pay you to write for details. 


GENERAL DRY BATTERIES, INC. 





11400-11500 Madison Avenue CLEVELAND, OHIO. 
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may possibly be a time when he or 
his firm at least will get an order big 
enough at one time to more than pay 
for his trouble. 


| 


| 


What type of salesman appeals to | 


me most? 
type that don’t appeal to me is the 
one that tries to make me believe that 
black is white or anything but black. 


Perhaps I should say the | 


Nor do I care for the type that sticks | 


and hangs, wasting his time and mine, 
after I have explained my reasons for 


not being able to use his product, | 
until I almost have to throw him out | 


to get rid of him. 


There is another type on the road | 
and his drawback is not wholly his 
own, but that of the firm that sends | 


him out. This is the type that is try- 
ing to sell something but is not sure 


just what it is that he is selling or in | 


other words, he doesn’t know his 


product; and the different conditions | 


under which it can be used. 


There have been times when I have 


asked a salesman a minor technical 
question about his product and he 


stammers around and finally admits | 


that he doesn’t know. 


He also gen- | 


erally states that he will take it up | 
with the engineering department and | 


write me the following day. 

A case of this type came up the 
other day. I wanted the information 
| asked because I wanted to put in an 
estimate on a certain job and wanted 
the information on hand when the 
estimate went in. . The salesman in- 
volved couldn’t give me the informa- 


tion, but promised to send it to me the | 


next morning. I received his letter 
exactly five days later. | 

There is a type of man that comes 
and stays until he gets in touch with 
vou and finds out your needs and what 
is in prospect. He may stop long 
cnough for a little visit, gives you 
iny information you want and then is 
nm his way. He is good and you 
rather enjoy seeing him. 

For the salesman that is selling 
ome specialty, I would say that he 
hould know his product thoroughly. 
‘le should be able to answer the tech- 
ical questions concerning it and 
ould be able to show its adaptability 
nder all working conditions. 


For the man selling the regular 
nes of wiring devices, I would say 
iat he should have some idea of 
nderwriter requirements and some 
{ the fundamentals of electrical con 

















PAPER to HEAVY STEEL 


It is a matter of interest to trace the development of RIGID 
STEEL CONDUIT. Before the use of conduit was thought 
necessary in the wiring of buildings, it was customary to 
fasten the wires to the brick work of the building or to 
other surfaces with metal staples and plaster was applied 
directly over the wires. Grounds and other faults were 
frequently found, developed through mechanical interference 
—such as driving nails and tacks. Because of this, a paper 
or fibre conduit came into general use, the idea being that 
an insulating raceway was necessary. Because of wall 
weakness in such material, there came into use a conduit 
in which the fibre tubing was encased in a thin brass sheath- 
ing. But little was added to the strength of the raceway, 
hence a further development took place; this consisted of 
casing the fibre conduit with a thin wall steel tube. There 
then came into use such a tubing lined also with wood also 
with a hard insulating composition. These were known as 
lined conduits—but they all had the serious disadvantage 
that the lining would buckle or crack when the tube was 
bent on the job, causing difficulty in inserting or removing 
the wires, and endangering the insulation of the wires. 


Then came the unlined tube. Up to this time the thought of 
an insulating tube persisted—one that would supplement the 
insulation on the wire. At length it began to be considered 
more desirable to insulate the wire thoroughly, so that supple- 
mentary insulation in the conduit would not be required. How 
natural then it was to take the existing standard conduit, and 
remove the lining, thereby increasing the capacity of the tube 
and eliminating the difficulties of installing the wires due to 
the lining cracking. 


A Difficulty Then Forced Itself Upon the Attention of Engi- 
neers. That Was the Frequent Need of Repairs DUE TO 
THE THIN WALL OF THE TUBE. 


It would collapse, dent, be pierced with nails, break at the 
joint, buckle in bending, and easily open in the weld. That 
very quickly lead to the Electrical Code refusing to recognize 
light wall tubing as suitable for regular conduit use and specify, 
in 1899, for conduit use, pipe ‘‘equal in strength to the or- 
dinary commercial form of gas pipe of the same size and 
its thickness—not less than that of standard gas pipe.” 


Overcome Difficulties Developed Our Present Standard 
of RIGID CONDUIT 


“ELECTRODUCT” enameled type, and “XDUCT”’ galvan- 
ized type, are the oldest and best known conduits of this 
Standard. ~ 


Literature and samples on request. 


AMERICAN CIRCULAR LOOM CO. 


90 West St., New York 


° 
’~ % Boston Pittsburgh Denver 
Q- Philadelphia Buffalo Portland 
© Atlanta Chicago Los Angeles 


gRrCUL 4p 
i O° 
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ramet. 


This 1s Model 423-S—Another 
reason why the Standard Line is 
the best line to handle. 

This range has a large aluminum 
lined oven—three hotplates and 
a convenience outlet. 

It retails for $100.00 in regular 
finish—$110.00 in White porce- 
lain with either Nickel or Grey 
trims. 

Are you going after apartment 
business in your city? Ninety per- 
cent of the apartment ranges in- 
stalled are Standards—because the 
Standard line is the most adapt- 
able, the largest, the most beauti- 


ful. 


May we send catalog Fifteen? 
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| struction. If he has this informatio, 
| he can sometimes help the man on tlic 
| job by showing how he can adapt 
| some standard product to some diffi- 
| cult or special job. 


You may wonder at my stressing 


_ economy as I do, employed as I am 
_in the government service and in a 


position that does not effect the cost 


| of any manufactured product. You 
| may also hold the belief that a lot of 
| others do, namely, that the govern 
| ment has all kinds of money. 


It is just as important that main 


| tenance cost be kept down to the low 

_ est possible point with the government 
_ as it is with a private corporation. If 
| we can standardize on the material 
| and form of construction that is used, 


we not only reduce the amount of 
money invested in stock but we re 
duce the labor involved. 


By reducing the stocks and the la- 


_ bor we can get along with smaller ap- 


propriations and thus taxes are re- 
duced. The government takes in a 
big amount of money each year in the 


‘shape of taxes and revenue, but by the 


time it is divided among the various 
departments, the government doesn’t 
have any too much. If we are going 
to have lower taxes we have all got 
to figure on running our departments 
with the least amount of money pos- 
sible. This can only be done by re 
ducing stocks, lowering labor costs, 
practicing true economy in all ways. 

I have heard the statement made by 
some firms that they don’t care to do 
business with government because it 
requires too much and is too slow in 
paying. For the first let me say: 
There are a lot of people and firms 
that seem to think that anything goes 


| with the government and that it is 
| perfectly -legitimate to quote on one 
| thing and send another or if possible 
| to put something over that is not on 
| the square. For this reason the gov- 


ernment must cover every possible 
loophole. For the second, let me 
say: In order to keep its records 
straight it is necessary that all in 
voices sent to the government must be 
sent in triplicate, this is absolutely 
necessary and if the firms send thi 
invoices in this way as directed, they 
will always be paid in time so that 
the government can collect the dis 
count for ten days cash. 

How can the jobber give the best 
service? By not quoting on_ th: 
cheapest and on inferior grades 0! 

(Turn to Page 147) 
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Just Out -- New! 


Safety Switches You Need 
For Small Jobs --- 


The WK 11 Midget Motor Starting Switch 


Something new! A motor starting switch for 
motors up to 14 horsepower—with a thermal 
cutout that gives overload protection while 
the motor is starting and running. Install 
this switch and save your customers the ex- 
pense and trouble of burned out motors. It’s 
a one blade, one cutout starter, and carries the 
label of the National Board of Underwriters. 
It’s the most inexpensive switch on the market 
today. You'll find it easy to wire; the switch 
unit can be taken out of the box without re- 
moving the mounting screws. Loosen these 
two screws and the unit slides right out. It’s 
easy to install. 















. ee ee SS 6 CSlClCU 


The Midget Disconnect Switch 


A switch you can sell for heavy duty lighting 
circuits, for heating devices, or as a starting 
switch for motors up to 14 horsepower. It’s 
the easiest switch to wire and assemble. The 
unit can be taken out and put in the box 
without removing the mounting screws. A 
single blade, single fused switch, for two wire, 
125 volt circuits up to 30 amperes. 








The Midget Switch (Refrigeration) 


An ideal switch for refrigeration machines 
or similar household devices thermostatically 
controlled. The switch is exactly the same 
as the disconnect switch, but is equipped with 
terminals for the thermostat leads. 


Write for Folder M-443 dealing with these 
switches. 


Westinghouse Electric & Manufacturing Company 
Merchandising Department Mansfield, Ohio 


Westinghouse 
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Success with Everead ly Radw Batteries 
induced Maxwell Electric Shoppe to stock 
Eveready Flashlights as well 








ast MACHINES 


_ ELECTRICIANS 


a oe 














“WHEN I opened this store 
several years ago,’ says Max 
Deutsch, of the Maxwell Electric Shoppe, 
Brooklyn, N. Y., “I carried various makes 
of radio batteries other than Eveready. But 
when I began to check up, the analysis 
showed my first year’s sales were not as 
satisfactory as I thought they should be. 
“T attributed this to the fact that I was not 
handling the battery the public demanded, 
so I decided to try out Eveready, the popu- 
lar, nationally advertised battery. The result 
was far beyond my expectation. My sales 
took an upward bound and have increased 
every year to such an extent that I now 


Max Deutsch 








consider it one of the most prof- 

itable items I handle. 
“The experience with Eveready Radio 
Batteries was so satisfactory that I now 
handle Eveready Flashlights and Batteries, 
Eveready Columbia Dry Cells, and Ever- 
eady-Mazda Lamps with great success.” 

Tell your dealers to feature Eveready 

products prominently in their windows. To 
show these goods is to sell them. 

Manufactured and guaranteed by 
NATIONAL CARBON COMPANY, Inc. 
New York San Francisco 
Atlanta Kansas City 


Canadian National Carbon Co., Limited, Toronto, Ontario 


Chicago 


EVEREADY 


FLASHLIGHTS 
& BATTERIES 


-they sell faster 
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‘The following pages 
present an exhibit of 
electrical products 
arranged for the semi- 
annual convention of 
the Electrical Supply 
Jobbers Association, 
October 18 to 22, 1926, 


atthe Traymore Hotel, 
Atlantic City, N. J. 
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One of 15 Boxes Which the Jobber Carries in Stock to Accom- 
odate Over 1000 Different Trumbuli Unit Panels 


The “Unit” Panelboard line comprises 
the following general assortment: 
' Tumbler Switches 
Knife Switches 
Fuses Only 


In The 
Branches | 


For Plug or Enclosed Fuses 


f Lugs 

In The Fuses 

Mains ) Fused or Not Fused 
Switches 


For Single or Double Fusing, 3-2 or 2-2 Wire 





The box was shipped from 
Jobber’s stock and installed during 
the “roughing in.” 


Panel and trim held on the job 
or sent later—each packed sep- 
arately— entirely free from dirt. 











When Ready Just Hang in the 
Panel and Screw on the Trim 


The ITRUMB 


YORK CHICAGO SAN FRANCISCO e M4 
114 Liberty Street 2001 W. Pershing Road 595 Mission Street Plainville, 
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PANEL BOARDS 




















Vanderbilt University Medical School, Nashville, ‘‘Trumbullized’’ 





Every Panel Here a Trumbull. Installed in Hundreds of 
Our Largest Buildings in All Sections of the Country 


IT IS LIKE THIS 







proposition for ever cieth \f i A 
(1) The Jobber carries, » ipl trac ‘Thug there is shelf 
5 ff? b and bo service for the contrac- 


Box shippefl‘feérh- tor. His boxes and the 
(b) Panel panels and trims are 
and trim, each packed safe against damage. 
separately and crate and 

carton follow. 


-CTRIC MFG. Co. 


Connecticut BOSTON PHILADELPHIA JACHSONVILLE, FLA. 
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if this Display Board | 


is on the Counter 
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yo, Plugs on this Board 
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The Permanent Metal 
-.. Display Board is Free 
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Another Hemco Aid to 
Larger Orders for You-~ 








The New Hemco Display 
Boards will increase the size of your 
orders for Hemco Plural Plugsand 
Cord Sets if you but do your 
share and see that they are placed 
on your dealers’ counters. 


Made of metal, attractive and 
permanent, these boards hold one 
of each type of Hemco Plugs. 


National advertising is pointing 
out to your dealers’ customers the 
superior featuresand convenience 
of Hemco Plugs. These sales mes- 
sages are telling the buying public 
to look on their dealers’ counters 
for the Hemco Display Board as 
a convenient means of selecting 


Hemco Sales are Jumping— 
Get in on the Rise 


In this, the seventh year of Hemco Sales, Hemco volume 
for the first six months was 17.6% greater than for the 
corresponding period of the previous year. 


Hemco Sales are steadily increasing due to a superior 
product and a sound aggressive merchandising policy. 


Get in on the rise! Make your share of the profits result- 
ing from Hemco popularity. 


If You Don’t Already Know 
About the Hemco Display Boards 


USE THE COUPON 


Your dealers thru their trade papers are being told about 
Hemco Display Boards. You should have full information 
for them. If you haven't it now use the coupon and we'll 
send it. 







GEORGE RICHARDS & COMPANY wc. 
557-Wesr Monroe STrReeET- CHicaco,/LLINOI/S. 


the Hemco Plug that fits their 
needs. 


It means increased sales for your 
dealers and consequently, larger 
orders for you. 


You don’t have to sell these 
boards. They are free to your deal- 
ers. These plugs included with 
each board are billed at special 
discount. 


Every Hemco Display Board 
you leave on your dealer’s counter 
is a silent salesman that stays while 
you're gone selling more Hemco 
Plugs to increase the size of your 
orders. 








| Need Extra Outlets?—Find the Answer 
to this Problem on the Hemco Board t 


. 2 

| wow sm | 
- | | 
HEMCO 


Electrical Conveniences Built for a Lifetime of Service 








Since September, 1925, each month has seen 
Hemco Products nationally advertised.“ Hemco” 
backs you consistently. 

Hemco National Advertising is now telling 
potential users of Hemco Plugs to look for the 
Hemco Display Board on Dealers’ Counters. 











. 


76 THE JOBBER’SfAJSALESMAN 
(4 





“FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTR\ 


I. G. TRATTLER, Vice-Pres. & Sales Mer. 


Ettco Products: 


Ettco Tube 
Non Metallic Flexible Conduit 


Ettco Steel 
Flexible Steel Conduit 
Armored Cable 


Ettco-Flex 
Non Metallic Sheathed Cable 





CRAVEN ELECTRIC ee PHILADELPHIA, 


C. Edgar Craven, owner 
(inset to right). 

R. L. Cunningham, star 
salesman (inset to left). 
left to right: 
Herbert L. Darling, C. 
Edgar Craven, R. L. Cun- 
ningham, C. D. Stone, 
John P. Carey, S. E. Me- 
Candless, J. E. Corak. 





C. H. WALLIS & COMPANY, ST. LOUIS 


Walter T. Koch, Southern 
States 
Chas. H. Wallis, Pres. 


Beginning with the 
November issue, we will 
publish a message on 
‘“ETTCO” products and 
service from each 


‘‘ETTCO”’ agent. A. R. MCNALLY COMPANY, CLEVELAND 





occasion of the 
ation ity Conven- 
5 Eleg 
Jobbe SSO 
penuine pleas 
> the Esto 
les org 
appy an 
the wor 


o Quality 


Eastern Tuk 


FACTORY SALES AGEN 
ICE sig WAREMOUSE 
st sO &% 


HASTINGS ELECTRIC SALES COMPANY, BOSTON 
Claude A. Hastines, Pres. and Treasurer (inset) 


Ne 7 res. set) y re + ors staff. | 
A. R. MeNally, Pres. (inset) with five members of sta Left to right. Front Row: Alfred Finding, Miss D. A 


Parsons, Frank W. Garner, Miss M. M. Hastings. 
Back Row: Jos. F. Walsh, G. Gullickson. 
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MEET THE 
ETTCO FAMILY 


A. |. CLIFFORD COMPANY. INDIANAPOLIS, IND. 


oe 
S are SO situa- A. I. Clifford, Pres. (inset). Left to right: Geo. O 
Clifford, Tampa, Fla. Office; L. R. Elliott, Indianapolis 
Office; J. C. Wood, Sec’y; B. H. Clifford, Birming- 
ham, Ala. Office; A. L. Clifford, Vice-Pres. 


ountry as to eee | 
S prompt serv- 
es co-operation. 
| \ factory will do 
utmd O promote YOUT COMN- — w. a sirmer company, rirrssuncn, PA. 
tinued and profitedebeesrelations 
with theg 


HOLLY BROS., CHICAGO, ILL. 
Ed. Holly, Pres. (inset) with members 





SAM JOSELSON, . W. MARSHALL, PRES., 
BROOKLYN, N. Y. A. W. MARSHALL CO., 
DETROIT 


BELL & CO., ST. PAUL, MINN. 
W. L. Bell, Pres. (inset) and staff. 


KEELER, WHITE COMPANY, SAN FRANCISCO, LOS ANGELES AND SEATTLE, WASH. 


Left to right: Hugo Thieman, Central Cal. Salesman; Fred M. Nicholas, San Francisco Salesman; Howard J. White, Pres.; Anton Johnson, Los Angeles, 
Salesman; P. W. McKirlay, Salesman in charge of Pacific N. W. territory; H. L. Ansart, Seattle Office. 
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Plan NOW 
REM FAN GANG 





Robbins & Myers Fans need but little 
introduction to the trade, since practic- 
ally every user and prospect ts familiar 
with them. Because they “stand up” un- 
der the heaviest strain, they have gained 
the good will of both consumer and 





dealer, and have long possessed a na- 
tional reputation for Quality, Service, 
and long life. | 

R & M Fans will boost your sales. ) 0) 


can do it simply by concentrating a |it- 
tle selling effort on them. 





THE ROBBINS ¢ 





Factory & General Oji® 


- ey RT 


PRINT IN B 
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OTOR SALES 














\lany years of national advertising More and more jobbers’ salesmen sell 


have built up a prestige for Robbins & R & M Motors each year. Trade ac- 
Myers motors that is ever producing ceptance makes the securing of orders 
greater sales. Their absolute dependa- an easy matter. We will render every 
bility in service under the most trying possible assistance to aid the jobbers’ 
conditions has made the repeat order a salesmen to sell our products. Write to- 
usual procedure. | day, if you want help. 








fiYERS COMPANY 


jij? RINGFIELD, OHIO 


2. SF ECF wen amemnen 


'T IN BINDING 
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The Jobber and Paranite 


PARANITE WIRE and CABLE have been sold 
through the jobber ever since the day, thirty-six years ago, 
that they were first ready for distribution. Those thirty-six 
years have been marked by success after success that has 
made the PARANITE organization what it is today. 


The steady growth cf the Indiana Rubber and Insulated 
Wire Company would not have been possible had it not been 
for the wonderful support granted us by jobbers and their 
salesmen. We owe to our jobbing friends much praise and 
gratitude for the big part they have played in our success. 


No need of us telling you that PARANITE WIRE and 
CABLE is good, or is better, or how fast it sells. It has 
already been an established fact that “If it’s PARANITE 
it’s right,” and is “MORE THAN CODE REQUIRES.” 


THE INDIANA RUBBER & INSULATED WIRE CO. 


JONESBORO, INDIANA 


CHICAGO NEW YORK 
Marquette Bldg. THE THOMAS & BETTS CO. 
63 Vesey St. 


KANSAS CITY, MO. 





LOS ANGELES, CAL. 


NUDE, it’s right” 


















































Inland PolicY 
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THE MONOGRAM Unit has been de- 
signed for the use of monograms, and 
when ordered in lots of one hundred or 
more, there will be no extra charge for 
inserting monograms. The decorations 
of this unit are fascinating because of 
the delicate application of tan, brown 


has always been a complete cooperation with 

jobbers, and as a result of this cooperation, 

this new unit was scientifically designed. It 

supplies the demand of illuminating engi- 
neers for a highly efficient unit of 
new shape and greater diffusion of 
light. With this unit, harsh glare 
spots are impossible. 


and touches of blue. The above illustration is the same unit finished 


This decoration is decidedly effective without in plain SNOW-WHITE glass, anid reveals a 
the monogram. sense of dignity that meets a specific demand. 


yy 
é 
7 
qe 


7730D48, 10 in.—4 in. fitter. rer 
7732D48, 12 in.—6 in. fitter. 77 


34D48, 14 in.—6 in. fitter. 
36D48, 16 in.—6 in. fitter. 


INLAND GLASS 


6101 W. 65th Street 





lt 


28, 
30, 10 in.—4 in. fitter. 7734, 14 in.—6 in. fitter. 


8 in.—4 in. fitter. 7732, 12 in.—6 in. fitter. 


7736, 16 in.—6 in. fitter. 


COMPANY 


Chicago, Illinois 


J 





) 

















wet, LEWES ICY 


= qe 

















6505D46 6505SW 6505D25 
5 in. depth—3% in. fitter. Packed 5 in. depth—3% in. fitter. Packed 5 in. depth—3% in. fitter. Packed 
in cartons of one dozen. in cartons of three dozen, in cartons of one dozen. 
The Midget Enclosed Unit illustrated above has been The decorated Midget has become a very popular 
designed + “a eo —_o hog ve omen enclosure for use with wall brackets and displaces 
giving a better diffusion of light and at the same 
time eliminating down glare. the perishable parchment shade. 





GI Gww 


‘ 


0 


The decoration of this unit is conventional, 
yet sufficiently delicate in tone to subdue 
severe commercialism. 
7728D50, 8 in.—4 in. fitter. 
7730D50, 10 in.—4 in. fitter. 
7732D50, 12 in.—6 in. fitter. 
7734D50, 14 in—6 in. fitter. 
7736D50, 16 in.—6 in. fitter. 





ei This decoration is Florentine in its character and designed for a m 
7728, 8 in.—4 in. fitter. heanew odieas. 7 on _ 
This kitchen unit is designed for general " nee 2; 
lity 7728D49, 8 in.—4 in. fitter. 7732D49, 12 in.—6 in. fitter. 
a ae Guam 9g pamtay, Ret, posed, hasement 7730D49, 10 in.—4 in. fitter. 7734D49, 14 in.—6 in. fitter. 


ind garage. It renders a most efficient dif- 
usion of light. 7736D49, 16 in.—6 in. fitter. 
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“RACO” BOXES 


MADE RIGHT PACKED RIGHT 








Increase Your Sales and Profits 
Contractors like 7he ““Raco’’ Way 


“RACO” patented new work Switch Boxes 


All ‘“‘Raco’”’ patented Switch Box Supports are equipped 
with two pairs of gauging and bracing points and plenty of nail 
holes for convenient and rigid installation on face of studding. 


They are furnished in connection with all types of regular 
‘“Raco’”’ Switch Boxes for BX, Conduit or Loom. 


Easily gauged with inexpensive ‘‘Raco’’ Switch Box Units, 
Showing “Raco” Extended and will not open up under rough handling after installation. 


E d Lath S t Applied . . e 
to “Reco” Switch Box for BX. Save fussing around with wood or metal strips. 


" type “XL’’ new work Switch Boxes (patented Nov. 28, 
1916 and Aug. 24, 1926) have two angular steel Extended Ears at- 
tached to box with screws in closed slots, permitting adjustment for 
thickness of plaster. Equipped with lath support for cut laths. 





‘Raco”’ type ““R” new work Receptacle Boxes have patented Ex- 
tended Ears attached to sides of box, permitting installation of recep- 


tacles in the desired horizontal position. Showing “Raco’” Extended 
Ears Applied to ‘Raco” 


Receptacle Box for BX. 


““Raco”’ type ““B’”’ new work Switch Boxes (patented Jan. 17. 

1911) have a substantial steel Mounting Bracket, with entirely 

new and practical Plaster Keys, riveted and spot-welded to box. 

Equipped with long Lath Support, with shape retaining rolled 

Showing “Raco” Bracket and  €@ZeS, to engage cut laths and interlock with solid laths on either 
Lath Support Applied to 4. of box. 


“Raco”’ Switch Box for Loom. 


The “RACO” Complete Line includes: 
Patented Bar Hangers and Set-up Boxes 
—Switch Boxes—Outlet Boxes and Covers 
—Ground Clamps — Speaking Tube. 
Write us for catalog sheets. 


& Ss 2 ae 
Showing ‘“Raco” Bracket and 


MC-Box BO-Box DO-7 Box CO-Box BLC-Box Lath Support Applied to “Raco 
Switch Box for Conduit. 


ROACH -APPLETON 


3440 No. Kimball Ave., CHICAGO, ILL. 
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nd HANGERS 


SOLD RIGHT WORK RIGHT 




















. ) 
by 


by Pushing Raco Boxes and Hangers 


for new work installations 








“RACO” patented Bar Hangers and Set-up Boxes 


_d : (Patented Mar. 18, 1913) = 











Oo 
g. 
ar 
Showing “‘Raco’”’ SU-2 Set-up Box and Straight Bar Hanger, with HL Lath Supports 
Applied 
ES; 
n. 


The first Bar Hanger listed as approved by the Under- 
writers. 


The slideable stud with heavy wing nut, permits quick 
assembly and adjustment, clamps box securely in place 
and makes a positive ground. 


The flat steel bar makes a rigid support and stands han- 





ded dling on the job. 


co 














X. . we ee 
7 And, now, with the new ‘‘Raco’’ HL Lath Support for Lather setting cut laths in “Raco” Lath 
7 —— upport on ar anger. 
Bar Hangers the electrician can make a complete and fin- 
sly : i 2 c , : A type for every installation 
ished installation, as it provides a simple and effective : le 
DX. —— . 
method for securing the cut laths at outlets. . 
ed HB Straight Bar Hanger 
sid Sell “‘Raco” Bar Hangers and |. = 








NOTICE! Ceiling Boxes, Outlet Boxes and a a Set er Senger 
“Raco” Bar Hangers, 


Set-up Boxes and new Covers, and satisfy your trade. HS Shallow Offset Bar Hanger 
work Switch Boxes are 


protected by patents ” em — 
owned by this company. Raco” products are the best of 


HO Old Work Bar Hanger 





See es 





j All infringements will be : . 

vigorously prosecuted. their kind that have ever been of f 
Look for th tent dat | 

| while “eimai om a fered. HC Universal Box Cleat 


Products of licensed 


id ‘manufacturers, ORDER NOW! 
1 §MANUFACTURING CO. 


BRANCHES: Birmingham, Boston, Cleveland, Denver, Detroit, Indianapolis, Los Angeles, Miami, Minneapolis, 
New York, Philadelphia, Pittsburgh, Portland, San Francisco, St. Louis, Seattle, Toronto. 











SU-10 “Raco” Cable Box and Straight 





Bar Hanger 
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wi. NOs mm] Tore o APPLIANCES pA 








{ Us 

\3 

) — New Prod 

), A New Plant ew Products 
ry © 

= 

O — And a New Policy 

igi TORRID’S new home is more a | Only one Curling Iron some four 
||| testimonial to the staunch, unfail- Years ago. Today, America’s com- 
\ ing loyalty of those we serve than plete line of popularly priced 


Electrical Appliances! Comprised 


anv material expression of our own , 
5 I of more than fifty Cooking, Heat- 












i} creative and productive capacities. ing and Hairdressing Devices. 
i Consolidating Executive and Ad- Chief among the new items recent- 
if oe . > ° ° ° 
| ministrative Offices, together with ly introduced:—Reversible and 
Leal | all Manufacturing Divisions, “wn- Adjustable Toaster; Table Grill 
oi a ' . SARE ; 
al der one roof,” it bears witness to | and special con ibinations thereof; 
iil . : Circulating Air type Room Heat- 
qT the fact that earnest effort in estab- or: 
\- psy x er; Cigar Lighter; Emergency 
| lishing new standards of quality- Heater: and Christmas Window 
gi values is well worth while. | Candles. 
lal 
} es a 
et TR ) ’ > r y 
if DISTRIBUTORS POLICY:—We will be glad to discuss our protective 


policy with you. At the same time, we will provide a list of the 
prominent wholesalers who are already functioning as TORRID 
DISTRIBUTORS. If you are interested in merchandising a 
complete line of uniform high grade quality, you will certainly 
want to learn all you can about the newly adopted TORRID 
DISTRIBUTORS PLAN. You will approve its liberal provisions, 
its practical application, and the profit-taking opportunities it 
affords. 





Emergency Heater No. 725, pictured above, 
lists at $3.75. Reversible Toaster No. 600, 
to the right, at $4.50. Waffle Iron No. 300, —_ 
above and to the right, at $10.00. Only r 








three “high spots” in a high peak line. 
Send for complete sample assortment, 


TORRID’S NEW HOME 
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HARTFORD, CONN. 
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Complete Table Grill No. 625 
— Another TORRID Success 




















Six Separate Numbers 


No. 625—Complete Table Grill consisting 
of Stove; Removable, cast-aluminum Grid- 
die; and Chafing Dieh...................... $9.75 
No. 626—Table Stove of pedestal design. 
Special porcelain bed, incorporating heat- 
ing element, 7% in. diameter. Heavily 
nickeled base, beautifully polished_...$4.75 
No. 627—Combination of Stove and re- 
movable, cast-aluminum Griddle, 9% in. 
in diameter. Two appliances in one....$7.50 
No. 628—Combination of Stove and Chaf- 
ing Dish—pyralin enamel handles. Diam- 
eer, 93% ia. Depth, 2 in................ $7.75 
No. 629—Aluminum Griddle only. Ex- 
clusive ribbed construction underneath tu 
insure secure fit on Stove bed; also for 
rapid and even heating......................$2.75 
No. 630—Chafing Dish of heavy steel 
construction; nickel plating finely buffed 
WR IE, dicikascocncarcanieaerstiegs $3.00 


RPE et tt i Ge mt el 







Pa nee Soe, 





ee 
Ci ges 


mo 








Merchandise It Complete at $9.75 8 


or Offer It in Special Combinations 


In TORRID No. 625 you have an all-purpose Cooking Appli- 
ance that gives you four separate and distinct opportunities to 
make a first sale and two additional possibilities for repeat 
sales. You can sell the Complete Table Grill at $9.75; or the 
Stove and Chafing Dish combination at $7.75; the Stove and 
Griddle combination at $7.50; or the Stove only at $4.75. 


. 


Those who purchase the Chafing Dish Combination will want 
the removable Griddle, eventually. And the Griddle Combina- 
tion will lead to the sale of a Chafing Dish, sooner or later. 
When the Stove only is bought, there are two sales in the 
making—both the Chafing Dish and the Removable Griddle. 


Ingenious and unique? Yes! But equally as practical and efficient. 
As with this specialty so with all TORRID products. We shatter 
precedent. We give plus-value in more than one way—always in 
money’s worth, always in serviceability and always in useability. 


THE FRANK E. WOLCOTT MEG. CoO. 


HARTFORD, CONN. 
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ELECTRICAL CONTRACTORS 
EVERYWHERE 
FAVOR THE HERWIG LINE 


As National advertisers for years in the leading Electrical Trade 
Journals, our line needs but little introduction to the trade by your 
salesmen. 

During the past year the Electrical Jobbers have had a continuous in- 
crease on our line selling the Electrical Contractor. 

For complete information on this line send for a copy of our latest 
catalog, No. 25. This contains 32 pages, showing some 200 or more 
Herwig fixtures. 








There’s A Herwig Product for Every 
Outdoor Lighting Fixture Need 


Herwig products fill every outdoor lighting fixture need. They are suit- 
able for Apartment Buildings, Bungalows, Country Clubs, Churches, 
Garages, Public Buildings, Residences and Warehouses. We can dupli- 
cate any of our fixtures in solid bronze. 


HERWIG PRODUCTS ARE NATIONALLY ADVERTISED 
IN ALL THE LEADING TRADE JOURNALS 








OFFICES AND FACTORY 
OF THE HERWIG COMPANY 


Established 1908 
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The HERWIG COMPANY . 


1753-1759 SEDGWICK STREET 
CHICAGO, ILLINOIS 
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DO YOU WAN] 


We of Crownco believe that you as jobl: 
a price. The Crownco line and the Crot 
2 





the broader basis of a real merchandisi 

these things: (1) A small line but one t 

line with al/ the prevailing types of resitfi 
ing to the ideals of residence owners (nd 
in colors that is practical and 1s free fo 
salesmen can explain the whole line §s 
at prices that will sell them. (6) A promt 
requirements that are not a burden to j@r 


In planning the Crownco line and safe 
kept in mind at every turn. Crownco Igy 
Simplicity first. Next, a readily saleable lig: 
moved so that he can readily “know! 





CROWM 


Crown Electrica 
ST. CHARLE 








—_ 


|. PRINT IN BINDING 
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MERCHANDISING SERVICE 9 
OR JUST FIXTURES - 








bare not interested in metal to be sold at 
rao policy have therefore been built on 
siervice. The line and the policy include 
thm sufficiently diversified. (2) A complete 
simial fixtures included. (3) A line conform- 
namxturewise’). (4) A catalogue of the line 
efou and your customers (with it your 
e Bst 11 minutes). (5) High quality fixtures 
romte that has not been beaten. (7) Stock 
) @r or dealer. 


saan, the salesman of the jobber has been 
) hiven him the tools with which to work. 
li@inally, all vexatious complications re- 
v mutt” and do it. 


VN@YISION 


-asanufacturing Company 
LERLINOIS 

















CRORE Y erpepemeee 


SINDING i 


92 THE JOBBER’SfA]SALESMAN 


“FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE.INDUSTR 











Model 540 he 540 
Closed ! Height 45” 


Mahogany Only 





A Remarkable Receiver Created to be a Leader 


Here is a receiver that will influence future styles in radio construction. 
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PRICE Jobbers ow Price vou $5 2 


‘Dealers Price From You $ 70 
ATTRACTION (Consumer ... $110 


Future Select Six Console 


Handsome in appearance, containing a six-tube, one dial 
radio set, including a “Utah” unit and a very remark- 
able amplifying horn—first class in every respect. This 
is built for 


The Great Average American Home 


POLICY—Sold only through jobbers; one jobber in each distributing 
center of the U. S.; one price; one model; one sales policy; one word 
is our guarantee. 


We want no over-lapping territories if we can help it. Neither are we 
out to manufacture an excessive number of sets. Our production will 
be limited and will not be over-sold. 


Showers Brothers Company was established in 1868. We now have 
the largest furniture factory in the world. This has been built on the 
principle of always producing outstanding commercial values. Now 
we come to you electrical jobbers with another one of these values and 
are ready to do business with you as it should be done in your industry 
—so that we can all make some money and at the same time give 
average home people a set of which they can be proud. 


Are You Interested? Write 


SHOWERS BROTHERS RADIO DIVISION 


ESTABLISHED 1868 
914 SOUTH MICHIGAN AVE. CHICAGO, ILLINOIS 


Factories: Bloomington, Indiana—Burlington, lowa—Bloomfield, Indiana. 


































SNOILVOITE&Nd 


TVOINLOATA ONIGVAT AHL 
NI 


ONISILYAAGV AddVd AGVAL 


ouveann ODVDIHD “IvV)0 ‘ANVITIMUMVO HOoUnasLlLiLid auvadnn 
WJ invanoor™ preqan iL 


SALV.LS GALINN 
AHL YAO TIV ONISILYAAGY 


TIVW-Ad LOAYIG 


ONISILLYAACY IIVW Ad 
LOFINIG NI JDVAIAOD %001 


ADITOd SMOLNGIULSIA %001 : 








Zz 
< 
= 
7) 
ea) 
a 
< 
7) 


2) 
~ 
(=) 
Z 
— 
Q 
eo) 
isa) 
Z 
— 
a 
< 
= 
& 
a 
< 
i) 
4 
fe) 
Ay 
= 
lanl 
& 
mn 
o 
a 
[o3] 
is) 
& 
| 
4 
ea) 
ao) 
ine] 
=e 
o> 
a2) 
al 
em 
° 
Z 
< 
= 
n 
ea} 
J 
< 
wn 
oa) 
a) 
H 
w 
< 
se] 
a) 
ft 
tx 
lon 
—] 
w 
= 
e3| 
ee} 
a 
Zz 
°o 
Q 
ie) 
Q 
Z 
~ 
2 





THE JOBBER’S 


Pe. 
* 


“( 


f 


'$922]0199AE UONJINAPSUC) BALI PUD 
UoNplvH preqqnyy 2799 NON, Ajoy IN MOY $1 S1Yy, 




















October, 1926 THE JOBBER’S[A)/SALESMAN 95 





FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY.” 


Our Nat es Advertising 


\ Christmas. sales. 


The advertisement be- 
low appears in LIBERTY, 
issue of September 11. 











The justly famous 
Aladdin No. 74 Desk 
Flex Lamp. 


Lamp makes 
Home Study There is a market for at 
Pleasant least five Aladdin Lamps in 


every wired home. Our 


The boy or girl who has an national advertising in 
Aladdin Lamp is pretty sure Heenan ih socal 

of passing marks. It pro- LIBERTY Magazine will 
duces them as magically as 
the fabled Lamp of old did help you make these sales. 


gold and silver because it ba 7 : 
Lives 00 plcaennt stanly ove of Display and talk Aladdin 
all eye strain. There is a : . 
tag ties é ‘ Pp § oo "ist- 
4 74. Verde Green, pr. sg Bronze or Statuary pride and satisfaction in set- Lamps for A bigger Chi ist 
ronze finish with metal shade. A very popular lamp i ! c c ag ~ wae ee 
p iy ho Sihencabiiiey in the oles. vid « pean Meoug — down Pn he inv = mas business and for reg- 
Eth. 05.65. problems under the inviting 
At your dealer’s—or direct and adjustable light of ** Alad- ular day-by-day sales, 
din No. 74. 
And after lessons are done, it serves as a perfect reading lamp for the family 
It is the type of lamp that is always proving its worth by meeting unexpected 
needs. 





Write for new No. 
Ask for Aladdin Lamps at your dealer or order direct, sending dealer's 26 catalog toda y 


name if you will, please. . 
and for special 

ALADDIN MFG. CO., 617 East 18th St., Muncie, Indiana ; . 
trade discounts. 


99 
Al 6 N ALADDIN MFG. CO. 
614 E. 18TH STREET 


ELECTRIC PORTABLE MUNCIE, IND. 


i. LAMPS axe. 


“Will Light Over a Million Homes Tonight” 
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This tis No. 
8 of a series 
showing op- 
erations m 
the making 
of “Central” 
Conduit. 





COATING 
‘CENTRAL Wate’ Conduit 





Enameling the Interior of 
“Central White’’ Conduit 

















| Electre-Galvanizing the Exterior of ‘‘Central White’’ Conduit 


KTER passing the inspectors in 

the Pickle Room the pipe for 
“Central White’ Conduit is placed in 
vertical racks. These racks are taken 
by an overhead crane and placed in 
an electric cleaning tank where the 
final traces of grease or oil are re- 
moved. 

The pipe is then taken to a water 
tank where it is washed thoroughly 
before the plating process is started. 
After this washing it is given a flash 
or cleansing coat of zinc and again 
is washed before the final zine coat is 
applied. Ample time is given for this 


finishing coat to provide a heavy, uni- 
form protection for the pipe while 
the utmost care is exercised to make 
certain that the coating is perfect in 
every respect—adhesion, thickness and 
appearance. 

After the pipe has been released 
from the plating tanks it is unloaded 
and inspected. The approved pipe is 
then given an interior coat of black 
enamel and placed in the circular 
cages, shown in the smaller illustration 
above. 

These cage loads of pipe are trans- 
ferred on overhead trolleys to an oven 
where the enamel is carefully baked. 
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Paulding Brass Shell Key Socket 
Interchangeable Terminal Screws Upset (They 
Durable Mechanism Cannot Fall Out) 

Phosphor Bronze Spring and Vitreous Porcelain 
Contact Immediate Delivery 


Best Quality Composition Key Satisfied Customers Low Priced 


John I. Paulding, Inc. 


New Bedford, Mass. 


PAULDING 


WIRING DEVICES OF MERIT 
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Highly efficient—popular price— 


- nal fully shielded in an enameled 


metal case. 


Switches aw 


Moulded Bakelite base — Spring 3% to 1 ratio........$2.25 list 
brass contact—Moulded insulated Stock No. 1550— 
5 to 1 ratio 


eae Dependable 
na Raw eeen Products 
—for the 1927 Season 


Stock No. 2010 70c list 


Variable High Resistance 


Controls oscillation and regulates 
quality and volume. Highly nickel 


Used by leading set builders— __ pistes meta! shett with moulded 


Range 0 to 200,000 Ohms 


Double Pole, Double Throw Quality with a Popular Price = sno 2120. 5. 31.25 tis 


Base 214” x 13%” , 
Stock No. 2020.........$1.00 list a — 


Nationally advertised— easily 
sold—big dealer appeal—extra 
wide margin of dealer profit. 
ret Complete catalogue upon 
Triple Pole, Double Throw request. 


Base 214” x 2” 


Stock No. 2030 $1.50 list Write Dept. J. Ss, il Tlie 
Five Pole, Double Throw Eliminator 


Base 214” x 31%” Moulded Bakelite case with insul- 


Stock No. 2050.........$2.50 list ESLIE r MUTER Co Stock Noe 1860." ..$2.50 list 
E « , $2.50 lis 


{MUTE 


76th and Greenwood Avenue Ca 
CHICAGO, U.S. A. > ilivaniaun | 


MUTER CHiCago 


Variable Condensers 


Antenna Plug Moulded Bakelite case. 
og ageerener .000003 to 


Black moulded Bakelite. 21%” long. gr 
Stock No. 2600.......... .60c list . Stock No. 1900 
st ig Wee are Variable grid condenser .00015 to * 


0005 M. F. 
Stock No. 1950 $1.00 list 











ae ane Ee ere 


Resistance Amplifiers aoe 
Completely wired, ready for installation. Individ- Highly polished metal end plates with adjust- 
Complete Aerial Kit able soldering lugs. Bakelite plates—mica in- 7% 


ually packed, with instructions. ; b , = 
Stock No. 1410 (2 stage) $6.00 list Contains all necessary parts to erect. Attrac- — a 4g 
tive individual cartons. Used by leading set builders. 


Stock No. 1400 (3 stege).............. 8.00 list Stock No. 250 All popular sizes—from 30c to 85c list. 
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The Well-Built AUTOVENT Line 
of Ventilating Fans 





Offers Three Advanced Ideas: 


{1} {2} 
Radiation Cooled Heavy Duty Type 





for unfailing service for longer life 
| Constant, steady operation depends en- Autovent Motors have larger H. P. 
| tirely upon a clean motor. No dirt, grit ratings, fan for fan, because this adds to 
? or other foreign substance can contam- the life of each machine. A motor with 
) inate the windings of an Autovent motor plenty of reserve power is not subject to 
) because of its enclosed design. The ex- dangerous overloading and expensive 
hausted air is not constantly passing burn-outs. Such precaution gives you, 
through the motor. a longer lived fan. 


{3} 
Perfectly Balanced 


for quiet running 


To please the user, a fan must not only run 
continuously but must be smooth and quiet 
in operation, too. To insure this kind of per- 
formance, each Autovent fan wheel is carefully 
balanced. It must run true. It is built to 
rotate easily, naturally, with the least possible 
strain on the motor. Therefore bearings wear 
down evenly. 


AUTOVENT FAN @ BLOWER CO. 


730-738 W. Monroe St., Chicago 


Offices in all principal cities 








Repvin tig vtpris eyes: egg hah tats ete BR 
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LATEST ADDITION TO THE 
STEEL CITY FACTORY BUILDINGS 


The latest addition to our factory, pictured above, is certainly concrete evi- 
dence that Steel City Wiring Devices are growing more and more strongly 
in favor each day. 


This marked prosperity, however, would not have been possible had it not 
been for the wonderful support accorded our products by jobbers and job- 
bers’ salesmen the country over. We want to take this opportunity to acknowl- 
edge our debt to those whose whole-hearted co-operation has made our 
success possible. 


PITTSBURGH, PA. 
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CHROMALOX 








ISOYATED SHOPS ~ VALVE HOUSES ~ ELEVATORS ~ DRY! ROOMS 
STORAGE ROOMS ~ CRANE CABS ~ ON OUTDOO ONSTRUCTION WORK 


se hromalox Clee ale Heater ; 


Heater | 


| Horizontal —6 sizes, 20” and 26” long. 1000 and 1500 
watts. 110 and 220 volts. Vertical —12 sizes, 20” and 26” 










immersion 
nit 


high. 1000, 1500, 2000 and 3000 watts. 110 and 220 volts. 
Portable —8 sizes, 22’”’ and 28” high. 1000, 1500, 2000 
SIZES. and 3000 watts. 110 and 220 volts. 


Ea sily In stalle d Completely assembled, with 3 ft. cable 


and 3-heat switch mounted on stand- 
ard conduit box. Ready to mount on wall and connect to power line. 


Built t O i a st Chromalox Strip Heaters mounted in pressed 


steel, perforated, black enameled case. Light 
and sturdy. Easily taken to next job on temporary work. 





Ring Unit 


STRIP HEATERS for heating 
solids — metals, compounds, 
etc. Over 80 standard Strip 
and Space Heaters of differ- 
ent lengths and ratings. 


Write for Bulletin C-108 giving complete details about Chromalox Electric 


IMMERSION UNITS for heat- Heaters —with prices. Get ready for the cold weather. Use the coupon! 


ing fluids—water, oils, solu- 
tions, etc. Over 30 catalogued 


Sizes. oat aeeeeeeaieeecee a 








RING UNITs for clamping to 
bottom of small tanks, boilers, 


commeaet: | CHHROMALOX tits 


3 inches in diameter, 75 to ’ MANUFACTURED EXCLUSIVELY BY 


'00 watts, to 11 inches 500 | EDWIN L. WIEGAND CO, 422 FIRST AVENUE, PITTSBURGH, PA. 


to 1800 watts. 5 


Quick Shipments 
from Stock. 














~~ 
This advertisement appears in the October issues of 
IRON & STEEL ENGINEER, JOURNAL OF ELECTRICITY (Oct. 15 

INDUSTRIAL ENGINEER and INDUSTRIAL POWER 








The Railway Utility Company of 
Chicago is sole distributor of Chro- 

ialox Strip Heaters for use in heat- 
ing railroad and street cars in the 
United States and Canada. Sole 

anadian Licensees: The Canadian 
Chromalox Co., Ltd., 251 Queen 
ot., East, Toronto, Ontario, Canada 





WS 








Cc 55,000 copies reaching industrial buyers. They know 
about these units—and are getting ready for cold weather. 
Are you ready to sell them? 


Ask your Sales Manager 
for bulletins about this line of Chromalox Units—the most con- 
sistently advertised line of heating units you have to sell. They 


, actually outwear all others! 
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Sterling Vie ’ Sterling 
Care-Takers j = Inspectors 


Battery Chargers (Bulb type or vibrating - Pocket Meters 
type) \ - ncuarareeneanes Filament Meters 
Trickle Chargers : : ; N ‘a ee nae oe Home Tube Testers 
Automatic Power Control ~ foes one Universal Tube and 
Tube Reactivators TS 2 ms _ Set Testers 
Battery Eliminators : : . oS : eee Professional Tube Testers 














standing Between 
Salesmen and Buyer 


66 9? Je, 
Sterling” Quality 
"VERY oe dealer knows _ 
that ‘Sterling Quality 
means certain performance, 
freedom from repairs, clean- 
cut sales—hence clean profits. 
This not only means repeat 
orders for you-——it means 
dealer confidence and easy 
selling on the new Sterling 
product as well. : 
The Sterling line is complete 
for every need and pocket- 
book. 
Sterling Radio Care-Takers 
and Inspectors are constantly 
advertised in the leading radio 
magazines, periodicals and 
trade papers—to make your 
selling easier. 


The Sterling Mfg. Co. 
Cleveland, Ohio 


























Battery Eliminators. 
Types R-97 and R-99 
supply 180 volts at 50 
milliamperes. Especially 
recommended for multi- 
tube sets using 17! or 
Necro 210 power = Ne 
one SP agiie * hum nor distortion. 
Peoket Meters i typeo— =3i ao Wide range of models at 
ammeters, Voltmeters, Volt- 5 fe af prices from $20.00 t 
ae. Price $1.00 to meshes $55.00 
00. . . 

















Trickle Charger. Absobutely 
isel t tie, require 





no attention. 

R-101 complete with Tungar *h : H 

Bulb—$14.00. he . Pie 

R-102 complete with Tungar mites fo! 

Bulb and Automatic Control testing large 

unit. Price $17.50. w rsmal 

bes. Shows 

wheter tube is good, fair or om Price $7.5 
an 
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Wh 
Nol 


wer: "MY 



















MORE SALES 
MORE PROFITS 
MORE PRESTIGE 





These are yours from the day you accept our 
exclusive protected-territory proposition on 


# 

§ 

Cora Cased and Nuite Commercial lighting glass. ‘ 
\ 

! 

: 

i 

a 


=) / 





Your Own Exclusive 
Lighting Unit 


gives you a sales and profit advantage over every com- 
petitor. In Cora Cased Glass you have unbeatable quality. 
In Nuite Glass you have unbeatable price. And because 
the unit you handle is exclusive and cannot be duplicated 
in your territory, you are assured of the sales and profits 
on all additions and replacements that follow each first order. 


Why not enjoy these advantages? 
Why not write? 


—ee——E——e en 


\\o 





CONSOLIDATED < 


LAMP & GLASS CO. 


Yn. ww 
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The REYNO|TE Do/ 


in Protection and. 





Heater Cord Set 
Heavy Duty Service 
No. 600 





If the jobbers attending the 
ESJA convention at Atlantic 
City this month would unite in 
defining a policy that would as- 
sure the ultimate in protection 
and profit for the jobber, that 
definition would apply to the 
Reynolite policy. 

Obviously, only jobbers who 
are qualified to support such a 
policy are handling Reynolite 
devices—that’s why we call it a 
“restricted” jobber policy. But 
to those jobbers we renew our 
pledge of the utmost in back- 
ing and support. 


Reynolite Division 


Reynolds Spring Company 
Jackson, Michigan 














Separable Attachment 
Plug No. 420 


“Triolet”’ Convenience 
3-Way Tap No 380 


Angle Two Way 
Convenience Tap 
No. 240 
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y means the Ultimate 
ofit for the Jobber 


ee Fs Ss 









Toggle Plates 
Nos. T-1101 and T-1102 





















But a rigid policy that protects 
the jobber is only important 
when combined with a line that 
is saleable. y 

Consistent missionary work— 
advertising—direct dealer mail- | 
ings —sample cases —original | 
counter display salesmen—five- | 
piece window trims—these are 
the reasons for the ever-in- 
creasing popularity of Reyno- 
lite devices, the most complete 
line on the market today. 


Share in the outstanding profit- 
making features of this popular 
line with its aggressive, up-to- 
date sales support. Write for 
samples and complete informa- 
tion. 








Reynolite Division 


Reynolds Spring Company 
Jackson, Michigan 











Appliance Cord 
Switch No. 110 











Convenience 
Tap No. 360 






Straight 
3-Way 


Straight Two-Way 
Convenience Tap 
No. 220 
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Reasons WHY '|--- 


Year after yaar HEMINGRAY GLASS 
INSULATORS maintain the leadership 
in SALES. 


Their efficiency has been established 
over many years of long and sturdy 
service, 


They combine the qualities of durability, 
uniformity and low cost. 


Known universally to the trade, they 
have little sales resistance. 


Particularly suitable for all low and 
medium voltage lines ranging from 2300 
to 15,000 volts. 


And they are immediately available for 
prompt shipment. 


Surely a summary of the importance of 
these facts will convince you without 
doubt the salability and profits that can 
be derived in carrying Hemingray Insu- 
lators. 


If you have not had an opportunity to become acquainted 
with our Jobber’s policy, write us. It will be appreciated. 


EMINGRA 





GLASS COMPANY 








MUNCIE, 


INDIANA 






































ji 
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Blandi 


Radio Cabinets 


ITALIAN RENAISSANCE 


High-Boy and Bench 
Model H-200 - $385.00 


RICHNESS 
DIGNITY 
ARTISTRY 


Blandin Phonograph Co. 


Racine, Wisconsin 


PERSONIFIED 








SPECIFICATIONS 
Height Width Depth 

Over All Dimensions 

of Highboy lta 
Over All Dimensions 

of Bench........ 18” 24” 16” 
Inside Dimensions of 

Speaker Compart- 

ment 24” 23” 11%” 
Inside Dimensions of 

rt 


12%” 28” 16%” 

Cabinet will “ommodate any set, pro- 
viding panel size does not exceed 8” in 
height or 26” in length. 
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AN EXCLUSIVE JOBBER LINE 


JOBBER POLICY 


Grahling Brothers residential lighting 
fixtures are sold on a Manufacturer-to- 
Jobber-to-Dealer basis. This policy em- 
braces Protection, Price and Merchan- 
dising helps. Assuring a clean cut job- 
ber policy. 








No. 322 
Length 10”, Spread 10” 


Six to Container 


Length 7”, Spread 914” 


Six to Container 


Length 914”, Spread 414” 


Twelve to Container 


EXCLUSIVENESS 


Grahling fixtures are sold to only ONE 
jobber in a given territory, that is why 
the jobber’s salesman likes to sell 
Grahling fixtures because he has NO 
competition in his territory to meet. 
There are some territories open. May Length 11”, Spread 514” 


we hear from you? Twelve to Container 
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Tuning Is As Easy 
Oscillations As Winding Your 
Absolutely 


Watch Remarkably Clear, 
Eliminated 


Undistorted Tones 


H ARCEMAN Y... 


Prices 
bs Radio is so vastly superior—so astonishingly differ- 
ent—so immeasurably\greater than any other receiver on the 
market that it knows no sales resistance 
We \don’t like the word ‘“‘revolutionary."” But, two new 
inventions employed in Hartman Radio lift it so far above 
the otdinary receiver that only “revolutionary” 
describe its true distinctiveness. 

As a jobber’s salesman, you are haturally interested in 
one thing above all else—a line you can easily sell your 

dealers; a line they, in turn, can easily sell their/cus- 

tomers. 





seems to 


We want every jobber’ s salesman who is not familiar 
with Hartman Radio 


to write for ““The Complete 
Hartman Story’’—a \booklet/fully describing our 


line and unusual sales policy. You owé it to 
yourself and to your dealers to know Hartman 
Radio. 


THE HARTMAN ELECTRICAL MFG. CO. 
Six Tubes Under \ Mansfield, O. 
Single Control 


Coshocton, \o. Chatham, Ont 


Absolute Minimum 
Service Required 














Regeneration 
Eliminated Maximum Volume and 
By L-W Circuit Distance, Regardless 


- — of Wave Length 
artman 


Clover-Leaf Cabinet Designs 


Condenser 
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A PROTECTIVE JOBBER 
POLICY ON PORCELIERS 





The “Porcelier” jobber policy affords 
the utmost in protection. 


“Porceliers” are sold only through 
recognized jobbers. 


Dealer acceptance is assured because 
of the extensive trade paper advertis- 
ing now appearing. 


“Porceliers” are built up to a standard 
and not down to a cost and yet you 
| can meet cheap competition with a 
‘at_Ne pet eg Sate cntiet quality fixture. 


426—Levolier switch, no outlet 
428—Levolier switch, with outlet 


Porceliers are made of genuine high grade vitrified 
porcelain that will not chip, tarnish nor craze; and 
will always retain their beautiful glaze; are absolutely 
SHOCK PROOF. They are the ideal fixture for 
bath rooms, kitchens, laundries, hospitals, hotels, 
restaurants, barber shops, etc. 


Colored Porceliers are made in blue, grey, old rose, 
ivory and green. They can be used in bed rooms, 
bath rooms, sun porches, breakfast rooms, candy 
parlors, etc. 


PORCELIER FIXTURE AND OUTLET MADE 
OF ONE PIECE. 
Cannot be equalled for neatness. No screws shown 


on the outside. 
Packed one to a carton and twelve to a container. 522—No switch, no outlet 
524—No switch, with outlet 


re . 526—Levoli itch ket, t 
Wired complete ready to install. Gbalccdie evkuk satkes sae oma 


“MAY WE HEAR FROM YOU?’’ 


Porcelier Manufacturing Co. 


1026-28-30 Fifth Avenue 
PITTSBURGH, PA. 
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POWERLETS 


Pioneers of MALLEABLE IRON Conduit Fittings 
Non-breakable — Everlasting Against Rust — 
20,000 Different Combinations 


ithe 5 POWERLET 


_ 





These fittings made of malleable iron combine 
all the advantages of cast iron and steel in one. 
Have large wire chambers and integral hubs. 


Powerlet Vapor-Proof Fittings 


























Complete line of vapor-proof 
fittings of rugged construction 


Multi Porcelain Multi N.E.C. Cutouts Powerlet ‘“‘Newgard”’ 

Bushings All Sizes Service Caps Vapor-proof 
Slate and Porcelain 1,” to 6” sizes Receptacles 
2 to 8 wire holes 





Most Complete Line of 
Porcelain Bushings Made 


MULTI ELECTRICAL MANUFACTURING CO. 


1848 WEST 14th STREET, CHICAGO 


BRANCHES IN FOLLOWING CITIES: 


New York Philadelphia Boston Pittsburgh 
Minneapolis St. Louis Indianapolis Denver 
Atlanta Los Angeles San Francisco Seattle 
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| There Are No Dead Spots| 


| | in the 





























rots) Line 
SS” Usable and Salable 
the Year "Round 


N 


Porcelain Brackets lL; AMP GUARD~ 


Levolier Prec Glazed Porcelain Sanitary Brackets add har- 

mony and utility to bathrooms, pantries, kitchens and laundries. KE 

A re-order item with practically every house-wiring contractor THE 9 es 
in your territory. 


The Lever Control at the bottom of the socket is new and 
most convenient. A slight push or pull in any direction with 
the finger will turn the switch on or off. 






oF = a 9 
‘6 us td ' NS 


WU Delights as it Lights L 






































Convenience outlet saves the price of an extra circuit run to 
baseboard receptacles. Brackets can be furnished with or with- 
out convenience outlet. 


















When you sell McGill Loxon Guards you sell 
triple protection—Protection against lamp break- 
age, protection against fire hazard and protection 
from the lamp thief. The key locks the guard to 
the socket and keeps all but authorized hands 
away from the lamps. Substantially made. Easy 
to install and maintain. A standard with leading 
electrical dealers. 


Portable Lamps 


McGill Portable Hand Lamps are truly the lamps 
of a thousand uses. In industrial and commercial 
places a reliable lamp is needed—one that will pro- 
tect the light and be rugged enough to stand the 
hardest abuse day in and day out. The three pic- 
tured below, the Crescent, the Bulldog and the 
National are but a part of the complete line for 
every possible need. Your dealers all like these 
portables. 
‘Best Lamps That Are Found to Carry Around”’ 
Send today for new descriptive 
Away from bulletins on Levolier Products. 


the heat of 
the lamps. 






























































Link Switch 


The smallest 6-ampere pull chain switch made. Every electrical contractor 
will be interested in it. Installed on either old or new fixtures without 
changing their length. The Levolier Link Switch is used between two 
links of chain on lighting units having small canopies. Resembles a link 
of chain—hardly noticeable after installed. Takes the place of the “‘sore 
thumb” and pendant switch and is a lot less expensive in original cost and 
in installing. No extra wires are needed. 


ESTABLISHED 1904 


VALPARAISO - INDIANA 
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Drop the bread into Press down the two 
the oven slot. levers. 


Pop! When the toast 
is done, up it comes 
and the electri 

rent ts automatically 
turned off 





A remarkable new Electric Toaster 
for the home entirely automatic 


And with 20 other selling features 
which make it a fast moving item 


ZO 


Hence, a profit-maker for Jobbers and Dealers alike Reasonswhy The 


Toastmaster 
will sell quickly 


The Toastmaster Automatic Electric Read the 20 specific selling features shown 


: . Jew and differen 
Toaster makes perfect toast every time. at the right. Then tear out the note - oe ees ” 
Full-flavored, golden-brown slices. Crisp addressed to your secretary instructing her ” Electric Toaster. 
and crunchy on the outside. Soft and to write for complete information—list 3. Attractively finished 


tender on the inside. And piping hot— price and jobber and dealer discounts. 


so hot that the butter melts and dis- No cost or obligation. 
appears in an instant. 


We will gladly meet visitors and dem- 


flashing nickel 

4. Toasts 2 sides of bread at 
once and takes a large 
slice than most toasters 


5. Toast is always piping hot 
oO er 


when served, due t 
Eliminates Guesswork onstrate Toastmaster Automatic Toaster closed oven 
at our booth No. 198 at the New York 6. Toast kept warm by 


The Toastmaster makes such delicious Electrical Show. 
toast—without watching, without turn- 
ing, without burning. Just 3 simple, fas- 
cinating operations. This is how: 


|. Drop a slice of bread into the oven 
slot; 2. Push down the two levers; 3. 
Pop! Up comes the toast when it’s done 
and the current is automatically turned 


off. 


New—but Tested for Years 


While the Toastmaster is brand new— it 
has actually been tried and tested and 
proved highly successful. For it is a com- 
pact edition of the big Toastmaster which 
has been used for years by famous Res- 
taurants, Hotels and Sandwich Shops. 


Jobbers—Write Now 


We are now marketing this highly im- 
proved toaster—through jobbers. Many 
jobbers who have already taken on this 
item are reporting quick acceptance by 
the trade. 


In many cases reorders have come within 
two weeks. Proof enough that the Toast- 
master is a real seller. 


The TOASTMASTER 





tained heat 

7. Toasts bread to individu- 
al’s liking 

&. Fascinating to use 

9. Three simple operations do 
the trick 

10. Electric current shuts o 
automatically 

11. No watching—no turning 

no burning. 


~ 


12. Same as used in famous 
hotels and restaurants 

13. Other duties can be done 
while toast is being made 
without fear of burning 

14. Impossible to overheat and 
burn out heating elements 

15. Hard rubber legs prevent 
burning of tablecloth 


marring table 
Makes perfect uniform 
toast. 

17. Saves electric current. 

18. Prevents burning of fingers 

19. Easily operated—even by 
a child 

20. So well constructed, it wil 
outlast any other toaster 


ee ie eid | 


, 
+ 
’ 
, 
, 
, 
: Note to Secretary , 
s Write to the Waters-Genter Company, 7 
: 215 No. Second Street, Minneapolis, Min ; 
7 nesota, instructing them to send me list s 
: price and jobber discounts and : 
4 details of the new Toastmaster propos! s 
a tion. s 
s , 
* , 
s 4 
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in operation 
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QUALITY 
Electrical Specialties - 


Gets The Business 
For Jobbers 


It Winks 


Drop in to : 
one us in and Blinks 


BOOTH 161 : —ELECTRIC LIGHTS— 


— —CHRISTMAS TREE OUTFITS— 
New York Electrical Show G=—— __DECORATIONS— 





THE EAGLE WINKER 


The Eagle Winker has made a big hit with the trade. Though introduced 
but a short time ago, this product, because of its unusual quality and low 
price, has gained wide favor among dealers. It is the smallest and neatest 
flasher made, the overall length being only two inches, and it raises the 
lamp above the socket only one inch. Large platinum points of contact in 
the thermostat and highest grade mica insulation make the Eagle Winker 
practically indestructible. Vent holes in the thermostat chamber provide 
ventilation to keep the thermostat working at a regular period. 


This is the opportune time for you to get after your dealers for orders. 
All of them will need big stocks of Eagle Winkers to supply the heavy 
demands of their Christmas trade. 


If you’ve been looking for a real live-selling, profit-making specialty, you’ve 
got it now in the new Eagle Winker. The sooner you get started on it the 
sooner you'll begin to cash in. Start today! 


Write for our complete catalog of over 75 such money-making specialties. 


Eagle Electric Mfg. Co. 


59 HALL STREET 


Brooklyn, N. Y. 
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‘‘The Line of No Regrets’’ 


Replace Hickey Studs and Small Bolts 


The KWIKON “No-Bolt” Stud is a boltless fixture stud which 
replaces the obsolete Hickey Stud. It is applied by inserting the 
threaded stem through the center knockout from the back of the box. 
Two small pins on under side of the supporting head fit into the bolt 
holes of the box and prevent turning. A wide clamping nut run up 
on the threaded stem holds the stud rigidly in position. 


Saves 5-6 of Installing Time Holds Fixtures Rigid 





Patented Feb. 18, 1919 Leaves More Space for Wires 





358 %-in. Open Type (Hollow Stem) for general use 
359 %%-in. Open Type (Hollow Stem) for general use 
368 %-in. Closed Type (Solid Stem) for concrete work 
369 %%4-in. Closed Type (Solid Stem) for concrete work 





Hersh Duplex Signal 


Replaces two units 


The Hersh Duplex Signal comprises a bell for the 
front door and a buzzer for the back door, combined 
in a single unit. It is guaranteed to operate satisfac- 
torily on two or three dry cells or 6 to 12 volt bell 
ringing transformers. 


An ornament for the wall 


This improved signal is entirely enclosed by a 
drawn metal cover. All parts, including terminals and 
mounting screws are concealed and protected by this 
dust proof and bug proof enclosure. The cover is 
finished a handsome French gray finish, but it can 
be redecorated with the wall to fit any color scheme. 
With cover removed showing bell, It eliminates unsightly signals with exposed parts and 
buzzer, windings and terminals terminals which collect dirt and bugs, and is by far 
the most satisfactory signal on the market today. 





Cuts installation costs 


The Hersh Duplex Signal is cheaper to install, too. 
One unit takes the place of two—wire and wiring 
time is saved,—so that money is actually saved by 
installing this superior equipment. The enclosed 
terminals make a neat, attractive wiring job easy. " 
ety ti sure to be well pleased with the Hersh eat Va ae =“ 


Kwikon Conduit 
Fittings 


S. R. FRALICK & COMPANY 


1§ South Clinton Street CHICAGO, ILLINOIS, U.S. A. 
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Congratulations Are in Order 


Wins $25.00 prize of TRIANGLE PRODUCTS in 


MR. THOS. J. BEERMAN 
OF 


ROBERTSON-CATARACT ELECTRIC COMPANY ™ 


ROCHESTER, N.Y. 


The Jobber’s Salesman August Contest 


HOW HE DID IT! 









Robertson-Cataract Electric Company 


ELECTRICAL MERCHANDISE, APPARATUS AND FIXTURES 


BuFFALo. NY Syracuse NY UTica.NY 


TELEPHONE 


ROCHESTER, N.Y. 


Sept. 21, 1926 


Triangle Conduit Co. Inc. 
Dry Harbor Rd. & Cooper Ave., 
Brooklyn, N.Y. 


Gentlemen: 


Although my sales of Triangle 
Products for the month of August did not 
exceed my July sales, I have been grati- 
fied to learn that it takes but very little 
concentration to convince my customers’ of 
Triangle's high quelity. 


I am pleased also to have di- 
rected my efforts to your line because it 
has shown me & way to substantially increase 
my monthly sales thus assuring you of con- 
tinued cooperation. 


Thank you very much for the Tri- 
angle prize. 


Very truly rours, 


a eS eran 


V 













A product that is well and favorably known is half sold 


Cash in on Triangle’s contractor acceptance 








Triangle Products 


Triangle Armored Cable, 
Round and Flat. 


Triangle Armored Cable Tool. 


Triangle Flexible Steel 
Conduit. 


Triangle Non-Metallic Flexible 
Conduit. 


Triangle Rubber Covered 
Wire. 


‘*Triex’’ Non-Metallic 
Sheathed Cable. 


Triangle Conduit Co., Inc. 


General Offices 


Dry Harbor Road and Cooper Ave. 
Brooklyn, N. Y. 


-_ § Brooklyn, N. Y. 
Factories ) Chicago, il. 


In Canada: 
The Canadian Triangle Conduit Co., Ltd. 
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The “77" V Safety Switch. 
Small, compact, to control 


small motors such as used TRUMBULL-VANDERPOEL Complete stocks are carried 
in electric refrigerators, otl ELECTRIC MFG. CO. ineleven distributing points 
burners, etc. BANTAM, CONN. throughout the United States 


AFETY 
SWITCHES 





















118 THE JOBBER'S{AJSALESMAN 


“FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY.” 














“A Greater Pride Hath N 

Man—Than Knowledge Of His 
Industry” * * * **# © # # # * 
And So Let Us Suggest A 
Year’s Subscription To 
THE JOBBER’S SALESMAN 
As A Christmas Gift To Those 
Of Your Friends Who Are 


Wholly or Partially Connected 
With The Electrical Jobbing 
Industry. A Gift That 
Will Be Much Appreciated. 


$1.00 for one year. $2.00 for three years. 
Mail the coupon below, and we will advise the 
recipient that the subscription comes from you. 











THE JOBBER’S SALESMAN 
53 W. JACKSON BLVD. 
CHICAGO, ILL. 


GENTLEMEN: 





Enclosed please find $ 
subscription to be sent to 





NAME 





ADDRESS 











Write Your Name Here 
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The Quality Cleaner 
at a Popular Price 


JEWEL, 


ELECTRIC VACUUM CLEANER 


JOBBERS interested in our plan for exclusive territory for jobbing the JEWEL 
Electric Vacuum Cleaner should get in touch with us at once. As the JEWEL is only 
sold to one jobber of a line in the same territory, you are building a reorder business 
for your own house and not for your competitor. 





The JEWEL is the only electric 
vacuum cleaner retailing for less 


Retails for than $60.00 which combines 


$ 75 the following QUALITY FEA- 
4.4: TURES: Oversize 14 H. P. 


motor, Stewart Metal Bearings, 











{Attachments FREE} 8-blade aluminum fan, soft 


hair, double detachable brush, 
rear roller adjustment, direct- 
to-fan-chamber hose connection 
for practical attachment clean- 
ing and finest aluminum cast- 
ings throughout. 








These 
Attachments THESE QUALITY FEA- 
TURES, together with an iron- 
FREE! clad two year guarantee and 
16 years’ manufacturing experi- 
= ence behind each JEWEL guar- 
antee customer-satisfaction to 
a dealers and dealer-satisfaction 
i to you. 
aes 4 











Sample JEWEL will be sent you for inspection on request. It will 
pay you to get in touch with us—NOW. 


CLEMENTS MEG. CO. ~ <itiangey HE: ; 
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Wit BOX 


SUPPORTING STRIPS 


Patented 





KRUSE 
Trade Mark 193160 


fant it a fact that whatever you are selling the buyer invariably 
asks ‘‘What are the advantages?’ In Kruse Switch Box strips 
there are so many advantages, contractors take to them imme- 
diately. 

We know contractors who have been using Kruse strips for 
years to say it would cost them much more to be without them. 

They offer a new and better way to install switch boxes, they 
are inexpensive and the time consumed in making installations 
will save enough to pay for labor charges many times over. 


FITZ-M-ALL 


OUTLET BOX HANGER 


Cc simple device may be used with equal results on Ps 


old or new work, with either conduit loom or ar- 
mored cables. Made in two sections for easy installation : FItz-M-ALL 
on all work. Contractors have been sold on FITZ-M- ; __ OUTLET BOX HANGER 
ALL with much enthusiasm. = 


For GREATER PROFITS—and BIGGER SALES, 
these two nationally known products offer an unques- 
tionable opportunity. 














Samples will be sent on request. 


MID-WEST METAL PRODUCTS CO. 


MUNCIE - INDIANA 











October, 





1926 
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The products listed below bear the 


IVANHOE 


name and label, which means that 
themethodusedinmarketingthem 
is governed by the well-known 
Ivanhoe policy—distribution 
through appointed distributors, 
satisfactory profits to dealers, care- 
fully planned re-selling helps, and 


genuine value for the consumer. 
wy 
For Industrial Lighting — 


[} RLM Standard Dome Reflectors 

{_] Porcelain-Enameled Bowl Reflectors 

(_) Porcelain-Enameled Angle Reflec- 
tors 

(_] Porcelain- Enameled Poster Board 
Reflectors 

(_] Holders for B-Heel Reflectors 

{_] Glassteel Diffusers 

{_] Vapor-Proof Units 

{_] Weather-Proof Units 

{_] Industrial Flood Lighting Units 

(_] Industrial Spotlights 

(_] Trutint Units 

(_} Special Service Reflectors 

{_] Miscellaneous Reflectors and Fit- 
tings ‘ 


For Commercial Lighting — 


_] The Trojan, fixture and glass 

} The No. 5243, fixture and glass 

] The Ace, fixture and glass 

] The Keldon, fixture and glass 

] The Tuscan, fixture and glass 

_} Ivanhoe Celestialite, fixture and 
glass 

} Standard Fixtures for Commercial 
Lighting 

|] DEPENDO Safety Fixtures for 
Commercial Lighting 

[ ] Gooseneck Portables 

}] Glass Reflectors and Shades 

] 


[ 
[ 
[ 
{ 
[ 
L 


Aluminum Window Reflectors 
Trutint Units 
|_| Color Equipment 


For Residential Lighting — 


(_] Espantine Lighting Fixtures 

(_ ] Rozelle Decorative Glassware 

|_| The Daylight Kitchen Unit 

{_] The Ivadine (Dining Room) 

{_] The Dyner (Dining Room) 

(_] Enclosing Globes (Bed Room) 

{ } Etched Glassware 

{ } Cut Glassware 

|_] Miscellaneous Lighting Glassware 
|_| Boudoir Lamps 





INDUSTRY.” 










ri] 


= wa regu ifs 
Tag, Sea 


The Price 
the Pioneef™ 
Pays 


HE business of pioneering as a regular occupation is by no 

means a lost art. The pioneer today is found in the lab- 
oratory, the sales office, in the reception hall of your prospect. 
He is developing, promoting, introducing a new product or a 
better method. All too often his labors are copied by the fol- 
lowers, who contribute nothing and take all. No development 
expense, no promotion expense, no insurance of the future, 
often no present responsibility—just “a lower price”. 


Occasionally the buyer, an electrical supply jobber perhaps, 
does not consider these facts, does not realize the value of the 
pioneer to the industry and to himself. For the moment he 
forgets the background, sees only the quotation before him and 
looks not at all into the future of his business. It is then that 
the pioneer pays. 

For twenty-two years Ivanhoe has been pioneering in the 
development of new equipment and new markets; in the per- 
fection of new sales plans and distribution methods; in the 
guardianship of a definite, practical policy that recognizes the 
electrical supply jobber as an essential link in the chain of 
efficient distribution. 


Ivanhoe Division of The Miller Company 
Cleveland, Ohio 


VANHOE 


Merit 


Many jobber’s salesmen sell all 
of these items all of the time, at 
a profit to themselves and the 
House for which they travel. 
How many do YOU sell? 





Defi 


inite Sales Policies = Profit for All Who Serve 
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always been the policy of 
OKONITE. 





The accomplishments of the 
past, no matter how good, 
are not the limits of Oko- 
nite’s future. A new business 
horizon even farther and 
harder to reach is the goal 


of Okonite. 
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Make it yours, too—ride 
with Okonite, Manson and 
Dundee Tapes. 
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Features 


1. It is the first all porcelain 
enameled pendant ever placed on the 
market. 


2. The specially designed QUAD 
stem pendant hangs as straight and 
swings as freely as a chain fixture. 


3. Very easily kept clean since the 
finish is smooth and glass-like, and the 
wires that ordinarily caught so much 

ist and grime are concealed in the 


tem. 


4. A phosphor bronze spring allows 
for expansion of the bowl due to heat- 

g. A single screw acting against 
this strip supports the bowl. 

5. A sliding socket in this pendant 


n be changed to suit a different sized 
lamp by a simple half-turn of a screw. 


emoval of any parts is unnecessary. 
his socket takes two lamps with a 
fference of 7% inches in their fila- 
ent lengths. 


Pe 
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on this New 
Swivel Stem Pendant 


WHITE porcelain enameled, swivel stem pendant has just been 
developed by the Quadrangle Mfg. Co., makers of QUAD light- 


ing units. 





Here is an opportunity for sales and profit—such as is seldom 
presented to jobbers and jobbers’ salesmen. A pendant of this 
type has been in demand for a long time. The field is big, taking 
in hospitals, laboratories, dairies, creameries, bakeries, restaurants, 
food packing plants, beauty parlors, barber shops, etc. There is 
no fixture on the market to compete with it and jobbers handling 
this product will soon have a heavy demand for it. If you're inter- 
ested in securing some of the big orders that are already coming 
in, write us today and we'll send you our proposition and selling 
information by return mail. 


CEILING UNITS 








We also manufacture a complete line of high grade ceiling holders and 
kitchen lighting units and brackets. These can be had in white porcelain 
enamel, in plated statuary bronze or in tinted porcelain enamel, if desired. 


All styles of units furnished with or , : 
without glassware. = a 

Sizes of holders and lamps they take: 
14” x 8”—1000 watt lamp hon 


__ 


10” x 6”— 500 watt lamp oe 

814” x 6”— 300 & 200 watt lamp ) 

814” x 4”— 150 watt lamp , 
6” x 4”— 100 watt lamp 


514” x 244” —60 watt lamp 


d ball | dapt} 
ane ba be \ inside Porcelain Enameled Ceiling Units for 


= coe 
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EASY AND 
“PROFITABLE 
SELLERS 


Crescent Braid products offer job- 
bers and jobbers’ salesmen great op- 
portunities for profits and sales. 











© ©) 
Al © ol| 








Among the products we manufac- 
ture are: Premier “Blue Ribbon” Ex- 
tension Cords, Premier Jr. Extension 
Cords, “Blue Ribbon” Battery Cables 
and Phone Cords for Loud Speakers. 


The Premier Extension Cord is 
made in lengths of 20 ft. or longer, 
enabling the user to operate his loud 
speaker in any room. A Connector 
Plug is an added feature which will 
make the securing of orders an easy 
job. 

The “Blue Ribbon” 5 Wire Battery 
Cable is made of the best new code 
rubber over standard copper conduc- 
tor. Each conductor is marked with 
a standard code arrangement for 
Radio Batteries. Perfect contact is 
assured, the terminal being soldered. 


When the set-owner is desirous of 
keeping his batteries in the basement 
or in some remote corner, have your 
dealer sell him our Wire Conductor 
Cable. Our 5, 6 and 7 wire cable can 
be had in continuous lengths of 100 
feet or more. 





Write us for further information to- 
day! Catalogue pages and electros 
gladly furnished. \ 


CRESCENT BRAID 


(INCORPORATED) 


289 THURBERS AVENUE 
PROVIDENCE, RHODE ISLAND 
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‘SonochorOk 


CONE 
This Speaker Gives Your Dealers 


Prestige PLUS Quick Profits 


SVERYONE is talking Sonochorde. Once your 
4 Dealers hear this superlative Cone, nothing else 


matters. They’ll want it. 

The new Sonochorde is so far superior to other cone 
speakers anywhere near its price, that there is abso- 
lutely no comparison. 

If your Dealers don’t find it so, we'll return their 
money. 


BOUDETTE MFG. CO. Chelsea, Mass. 


Factory Sales HASTINGS ELECTRIC SALES CO. 
42 Binford St., S. Boston, Mass. 





FLOOR Agents 
STANDARD 
MODEL 
A design of un- 
usual distinction. 
Price, with 
cord, $35. 











BACK VIEW 
TABLE MODEL 
Note how the 
back of all Sono- 
chordes is protect- 
ed against possi- 
ble injury. This 
back is integral 
with the Dura- 
lumin frame, 
handsomely _fin- 
ished in semi- 
gloss mahogany. 








| 


| 


WALL MODEL 


| 


heavy cord and 
decorative tassel, 
protected back 
and all Sonochorde 
festures. Price, 


$27. 


| 


| 

i 

| 

| Equipped with 
| 

| 

| 
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pAY-BRite 


Trade Mark Reg. 


REFLECTORS 


PAT. U. S. PAT. OFF. 


—the only completely assembled and Union Wired 
reflectors on the market. Made for Stores—-Banks 
—Theatres—Art Galleries—and all public buildings 
requiring display lighting. Single unwired reflectors 
are furnished for use with 25-watt tubular lamps— 
also for 60 and 110-watt lamps. 


Here's *) go od reasons 





The new shape reflec- 
tor of one-piece drawn 
brass — graceful and 
strong. Finished with a 
long-lasting Statuary 
Bronze plated finish. 








The porcelain enameled 
lining that will not tar- 


ish, k, chi ] 
MAIL raed ee or heat. hb 
THIS COUPON i oir Se ae. 








DAY-BRITE REFLECTOR CoO. 
703 South Broadway, 


Saint Louis, Missouri Day-Brite method of 
joining the tubing and 
reflector is important. 
The slip rings are quick- 
ly adjusted—neat—and 


hold tight. 


Send copy of Catalog No. 6 to:— 





Salesman for: 
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OSHKOSH 
TOOLS 


are 
—Reliable 
—Carefully Designed 


—Made of Selected 
Materials 








OSHKOSH 


Tools meet all requirements. 


A FEW OSHKOSH LEADERS 





























Pole Line Construction Tools 


are based on 50 years’ experience in tool manufacturing. We have 
made a study of the requirements of the Utility Companies and other 
tool users, have worked closely with them, and as a result Oshkosh 


OSHKOSH 
TOOLS 


make 
—Satisfied Customers 
—Good Profits 


—lIncreased Sales 






































SOLD UNDER A STRICT JOBBER POLICY 


by a company that is anxious to work with 
you to increase your sales. We invite you 
to write us about your problems in our line 
and will gladly give you the benefit of our 
long experience to help you land the busi- 
ness. 

Remember, Oshkosh tools have the repu- 


many years, have given complete satisfac- 
tion and, therefore, you will meet with very 
little sales resistance in pushing them. 
Start now! Thousands of tools will be 
purchased in the next few months. Get 
your share of this desirable business. Write 
us—tell us about your problems—we will 


tation. They have been widely used for gladly help you. 
LEACH OSHKOSH OSHKOSH 
COMPANY POLE LINE WISCONSIN 


CONSTRUCTION TOOLS 
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Radio Jobbers! 
Radio Dealers! 


All Ghat is Best in Radio 


Send Now For The 


Illustrated Surve 


Prepared by 


THE JOBBER’S SALESMAN 


for the 


EAGLE RADIO COMPANY 


Contains Report of 
Purpose of This Survey EAGLE Organization and Manufac- 


turing Facilities. 
sentatives of THE JOBBER’S SALESMAN : 4 2 
made their investigation along the lines that Description of Eagle Receivers. 
would be followed by any jobber who might Patent Situation. 


be making such an investigation in his own 


behalf. This included a thorough inspection Eagle Jobber Policy. 


of the plant, its equipment and facilities for 


turning out the products, a careful study Eagle Sales and Advertising Activi- 
of the line itself, conferences with the officials ties. 





For the preparation of this survey, repre- 


of the company, as well as department 


heads, in which all details of the policies Fill this out—Or Pin to Your Letterhead! 


and merchandising plans were submitted. 
PBBAMNAMAAMNMNpNm™ASMN BW Sse sp sSVswsesBVsVes ss BVesessVeVsVssesVsessesesaeswsaeaasy 


The report is based on the facts disclosed Redo Matin Gimonnn. 


16 Boyden Place, Newark, N. J. 


and on statements of the officials of the 
company, and is presented without bias. 
THE JOBBER’S SALESMAN makes no rec- 


ommendations to the jobber regarding the 


Gentlemen: 


Survey prepared by the Jobber’s Salesman. 


company or its products, its mission being 
simply the presentation of a picture of the 
conditions as they were ascertained at the 


, 
‘ 

‘ 

‘ 

s 

' 

‘ 

Kindly send without obligation on our part the Eagle Radio : 
‘ 

' 

+ 

4 

, 

s 


time the investigation was carried out, which ; 


s 

‘ 

s 

‘ 
WeeVVeeeeVeeeeeeeseeeeeeBeeBeeeBeBBBEBeEEBEn®’ 


was between the dates of August 15 and 
September I, 1926. , 
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STANDARD 
MOTOR 
OPERATED 
DIMMERS 


Bank of four dim- 
mers for four cir- 
cuits of any wat- 
tage up to and 
including 100) 
watts, complete as 
per illustration. 
$225 
Same as_ above 
with three dim- 
mers $200 
Motor operated 
dimmers arranged 
for any number 
of circuits of any 
wattage. Prices on 
application. 


DISPLAY STAGE LIGHTING CO. 


334 West 44th St. 


MOST IMPORTANT MAN IN THE INDUSTRY.” 





A SIGHT WORTH 
SEEING 








While in Atlantic City call at the 
General Electric National Exhibit, 
1400 Boardwalk, and see our light- 
ing equipment and dimmers in oper- 
ation. Note the G E monogram and 
daylight sign on Captain Young's 
house on Young’s pier. Your sales- 
men can easily sell the same type of 
lighting equipment to your trade. 
Sign the coupon below and get the 
facts on “Baby Hercules” ard ani- 
mated window lighting. 





New York, N. Y. 
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A combination set you will be proud to own. This beautiful Mandarin red writing set— 
genuine gold trimmed oversize WAHL EVERSHARP pencil with famous rifle tip, trip 
magazine, extra leads, replaceable eraser; and a jumbo OLYMPIAN pen, full iridium 
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WAAGE FREE Profit-Sharing Offer 


(Deal No. 663) 


TO DEALERS—A Beautiful Combination Writing Set—Genuine 
WAHL Eversharp pencil and Olympian pen in attractive box. 


se suena Cine ae 
‘ . eee _ 


tipped nib, with a big ink capacity, attractively boxed, $7.50 value, FREE. 





WAAGE WISHES TO SHOW IN A SUBSTANTIAL WAY THAT IT APPRECIATES THE HEARTY CO- 
OPERATION WHICH DEALERS ARE NOW GIVING OR WILL GIVE IN RECOMMENDING THE 
WAAGE 3-HEAT IRON TO THEIR CUSTOMERS. HENCE THIS FREE GIFT OF A HANDSOME AND 
USEFUL WAHL WRITING SET, WHICH HE MAY KEEP FOR HIS OWN USE OR DISPOSE OF AS 


HE MAY SEE FIT. 





Dealers Recommend the Waage 3 Heat Iron Because: 


This Beautiful 
Writing Set 


and 


6 No. 63A WAAGE 
3 HEAT IRONS 


ALL FOR 


$24.90 


(Waage Deal wy 663) 





























No. 63A WAAGE 3-HEAT, weight 6% Ibs.; 
watts 140-490-660, list price, $6.75 east of 
Rockies. 


The Waage 3-Heat iron has demon- 
strated its supreme efficiency in hundreds 
of thousands of homes. 





Does the ironing in one-third less time 
than with ordinary one-heat irons. Saves 
$50 per year in labor alone, besides 
25% saving in current. Heating ele- 
ments and other parts built for years 
and years of trouble-free service. 





Exclusive Patented 3-Heat Feature 
uses only the heat needed—the HOT- 
TEST AND SPEEDIEST iron made, 
yet can be regulated to give a steady 
low or medium heat when needed. 





The Waage, once tried, is always used 
in preference to any other iron. Makes 
satisfied customers. 


CAN’T BE BEAT FOR SPEEDY IRONING—IRONS WITH HEAT INSTEAD OF MUSCLE. SUPERIOR 
IN PERFORMANCE AND APPEARANCE TO IRONS RETAILING AT $7.75 OR MORE. 





IF YOU HAVEN'T RECEIVED FULL DETAILS ASK THE BOSS. 








Waage Electric Co., 5100 W. Ravenswood Ave., Chicago 
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CORPORATION © 
ST. LOUIS, MO. 







Manufacturers of 
OVERHEAD AND 
UNDERGROUND 
UTILITY 
EQUIPMENT 


FOUNDED — — 


ON THE AMBITIONS AND DESIRES 
OF JAMES R. KEARNEY TO GIVE 
A GREATER SERVICE TO THE 
ELECTRICAL INDUSTRY BY THE 
DEVELOPMENT OF PROGRESSIVE 
IDEAS IN UTILITY EQUIPMENT 
AND THEIR PRACTICAL APPLICA: 
TION. «© *« «26428 #@# © @ @# @ 





NEW !! IMPROVED !! PRODUCTS !! 


Certified Malleable ANCHORS, EXPUL- 
SION PLUG CUTOUTS, SOLDERLESS 
SERVICE CONNECTORS, IMPROVED 
DEADEND EYES, OUTDOOR FUSE 
SWITCHES, GUY WIRE CLIPS for elim- 
inating serving of Guy Wire Ends, 
SLEEVE TWISTERS for Copper and 
aie 









LL LL LL LL 
WRITE TODAY FOR A KEARNEY CATALOG !! ! 
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PROPP XMAS TREE LIGHTS 


(Approved by the Underwriters) 


IN DEMAND NOW! 


for safety sake The dealer is now ready to place his 
Xmas orders and it will be easier to get 
these orders by having for sale Propp 
Improved Xmas Tree Outfits. 
Approved by the Underwriters 
Writ. for 


Christmas Material Division 
Catalog 


Also Catalog for Specialty Division 











ELECTRICAL SPECIALTIES 


(Approved by the Underwriters). 


3 


Help to Make Electrical ED 
Appliances a Convenience — 


JOBBERS’ CO-OPERATION \\ ~~ ,& 
anda 
COMPLETE QUALITY LINE OF (prone) 
FAST SELLING SEASONABLE , 
SPECIALTIES 


is what the PROPP COMPANY 


constantly offers 


M. PROPP COMPANY 
524-528 BROADWAY 
NEW YORK, N.Y. 
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Tice, 


The new type speaker 


with a story behind it 


Ec-centric Cone —a new quality 
speaker with a new convincing sales 
idea —as well as a price that silences 
competition. 

This new Ec-centric construc- 
tion—the latest scientific develop- 
ment in cones—is based on the oldest 
musical principle, that of the melo- 
dious harp. 

In the harp (as in the pi- 
ano) long strings produce 
deep, low vibrations; short 
strings, the high notes. 

For the first time in radio 
the Saal Ec-centric Cone— 
with its center literally “off 
center”—provides these ex- 
act proportions of vibrating 
area for high and low notes 
—giving perfectly realistic, 





Side view of Saal Ec- 


possible in quality speakers. Asking 
no favors of any speaker in the 
world. 

All the tone is here. Drum or bar- 
rel effect completely eliminated. 
Operates perfectly with or without a 
power amplifier. Decorated with 
medallion and border design in gold. 

Made by the pioneer mak- 
ers of radio speakers, Saal 
Ec-centric Conesare perma- 
nent investments, built for 
a lifetime. Fully protected 
by patents, 

Twomodelsthatsell them- 
selves —first on their story, 
second and ever after on per- 
formance. 

Saal Ec-centric Cone, 
Height 22 in., $25. Junior 


all-tone reproduction with- centric Cone incompari- Cone Model, Height 16 in., 


son with the harp. Note 
the relation of short and 


out unnecessary size. Per- [ingsides civing proper $15. Slightly more West of 


vibrating area 


Pe ° both ° 
mitting a price never before extremes of sound. Rockies. 





H. G. SAAL COMPANY, 1800 Montrose Avenue, Chicago, Illinois 


SAAILL 


WORLD FAMOUS MAKERS OF HORNS +« CONES «- PEDESTALS 
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and 


Flexible Steel Conduit 


for 


Jobbers to Sell! 
These things 
count 
in the sale 


of 
| Armored Cable 


and | 
Flexible Steel 
Conduit 3 
Columbia has 
them all 


Columbia agents in all 
principal cities of the 
United States are 
ready to serve you 


[OLUMBIA 


COLUMBIA METAL HOSE WORKS 


LONG ISLAND CITY ~NEW YORK 

















































October, 1926 THE JOBBER’S/A|SALESMAN 135 





‘FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY.” 


Full size Cone—17” in diameter. 


Made of 


the finest materials money can buy. Mounted 
on sturdy bronze-finish base protected by felt 
pads. Exclusive direct drive unit—adjustable. 






Get This Across 
To Your Dealers 


Not one, but eight points of contact from unit 
to cone. Full 5-foot cord. Expensive wooden 
box packing—no breakage. Generous dis- 
counts and many other features. 


More Tower Cones have been sold since March 


31st than any other make during the same period. 


Be sure your Dealers have these facts 
and you both will sell more Tower Cones. 


$Q50 
\ 


TOWER MFG. CORP. 
BOSTON, MASS. 
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JEFFERSON 


What does this name imply? 













The answer: 
A real “Jobbers’ Policy” 


Complete “Co-operation” 
















“Service & Quality” 















Every account a satisfied customer. If 
you want what the word Jefferson implies 
write at once for our proposition. 





















Illuminating Glassware, Table 
Lamps, and Torchieres. 


‘Che Jefferson Glass Company 





Follansbee West Virsinia 
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Ghe JEFFERSON QUALITY LINE OF BOUDOIRS ana TORCHIERES 


C for the JVobbers trade 
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“ 


A FAN FOR EVERY ROOM 


Presenting 


The New and Improved 1927 Models 


ESKIMO FANS 


The Quality Low-Priced Line That Astonished the Trade 


Designed and priced 
to fill the needs of all 
—which means a tre- 
mendous business at 
neat profits. 


Jobbers are taking 
advantage of our 
attractive propost- 


tion now ! 





Model 20 
2 Speed Oscillating 
8” Blades 
Retails at $10.00 


Model 10 
8” Blades 
Retails at $5.50 


Finished Appearance 
Practical Sizes 
Adjustable at any Angle 
Guaranteed Dependable 
Run Quietly Swivel Joint 
Will not Creep , " Operate on 110-120 Volts 
8’ Cord A. C. or D. C. Current 
Model 30 
9” Blades 
Retails at $7.00 


UNITED ELECTRICAL MFG..Co. 
Aorian Mich igarn 


Heavy Cast Base 
Self-Aligning Bearings 
Toggle Switch in Base of All 


Fans 














: A 
> 
=o Ie 


YOU CAN PASS ON OUR GUARANTEE OF SATISFACTION 
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URRA\Y 





METER SERVICE SWITCH ES 





Everything 
Right 
At 
Your 
Finger-Tips 





They 
Are 
Easiest 
To 
Wire 


“UNISAFTI” 


Service fuses under seal, branch fuses 


accessible. 


Cat. No. 235—30 amp. 2 pole 


solid neutral, 2 wire branches. 


Since 1899, contractors have been pleased with Murray quality, 


production and service. 


The UNISAFTI Switch, combines in one outfit, a service switch, 


testing device and a circuit fusing device. 


All connections 


are 


made in the cabinet and no fittings are covered up or hard to 


reach. Easy wiring is dominant. 


All Murray Switches are approved by the National Board of 


Fire Underwriters and labeled accordingly, and central station 


requirements are strictly adhered to. 





“AA Rotary” 


Accessible service 
fuses moving handle 
to off positions, dis- 
connects fuse termi- 
nals and brings fuse 
to view for replace- 
ment. 














ho 


Switches with 
ing facilities. 


\) switch, branch 














“Standardized” 
Meter Service 


test- 
Serv- 


ice fuses accessible. 
With this type of 


fuses 


are in separate box. 


‘‘What’s Worth Wiring Is Worth Wiring Well’’ 


Send for Catalog No. 10B 


Metropolitan Device Corporation 
1250 Atlantic Ave. 


Brooklyn, N.-Y. 


Minneapolis 
601 Ridgewood Ave. 
Pittsburgh 
1112 Keystone Bldg. 
Philadelphia 


121 No. Broad St. 


116 E. Woodbridge St. 


Chicago Seattle 
9 So. Clinton St. 2450 3rd Ave. W. 
Detroit 


St. Louis 
915 one St. 


Bos 
182 F se call St. 














Big Educational Lighting 
Exhibit 

The Artistic Lighting Equipment 
Association, formerly the National 
Council of Lighting Fixture Manu- 
facturers, is completing plans for 
what many expect will be the largest 
and most elaborate display of light- 
ing equipment ever undertaken by the 
industry; embracing fixtures, wall 
brackets, floor, bridge and _ table 
lamps, metal furniture industrial and 
commercial lighting units, illuminat- 
ing glassware, shades, and lighting 
equipment accessories, parts and sup- 


plies of all kinds. 


These displays and demonstrations 
will be a part of the National Exhi- 
bition to be held at the Hollenden 
Hotel, Cleveland, Ohio, January 31 
to February 5, 1927. 

The entire main floor and mezza- 
nine floor, together with the floor space 
in the new addition, now under con- 
struction, which will be opened in 
January, have been secured for this 
show. 

All that is best and modern in 
lighting equipment will be displayed 
under one roof. Originally, this edu- 
cational display was designed for the 
benefit of the dealer, architect, 
builder, jobber and electrical con- 
tractor. On certain hours and days, 
however, the exhibition will be thrown 
open to the public so that the home- 
owner or housewife may have an op- 
portunity to learn how easily they 
may replace old and obsolete lighting 
equipment with the new and more 
modern designs. 

It is planned by the National As- 
sociation of Lighting Equipment 
Dealers to hold its meeting and con- 
vention at the same time and place. 





STOPPING THE LEAKS 








Inability through ordinary methods to 
catch a snake in the theft of eggs caused 
a Missouri farmer to place a jug between 
two nests and a decoy egg in each. The 
snake thus beguiled ensnared himself as 
shown. As the stoppage of small leaks is 
essential to the success of a well-managed 
business, the ingenuity of the farmer can 
be contemplated with respect and exercised 
with profit. 
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Philadelphia and the Sesqui 
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SEE THEM 


Cass & Co., Philip, 40 N. 5th St. Philip Cass, 
owner. 


Champion Incandescent Light Co., 655 Mar- 
ket St. Henry M. Kofsky, president. 
Eugene A. Rumsey A. L. Hallstrom Samuel Schimmel 
Rumsey Elec. Co. Graybar Schimmel Elec. Sup. Co. Colonial Electric Co., 240 N. 10th St. EF. J. 
Coyle, president. 


Elliott-Lewis Electric Co., 1017 Race St. F. 
R. Elliott, president. 

Franklin Electric Co., 50 N. 7th St. W. T. 
Walker, S. Bordman, partners. 

Graybar Electric Co., 910 Cherry St. A. L. 
Hallstrom, manager. 

Jones-Beach & Co., 307 N. 7th St. C. E. 
Ludovici, president. 

Lindley Electric Supply Co., 4928 N. 5th St. 
A. Wick, W. Wick, partners. 

Novelty Electric Co., 10th & Cherry Sts. 
C. N. Trump, president. 





T. Harry Lewis Frank R. Elliott 
Elliott-Lewis Elliott-Lewis 
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Elliott-Lewis Elec. Co. F. H. Stewart Elec. Co. 








H. C. Roberts Elec. Sup. Co. 
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Philadelphia 


AT SESQUI 


Parke Co., John Y., 31 N. 7th St. A. Man- 
del, president. 


Philadelphia» Electric Co., Supply Depart- 
ment, 1380 S. llth St. W. H. Johnson, presi- 
dent. 





Walter H. Johnson Frank H. Stewart 
Roberts Electric Supply Co., H. C., L101 Race Philadelphia Elec. Co. Frank H. Stewart Elec. Co. 
St. F. S. Laws, president. 
Royal Electric Supply Co., 145 N. 4th St. 
J. H. Schimmel, president. 


Rumsey Electric Co., 1007 Arch St. E. Rum- 
sey, president. 

Schimmel Electric Supply Co., 526 Arch St. 
S. Schimmel, president. 

Stewart Electric Co., Frank H., 35 N. 7th 
St. Frank H. Stewart, president. 

Walker & Kepler, 531 Chestnut*St. I. C. 
Walker, H. G. Kepler, owners. 


Wayne Junction Electric Supply Co., 4407 
Germantown Ave. R. W. Giese, owner. 





Henry M. Kofsky H. M. Gansman 
Champion Incand. Lt. Co. H. C. Roberts Elec. Sup. Co. 























Champion Incand. Lt. Co. Philadelphia Elec. Co. Rumsey Elec. Co. Schimmel Elec. Sup. Co. 
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Here are the Eagle Chargers that were 


the Sensation of the New York Radio Show 


Eagle “TRICKLE” 


This little wonder not only charges 
an “A” Battery but also will charge 
any type of storage “‘B” Battery or 
TAB rechargeable dry “B”’ Batteries. 
Eagle ““TRICKLER” is shipped dry 


—yjust add plain water—no chemicals 
to mess with. Economical, too, cost- 
ing less than 2c a day to operate. 
This is “trickle year,’’ take advantage 
of the special sales features of the 


Eagle ““TRICKLER” and offer your 


customers the most for their money. 


This shows how Eagle 
**TRICKLER” is hooked 
up to charge ‘‘A’”’ bat- 


Connect Eagle ‘MAS- 
TER” to your batteries 





Eagle “MASTER” 
The Eagle “MASTER” is a complete 


power unit. It requires no auxiliary 
variable resistances for various size 
batteries and it is permanent. Con- 
nect it to your batteries once and let 
it stay. 


If you want to charge your ‘‘A”’ bat- 
tery on Trickle or at the rate of 3%, 
1, 1% or 2 amps just set the knob 
and throw the switch. To charge 45, 
67, 90 or 135 volts of any type of 
storage “B’’ or TAB rechargeable 
dry ““B”’ batteries, turn the knob and 
reverse the switch. 


Eagle “MASTER” 





















teries at half ampere 
rate and rechargeable 
‘B” batteries at 250 mil- 


liamperes. 


and set and let it quietly 
go to work. Once in- 
stalled there are no 
wires to connect or dis- 
connect, 








List Price 


$10°° 


Complete 





List Price 


$9500 


(with bulb) 





If your jobber can’t supply you with Eagle Chargers write to us 


EAGLE CHARGER CORP. 


121 North Eighth Street 
PHILADELPHIA 


EAGLE CHARGERS 
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There is no Substitute for a Good “B” Battery in Radio 





45 VOLTS 
30 CELLS 


$420 





As Many Lives c.f 
as a Cat 


VER hear of a dry Radio “B” Battery that could be recharged 
six to eight times? We are telling you about one. The 


name is TAB. 


Can you sell a dry “B” battery that costs a few cents more than 
the ordinary “B” battery yet gives six to eight times as much 
service? 









TAB Batteries will do this because they can be recharged six to 
eight times at home with any standard “B” battery charger or 
chemical rectifier. 


TAB is the only rechargeable dry “B” battery, and has no com- 
petition. When money talks there can be no argument. 


WRITE FOR LITERATURE AND DISCOUNTS 






Manufactured exclusively by 


DRY STORAGE BATTERY CORPORATION 
213 South Broad Street oe Philadelphia, Penna. 
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FRANKLIN VITRIFIED POTTERY 
LIGHTING FIXTURES 


PROTECTED BY PATENTS 








A FIXTURE FOR EVERY PURPOSE 


The Only Complete Line of Its Kind on the Market 
Why Not Tie Up With the Best? 


FRANKLIN POTTERY 


A Corporation 


Lansdale -- Pennsylvania 


I i 
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One Fitting 
Reversible 
Type L 
Use as LL or 
LR Fittings 

RIGHT 














=) _ TYPEA 
So) PosiTiON 


REVERSIBLE 
COVER 


TYPEB 
# POSITION 


, * 4 i 
V. V. Type I Used as Type A GP 


Type B and Type BE 





Quicker Sales 
with More Profit 


Each V. V. Fitting serves two or more requirements, for 
instance ten V. V. types fill the needs that would take 
twenty-one of other makes. 

This cuts down the stock necessary to carry by over 
50°; requires less investment; produces greater turn- 
over with faster, better service; brings an ever-increasing 
demand; gets larger repeat orders; and keeps customers 
satisfied. 

You have something distinctively different—something 
better to sell in the V. V. Complete Line—meaning 
greater business for the Jobber who stocks it. 


Visit Our Factory in Philadelphia 


Send for complete catalog and start real selling. 


V. V. FITTINGS COMPANY 


711 Cherry St. 50 Church St. 710 W. Jackson Blvd. 
Philadelphia New York, N. Y. Chicago 




















ittings are Reversible 
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“They 


Sell 
Easily” 


Say Stores That Give DIM- 
A-LAMPS a Chance to Sell 
Themselves! 


One store sold a gross in four days—and 
made profits of more than $250.00. 
Others are reporting increasing sales 
These are stores that display the DIM-A- 
LAMP and show it to their customers. 


Push this splendid business-builder. Cash 
in on repeat-business on a specialty that 
pays you handsomely. 

The DIM-A-LAMP is convenient in the 


bathroom or the guest room. Indispen- 
sable in the sick-room or nursery. Con- 
trolled light—from a dim glow to brilliant 
light as easily as turning up a gas light— 
the famous Dim-A-Lite feature. Two at- 
tractive styles—three finishes. Every lamp 
guaranteed. Cuts light bills. 


Price?—Only $3.75. You're passing up 
profits if you are not selling this fast- 
moving specialty! 

No. 46 (Illustrated Above) 
Pedestal Dim-A-Lamp. Brush brass, bronze_ or 
ivory finishes with separable plug. Dim-A-Lite 
Socket and 8 feet of cord. 


No. 45 
Same is 4 
except that it 
has a clamp 
instead of a 
pedestal, per 
mitting it t 
be clamped 
wherever it is 
most convent 
ent. \ beau 
tiful bedside 
lamp 





WIRT COMPANY 


5221 Green St. 
Philadelphia, Pa. 
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Canfield Supply Purchases 
Warehouse 
One of the largest recent real es- 
tate transactions in the lower section 
of Kingston, N. Y. was completed 
when the Canfield Supply Co. pur- 
chased the building on Ferry St., for- 
merly occupied by the Dr. David 
Kennedy Corp. The building is four 
stories with 42 feet front on Ferry 


| St. and a private dock in the rear. 


The Canfield Supply Co., which 
was established 76 years ago, has 


| been steadily growing and expanding. 


y owns an ecupies the large 
It now d occuy the larg 

| double store at 16-18 Strand, 35-37 
| Ferry St., and three warehouses, at 





15-17 Spring and 14-16 Pierpont, 
and the addition of the Kennedy 
building just purchased will give the 
company an up-to-date and complete 
plant for its growing business, which 


| is wholesale supplies for plumbing, 


electric, mill and farm. 
W. C. Kingman, treasurer of the 


| company, states that the growth of 


| the business called for more ware- 


house room and the new building will 
be remodeled for that purpose. 














Jack Murphy, hustling Cape Cod sales 
man, for the R. V. Pettingell Electri: 
Supply Co., of Boston, with his bod) 
guard, after his trip with rum runners 0! 
the Cape. Jack sure is always on thy 
job! 
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(Continued from Page 68) 
material. By not quoting on one 
make and type of material and then 
trying to send another and some- 
thing that is inferior to that quoted 


on. By not quoting on one make | 


specifying the trade name or manu- 


facturer’s name and catalog number | 


and then sending something else and 


after we reject it trying to come back | 
with a statement that the article | 
quoted on is not made. The jobber | 


must remember that we have catalogs 


as well as he and that our catalogs are | 


up to date. By making prompt ship- 
ments: If you don’t have the com- 
plete order in stock send what you 
have and the balance as soon as pos- 
sible. If shipments are delayed write 
us advising us of the delay and state 
the earliest possible shipping date. 

I hope that I have explained just 
what our reasons are for doing as we 
do and why it is not true constructive 
economy to always accept the lowest 
bid. 

I hope I have also shown you that 
we are not playing favoritism when 
we specify trade names or catalog 
numbers, but that we are trying to 
practice that true and constructive 
economy that all government em- 
ployees are striving for from the 
President down. 





Shipping and Billing 
System 
(Continued from Page 6) 
voices, of course, immediately stops 
the progress of billing to the cus- 
tomer, because while there may be 10 
items on the order and all were 
shipped from stock but one, the one 
item necessarily had to be costed be- 
fore it could be billed, so that hereto- 
fore the order would be held and bill- 
ing to the customer delayed until the 
invoice was received from the man- 
ufacturer, or the jobber for that one 
item, so that that particular item on 
the order could be costed and a com- 
plete billing made to the customer. 


In the past, loss of time in receiving | 
that particular invoice from the man- | 


ufacturer or jobber would always re- 
sult in postponing billing to the cus- 
tomer for from one week to three or 
four. 

There are a number of ways this 
condition could have been eliminated, 
one of which was to back order the 
particular item from the shipment 
made and bill the customer with all 
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Add this 


to Your Sales 


and Add 
Profits to Your 
Commissions 











HE @ NRSS Flush Type 

Service Switch with 

Panelboard combined is de- 

NRSS Flush Type sired by the Central Station 
and by the Homeowner as 


Service Switch with well. The Electrical Con- 


tractor is always glad to in- 


Panelboard Combined “2.3. "°°" °° w*" *= 


THE CENTRAL STATION is fully protected against malicious tam- 
pering with meter test connections, main fuse and all meter wiring. 
Everything is under a Central Station seal. 

THE USER has ready access to use of service switch and renewal of 
fuses—but nothing more. The safety afforded him is protection against 
dangerous wiring. 

Thus the € NRSS Flush Type Service Switch offers a dual service. 
It is a saving in cost and can be installed in the kitchen, rear hallway, 
or any other convenient place as it is finished in White Duco Enamel 
and is compact, neat and easily cleaned. 


Learn the full details—the Write us today for full in- 
. . y 

many good talking points SEND !er Bulletin | formation. We are at all 

that will soon put your No. 37. It gives times anxious to help you 

; a complete description and : a 

sales on a_ steady _in- is entirely free. and furnish complete esti- 


crease. mates free of charge. 


Arank Adam 


ELECTRIC COMPANY 








ST. LOUIS 
DISTRICT OFFICES 
Atlanta, Ga. — Cincinnati, Ohio Los Angeles, Cal. Philadelphia, Pa. St. Louis, Mo. 
Baltimore, Md. Dallas, Texas Minneapolis, Minn. Pittsburgh, Pa. Winnipeg, Can. 
Boston, Mass. Denver, Colo. Miami, Fla. Portland, Ore. London, Ont., Can. 
Buffalo, N. Y. Detroit, Mich. New Orleans, La. Seattle, Wash. 
Chicago, Ill. Kansas City, Mo. New York, N.Y. San Francisco, Cal. 
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Square D multi- 











spring jaw 


hnmediate- 


Square D multi-spring jaws are designed to give per- 
fect contact between jaws and blades. Spring action 
at many points allows them to conform with any 
shape of blade. 


The accompanying sketches show the decided con- 
trast between contact provided by Square D and 
ordinary milled jaws. In the latter partial contact 
frequently causes overheating at one point and tends 
to destroy spring action and ruin switch jaws. Uni- 
form contact pressure provided by multi-spring jaws 
and large radiation surfaces eliminate any such dan- 
ger in Square D Switches. 


This and other well known Square D features have 
brought Square D to its position of dominance in the 
industry—a dominance based on more than 4,000,000 
satisfactory installations. 


SQUARE D COMPANY, DETROIT, U.S.A. 
FACTORIES AT DETROIT, MICH., PERU, IND. (88) 
BRANCH OFFICES: Boston, Buffalo, Chieago, New York, 
Pittsburgh, St. Louis, Philadelphia, Cincinnati, Milwaukee 
\tlanta, Cleveland, San Francisco, Los Angeles, Syracuse 
Kansas City, New Orleans, Baltimore, Columbus, Minneapolis 
Indianapolis. 


SQUARE D COMPANY CANADA, Ltd.,WALKERVILLE, ONT. 
BRANCH OFFICES Toronto, Montreal 
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Milled jaw or 
punched clip 


SQUARE D 
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the items that we have costed from 
the stock card. This would imme 
diately have the customer questioning 
us on the item which he received, but 
was not included on the invoice, or he 
could assume that we may have over 
looked the fact that this item was not 
on the invoice and pass the invoice as 
received and then later on, possibly a 
week or two weeks’ later he -would 
receive additional billing for this item 
and would be obliged to pay that in 
voice. If the material was purchased 
for a job, he might accept the first 
invoice issued as final and base his 
price accordingly, then when he would 
receive additional billing it would 
mean a loss of that invoice from his 
profits. 

Another way was to bill the cus 
tomer with all items, eliminating the 
cost on the one item and when the 
invoice was received another 
order for costing purposes only, but 
this caused additional and expensive 
clerical work. 

We finally, developed a 
scheme of having, as shown in the 
illustration, a “dummy” 
tered. This invoice is used for the 
purpose of costing the special items 
that we have purchased but in which 
we have not received the invoice from 
the manufacturer or jobber, so that 
immediately after shipment is made 
from our warehouse and within one or 
two hours after the order is shipped 
we have the shipping ticket of all 
items that are shipped from actual 


enter 


however, 


invoice en 








Safety Switch 














This is a snapshot of Frank H. Burtt, 
Wetmore-Savage Electric Supply Co., Bos 
| ton, taken a short time ago on his vacation 
while on a fishing trip at one of the 
lakes in Maine. He travels all over New 
England on apparatus and central station 
specialties, and is a mighty fisherman as 
you can judge from the picture. 
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CONSISTENT ADVERTISING IN THE 
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Electrical Record and Electrical Merchandising 





Shortening the route and paving 


your way to quicker sales 
C-H Quality—the C-H Trademark—CH Advertising 


C-H Appliance Switches 





The popular C-H 70-50 Feed- 
Through Switch. May be placed 
at any point on the cord, permit- 
ting handy push button control 
without disturbing the appliance. 
Light and dark buttons indicate 
the “on” and “off” positions. The 
case is of rich ebony Thermoplax. 





The C-H 70-53 Combination Pen- 
dant Switch and Receptacle is a 
real convenience where control of 
a ceiling light is needed and an 
outlet fur applicances is required. 

The operation of the light is in- 
dependent of and does not inter- 
fere with the operation of the ap- 
pliance. 





C-H 70-40 Nickeled Feed-Through 
Switchhasthe same smooth 
mechanism as the popular 70-50 
but is finished in highly polished 
nickel toharmonize with all-nickel 
appliances. The C-H 70-44 Three- 

Heat Switch, in a similar finish, 1s 
especially adaptable to heating 
pad applications where two cir- 

cuits must be controlled. 





The C-H 70-51 Switch-Plug com- 
bines the switch mechanism and 
handy feed-through principle of 
the C-H 70-50 with the appliance 
plug. Convenient push-button cor- 
tro right at the appliance. The 
connector has universal terminals 
which fit all heating appliances. 


CUT 











ATURALLY, we want you to sell our 
products—to sell more of them. So we 
are using every means to make it easier and 
more profitable for you to push the C-H Line. 


These are the things that help—real quality 
in the products, trade-mark acceptance, and 
consistent advertising to the dealer. Cutler- 
Hammer is giving you all three with a lavish 
hand. 


The quality in the items pictured on the 
page 1s rea/—it has been building through 
more than a quarter century of experience in 
the construction of devices of electrical and 
mechanical perfection. ‘The same standards of 
care that govern the production of some of 
the most marvelously intricate electrical appa- 
ratus in existence rule in the manufacture of 
these comparatively simple conveniences for 
the home. 


The C-H Trade-Mark stands for this 
quality—in the mind of the public; in the 
minds of your dealers. Thirty years of main- 
tained perfection have built up this acceptance. 


Cutler- Hammer advertising, today, is d77v- 
ing it home. Driving it home to your dealers, 
especially. Consistent advertising to the trade 
is doing it. You've noticed these ads your- 
self. Can you doubt that the dealer has noticed 
them?—follow them up! 


The quick sale is your most profitable 
sale —the sale that brings easy “repeats.” 
We’re bending every effort to quicken 
your sales. We want you to know it. 


The CUTLER-HAMMER Mfg. Co.. 
Pioneer Manufacturers of Electrical Apparatus 
1217 St. Paul Avenue 
MILWAUKEE, WISCONSIN 











PRO 





C-H Appliance Plugs 





The C-H 7789 “ Dreadnaught” 
Plug is of unusually rugged and 
long-wearing construction, its 
armoured cap particularly fitting 
it for use in basements with cement 
floors and in other places where 
an accidental impact would shat- 
ter ordinary caps. 4 





The “ Econo”’ .C-H 7690— is an 
attachment plug of great strength, 
good design and lower cost. An 
extra heavy wall thickness of genu- 
ine Thermoplax guards against 
breakage. Rivet and anchor con- 
struction prevents the terminals 
from turning. 


Y 


C-H 7700 “‘ Standard ”’ separable 
attachment Plug is of the highest 
quality throughout. The contact 
blades are permanently aligned 
by rivet and anchor construction 
and a “finding ring”’ on the base 
top makes connections quick and 
easy. The cap and base tcp are of 
genuine Thermoplax, 





The C-H 7870 Receptacle for 
flush mounting is one of the C- 
Pony Line—small and efficient. It 
takes all the “‘Standard’’ blades. 
The contact surfaces have not 
been reduced, although the dia 
meter has been made as small as 
possible consistent with sturdy con 
struction. 


AMMER 














Cioneer 


Manufacturers 


of Electrical Apparatus 
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Reflector & Illuminating Co. 
MANUFACTURERS & ENGINEERS 
1411 Jackson Blvd. Chicago, U. S. yy 


UUs 


YCH’ STERLING 


x. 
NANA 
ae 


\ 


N 


ei 


STERLING Exterior Flood-O-Lites No. 5240 
(for 300 to 1500 Watt P-S Mazda ‘‘C’’ Lamps) 
and No. 3000 (for 250 and 400 Watt G Mazda 
“C”? Lamps) are of the most modern and im- 


proved Construction, BUILT FOR LONG HARD 


Both units permit of the maximum efficiency in 
Exterior Flood Lighting and are adjustable for 
either a wide beam spread or a concentrated 
intensity at long distances. 


No. 5240 may be obtained in either the Form I, 
distributing type with stippled reflector, or the 
Form C. concentrating type with smooth reflec- 
tor—both equipped with convex heat-resisting 
cover-glasses, storm baffles and insect screens. 


No. 3000 is equipped 
with a STERLING 
Silvered Glass smooth 
reflector. Either 
plain or diffusing 
lenses in clear, 
amber, blue, green or 
ruby will be fur- 
nished with the unit 
at no additional cost. 
Both units absolutely 
weather proof. 


Write for detailed 
literature and com- 
plete information. 


be 


SUPLIL TTT WY 


OE 


cag eget ab 


| 


Reflectors 
f 


SHOW 
WINDOW 


LIGHTING 





No. 251 
SHOW WINDOW 
Reflector 
For 100, 150, 200-Watt 
Mazda “C” Lamps. 
Sterling Adjust- 
able Reflector Holder 

Furnished. 





No. 253 
SHOW WINDOW 
Reflector 
For 100, 150, 200-Watt 
Mazda “C” Lamps. 
Sterling Adjust- 
able Reflector Holder 

Furnished. 





No. 221 
SHOW WINDOW 
Reflector 
For 75-Watt or new 
A23 100-Watt Lamps. 
Sterling Adjust- 
able Reflector Holder 

Furnished. 





No. 223 
SHOW WINDOW 
Reflector 
For 75-Watt or new 
A23 100-Watt Lamps. 
' Sterling Adjust- 
able Reflector Holder 
Furnished. 





stock, on which the costs may be i, 
serted and the items deducted fro. 
the stock card. 

On any item that was not shipped 
from our own stock, but was pick: 
up or ordered in from the manuf: 
turer or jobber and no invoice hai 
been received up to that time, we im 
mediately enter the dummy invoic 
showing the name of the manufa 
turer or jobber from whom the ma 
terial was purchased, showing on tli 
dummy invoice that this material wa; 
sold to the McGraw Company. |t 
contains our order number, our sale 
order number, or the shipping ticket 
number and the date costed, the quan 
tity purchased with description, tl: 
department of the item, as all ma 
terials are kept according to stock 
record department, the price per unit 
at which the item was costed and the 
amount. 

This invoice is attached to the ship 
ping ticket so the price clerk can price 
the item from the invoice, if neces 
sary, and the sale order or shipping 
ticket is referred to the billing depart 
ment to be billed to the customer th 
same day. 

It can be readily seen that this im 
mediately eliminates the necessity of 
holding up the shipping ticket until 
the manufacturer’s invoice or the sup 
plier’s invoices are received. It does 
not conflict with our system of priciny 
and costing, nor does it cause con 
fusion when the invoice of the manu 
facturer or the supplier is received 
by us. 

After the shipping ticket has been 
referred to the billing department t! 
memorandum invoice together with tl: 
receiving sheet and the purchase ord: 
copy is referred to the -purchasing 
department, where it is held until the 
original invoice of the manufacturer 
or jobber is received. The receiving 
sheet and the purchase order copy is 
then cleared from the original invoice. 
The original invoice is then compared 
to the memorandum invoice and it 
there is a difference between the price 
which we assumed to be correct and 
the price actually billed on the in 
voice an adjustment is made in t! 
space provided for that purpose eith«r 
in “out adjustment” or “in adjust 
ment” and the supplier’s invoice 
shown on the memorandum invoi« 
and all filed as a permanent record. 

The same condition and the sa! 
system is now practiced and has been 
adopted not only on pick up iter> 
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Bryant No. (21 
Receptacle and 
Warning Signal 


The lamp lights when the plug 1s inserted. 


It is well protected by a metal cover. 


No. 121 1s easily wired. 


It is ruggedly built for long 
service. It fitsastandard one 
gang outlet box. The 
“Spartan” outlet takes any 
standard attachment plug. 
When its advantages are 
shown it sells readily and isa 
money maker for the dealer. 





The terminals are strong and accessible. 


When an appliance is unin- 
tentionally left with the 
current on it wastes electric- 
ity, injures the equipment, and 
may start a fire. The warning 
signal of Bryant No. 121 
device shows a light when 
the current is on the circuit. 


Nationa EvectricaL Cope STANDARD. 


The lamp for this device is our No. 618 for 125 Volts or No. 619 for 32 Volts. 


These lamps have clear tubular bulbs, carbon filament, candelabra base. 


THE BRYANT ELECTRIC COMPANY 4) 7s lest plant 


1421 SraTre STREET, BripGEPoRT, CONN. fl 
A 


AN] 


SUPERIOR 
WIRING DEVICES 


— 


New York . 3742 Madison Avenue 
Cuicaco - 884 West Adams Street 
San Francisco - 749 New Montgomery Street 


N/T] 
a 
in the world de- \ 
voted exclusively 
to the manufac- 
ture of Electric 


Wiring Devices. 
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Boost Your Sales 


with ABolites 


(Porcelain-Enameled Steel Reflectors) 


The 


Interchange- 
able Holders 


Neck 
for 


Also Five 
One-Piece 
Units. 


HERE’S an ABolite Unit 


to fit EVERY Shallow Dome | 
need—wide light distribution, | 
good _ sidewise illumination, | 


lasting quality—and, as a 
“clincher,” 
Label which assures you and 
your customer that each unit 


has ALL THE FIVE BIG 
POINTS.* 


No Wonder They’re All Quick Sellers 
*THE FIVE BIG POINTS 


Correct Design. Accurate Manufacture. 
Interchangeable Features. No rivets to 
work loose. Age-proof high-reflecting 
vitreous enamel. 


The NATIONAL SCREW 
& MFG. COMPANY 


(AB Products Division) 
2440 E. 75th St. CLEVELAND 





| the third day. 


the ReliABility | 


| received. 
'is the credit desk, where orders are 
|approved and referred to the next 
|desk, where they are edited and ther 
referred to the next desk, where they 


_ by 
‘finally to the accounting department, 


applying on stock shipments to cus- 
tomers, but also on special material 
ordered from the manufacturer, so 
that immediately upon receipt of this 
special material from the manufac- 
turer to our warehouse it is shipped 
and instead of waiting for the manu- 
facturer’s invoice we use the dummy 
memorandum invoice, taking the price 


| from the distributor’s cost sheets and 


billing the customer the day we make 


' shipment. 


The also applied to 


policy is 


direct shipments from the manufac- 
'turer to the customer. 
| upon receipt of a shipping notice or a 


|letter informing us that our order has 
—3 for A B! 


Immediately 


been shipped, giving us the definite 


'amount of merchandise shipped, the 
shipping ticket is costed and billed to 


the customer the day we receive the 
notice instead of waiting possibly 
three or four days or a week for in- 
voice from the manufacturer. 

This change in the system of bill- 
ing has made it possible for us to be 
on the following basis of billing and 
shipping: 93 per cent of all orders 
are shipped the day we receive them; 
87 per cent are billed on the same 
day they are shipped; 6 per cent are 
shipped on the following day; 10 per 
cent are billed on the second day; the 
balance of 1 per cent are shipped the 
third day, and 3 per cent are billed 
We honestly expect to 
improve this situation until we are able 


| to bill 99 per cent of our orders within 


24 hours after they are shipped, and 
we are close to this schedule at the 
present time. 

On page six is a photograph of the 
service department referred to, which 
shows the manner in which orders are 
At the extreme left front 


are written. They are then returned 


to the editor for a check and placed in 
|a chute, where they are referred to 


the various floors for assembling. 
After shipment they are sent to the 
stock record department, which is at 


the back extreme right end. From 


'there they are referred to the second 
| section of the left side of the purchas- 
_ing department, where they are priced. 


They then go to the desk facing the 


| price clerk, where they are extended 


the comptometer operator and 


| where they are billed. 


The special orders, that is th 
direct shipments or orders that w 
receive that we are obliged to order 
in, are referred to the purchasing desk 
at the front right side, where they arc 
placed on manufacturers for direct 
shipment. 





Edwin M. Keatley 


(Continued from Page 25) 


Mr. Keatley has been identified with 
the electrical jobbing business for 
about 17 years. In 1902 D. K. 
Agnew came to Charleston as the rep 
resentative of the Federal Electric Co.. 
of Erie, Pa., and in 1904 he organ 
ized the Agnew Electric Co. of 
Charleston and engaged in the busi 
ness of manufacturing motors, auto 
matic rheostats and pumps, all of 
which were of his own design and 
invention and for use in and about the 
mines. He built rather an extensive 
one-man industry, and had in service 
several hundred of his motors and 
other products when he died very 
suddenly in 1908. The business 
failed and was purchased personally 
by Mr. Keatley at a receivers’ sal: 
in 1909. At that time there was or- 
ganized the Virginia Electric and 
Machine Works of which Mr. Keatle, 
was the sole owner and its president. 

The business was conducted under 
this name as an independent jobbing 
house, devoting itself to electrical sup 
plies and equipment exclusively for 
use in and about the mines in southern 
West Virginia coal fields until 1922. 
at which time the business was con 
siderably expanded with additional 
local capital, and the name changed 
to Virginian Electric, Ine. During 
this year the company was made a 
distributing jobber for the General! 
Electric Co. 

Mr. Keatley has been actually in 
control of the business since 1909, but 
dropped all other activities to give his 
exclusive attention to it in 1918. 

In a very noteworthy degree, Mr 
Keatley’s career has been one of public 
service, a service identified with th 
broader interests of both state ani 
nation. During the World War, in 
fact, throughout the two years 0! 
America’s participation, he gave hi- 
time and abilities unstinted and gratis 
to the government as chief clerk of 
the Southern District Draft Board. 
which included 27 counties in West 
Virginia. He had a staff of 14 clerks. 
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When Winter 


S$. huts the windows 


. ~~ ~ he Opens 
the Door for you! 


When the chilly blasts of winter shut the 
windows—even the inefficient open window 
ventilation disappears—workers become 
sluggish—production falls off—sales people 
feel less like selling, buyers feel less like 
buying, and headaches, colds—even severe 
sickness enters into the home, office or 
business. 











In all sorts of places—restaurants, theatres, 
stores, bakeries, factories, garages, offices, 
homes, and many more—people will feel the 
need of fresh air. 





In short, closed windows bring you a chance 
to increase sales—to make the winter season 
as profitable or even more profitable for the 
electrical dealer than the summer season. 





And every live, wide-awake dealer will be 
interested in knowing how to make more 
money during the winter months. The field 
of electrical ventilation is a profitable one for 
the electrical dealer. Substantial profits with 
small overhead and small investment are 
being made. 





The American Blower Company offers a real 
opportunity todealers—an opportunity to sell 
the tried and proven products of an organiza- 
tion that has enjoyed over 45 years’ successful 
experience in the manufacture and sale of 
air-handling equipment. 











AMERICAN BLOWER COMPANY, DETROIT, MICH. 
BRANCH OFFICES IN ALL PRINCIPAL CITIES 
Canadian Sirocco Company, Limited, Windsor, Ontario 


($54) 


Ameri can Rlower 











”* VENTILATING, HEATING, AIR CONDITIONING, DRYING, MECHANICAL DRAPT 
Pe © QBS manuracrurcas OF ALL TYPES OF AIR . HANDLING EQUIPMENT SINCE (BGA 
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“American Brann” 
WEATHERPROOF WiRE AND CABLES 


HAS NO EQUAL 











WHAT THE 
BUYER WANTS 


Products that have enjoyed 
contractor-acceptance year after 
year for more than a quarter of 
a century certainly must be all 
that the customer desires. 

These products — “‘American 


ie Brand” Weatherproof and Bare 
24 Copper Wire and Cable and “A- 


1 Brand’. Magnet Wire—are the 
result of honesty in manufac- 
ture and a_ strict policy of 
“quality first.’’ 

You can increase your sales 
with these products. Write for 
samples—they’ll be a big help 
in convincing your customers. 








\ Aa.thntha hohner thn kena har... tn hn Ln hn hn hn hn tn tn tn tn tn tenn hata tata tnt ta wa 








and through his office were handled 
the registration, classification and ex- 
amination of 90,000 men. 

For several years Mr. Keatley has 

been a leader in the Charleston Cham- 
ber of Commerce, which he served one 
term as president, two terms as a 
/member of the board of directors, and 
‘is now national councillor represent- 
ing this body in the Chamber of Com- 
'merce of the United States at Wash- 
| ington. 

He also is a member of the State 
| Capitol Commission of West Virginia. 
This is the commission to which has 
been intrusted the selection of a site 
and the construction of a new state 
capitol to replace the one burned in 
January, 1921. Through the efforts 
of the commission, West Virginia is 
assured, for the first time in its his- 
tory as a state, of a really dignified 
and impressive capitol building. The 
designer of the new capitol is Cass 
Gilbert of New York, who designed 
the Woolworth Bldg. and many other 
famous structures. 

Reference should also be made to 
the fact that Mr. Keatley is the pres- 
j ent speaker of the House of Delegates 
in the State Legislature. He was 
elected a member of the Legislature in 
1920 on the Republican ticket, to rep- 
resent Kanawha County. In the first 
session of that body he received the 
unusual honor of being made speaker, 
a distinction seldom conferred upon 
any but oldtime members. and in itself 
a distinctive if not unique honor to the 
character of Mr. Keatley as a public 
man. He is now serving his second 
term in that capacity, being the only 
_person in the history of the state to be 
twice the presiding officer of a legis- 
lative body. 

He is also a member of the Water 
Power Commission in West Virginia, 
which is now engaged in preparing 
suitable looking to the 

‘development of the hydro-electric re- 


legislation 


sources of that state. 

At the Hot Springs meeting of the 
KX. S. J. A., held in June, 1926, Mr. 
Keatley was elected a member of the 
executive committee for a three-year 
term, representing the Pittsburgh dis- 
trict. 

Among his many side activities it 
| would be appropriate for Mr. Keatley 
to regard his most beneficent work as 
that in connection with the American 
Constitutional Association of West 
Virginia, of which he is president. 
i, This organization is due principally to 


his efforts and began its program in 
1920. It purposes to teach good citi- 
zenship according to the principles 
and ideals of the American Republic, 
and to counteract radicalism and all 
other forces that are inimical to justice 
and good order. Its work is being done 
primarily through the public school 
system of the state, and the instruction 
fostered by the American Constitu 
tional Association is directed by one 
of the bureaus of the State Board of 
Education. Various publications are 
issued, and one of the objects of the 
association is to have a regular school 
text book on citizenship and Ameri- 
canization. The association now has 
between 800 and 900 
throughout the state, representing thc 
very best citizenship, and there is a 


members 


pressing need for such work in West 
Virginia, where entire districts are 
made up of industrial population. 
Mr. Keatley has served as a vestry- 
man of St. John’s Episcopal Church 
at Charleston. He is chairman of the 
State Council of the National Asso- 
ciation of Credit Men, is a Knight 
Templar and Scottish Rite Mason and 
Shriner, a member of the board of 
governors of the Edgewood Country 
Club of Charleston and a director of 


the Rotary Club. 





Unusual Lighting Markets 


(Continued from Page 14) 


practical but uncommon uses of light 
already mentioned there are literally 
thousands of freak uses, probably not 
worth bothering much about from a 
sales point of view, but nevertheless 
interesting to lighting fellows. 
There’s the stop signal for public 
speakers with a yellow “caution” light 
to warn the long-winded orator that 
his time is about up and that he had 
better cease before his bored audience 
passes out entirely. If this does not 
choke him off the signal can be flashed 
to red with the command “‘stop.” The 
device is acclaimed with cheers by all 
audiences. Another unusually brainy 
device permits the hostess to flash a 
small signal at each guest’s place at 
the table, indicating which fork to 
use next. The inventor of this brii- 
liant contrivance is unknown, but 
should get 50 years at hard labor. 
Another equally practical device is a 
light which may be attached to one’s 
person or fastened to a lap dog so 
that neither mistress or Fido will be 
run down and mangled when crossing 
the street after dark—a very mag- 
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“There is one point to remember 
homolenyietcmucnanelolcmathonw 


“Can they be renewed 
over and over again?” 


You can count on this with “Unions.” 


They have an exceptionally heavy knife 
Note the few parts and blade member that always keeps its align- 
MT duke ee ment. The casing is heavy and substantial, 
with properly designed vents to relieve the 
2 smashing force of repeated “blowouts.” 
se 


In every aCre-ti atom Colette teser-tl strength Ev ete| 
extra service of “Union Renewables” is evi- 
dent to your most casual inspection. 


Dar 


b(n dolemerteMe(el-telemetelesemitjtet-maetie atts. 
over and over again—to give you longer fuse 
service and reduced fuse expense. Because 
they are worth more they really cost less. 


CHICAGO FUSE MEG. Co. 


INCORPORATED 1889 
bprigcie ees, On ta Ulan : 
era sRoweencieen ty ae Metre Manufacturers of Electrical Protecting 
type fuse for all tvpes of motors. CES Materials and Conduit Fittings 
We shall be pleased to send one ay LAFLIN and 15th STS. 
at your request. CHICAGO 


UNION FUSES 
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A Real Selling Help 


Jobber’s salesmen know the value of selling a product that has a 
known name—that has an accepted reputation for quality. You need 
never explain these time tested brands. 

“LORICATED” is the PIONEER CONDUIT on the 

American Market. 

“GALVADUCT” is the OLDEST BRAND of galvan- 

ized conduit manufactured in the United States. 
Both are backed by MORE THAN A QUARTER CENTURY of experi- 
ence—twenty-nine years of successful use in the finest buildings in 
the country. 
Their premier position puts them in the preferred class and constitutes 
a most effective selling help. 


GARLAND MANUFACTURING CO. 


PITTSBURGH, PA. 












































Diehl Exhaust Fan in garage of North Philadelphia, Penn. Post Office. 


DIEHL EXHAUST FANS 


The garage of the U. S. Post Office, North Philadelphia, Penn. 
takes care of some 70 automobile trucks. When the trucks are 
started up the garage is heavily laden with exhaust smoke 
(Carbon Monoxide). An installation of Diehl Exhaust Fans re- 
moves this dangerous exhaust smoke and keeps the garage safe 
for chauffeurs and mechanics. Every garage small or large, public 
or private, should for safety sake, be equipped with Diehl 
Exhaust Fans. 
JOBBERS—Send for Descriptive Bulletin—NOW. 


DIEHL ment ng COMPANY 
ELIZABETH, 
ATLANTA BOSTON CHICAGO DETROIT * NEW YORK PHILADELPHIA 


DIEHL 


BUILDERS OF MOTORS AND FANS FOR MORE THAN THIRTY-SEVEN YEARS 

















nolius invention except for the fact 
that one has to carry around a large 
and cumbersome battery to make the 
light work. Wouldn’t it be easier to 
teach the dog to operate and carry a 
flashlight? 

Obtaining an articial sunburn by 
means of artificial light is now pos- 
sible if one wants his sunburn that 
way. To some persons it holds no 
more allure, however, than it would to 
get mellow without having enjoyed 
the taste of Haig and Haig, or pres- 
ent day tonsil polish. 

But, right along with this is a real 
market. Physicians everywhere are 
using light in a number of ways, well 
knowing its antiseptic and healing 
power. The modern physician pre- 
scribes various artificial light treat- 
ments for many ailments and either 
has the necessary equipment or is 
anxious to get it. 

There’s a fellow who does a warm 
business selling ice cream cones from 
his Ford truck which he has all 
lighted up like a Christmas tree. 

Quite a number of radio sets are 
now equipped with a small light so 
that the operator may see the controls 
without other illumination. You'd be 
surprised how many lamps are being 
sold for this purpose. 

The tendency is towards the in- 
stallation of more and more lamps 
on automobiles. Such lamps are not 
intended for long period burning in 
most cases, or if they are they are 
designed to take as little current as 
possible. Better types of spot lights 
are again finding favor. Parking 
lights, running board and cowl lights 
are easily installed on old cars and 
represent quite a business. Stop 
lights have long been sales meat for 
the jobber’s salesman who has auto- 
motive supplies in his big book. 
Somebody has added a “backing 
light” and, who knows maybe that 
will come into common use. 

Trouble lights and  motormeter 
lights haven’t opened a tremendous 
market as yet, but they’re on the way. 

The chap who goes after special 
lighting stuff and misses the regular 
bread and butter lighting business is 
obviously wrong, but the regular sales- 
man who gets the bread and. butter 
business and is still not adverse to 
putting a bit of sugar on it in the way 
of special lighting sales whenever 
they are hahdy—well, I put my money 
on him. 
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A cordial invitation is 
extended to all our a 
friends in the trade to <— 
visit our factory and 
inspect our modern 


manufacturing equip- 
ment and facilities. 


rr be 


A complete line 
comprising 8 2 
wiring devices. 





just off the 
press. Mail the 
coupon now! 




















Senaas-= as a ieee 





Be sure to get 
your copy of 
this new, mod- 
ern catalog. 


Plain. 
Simple. 
Business Like. 
Easy to read. 


‘asy to order 
































rom. 
; : Z 
ra a Leviton 
ae" Mfg. Co. 
MAIL _-’’ 226-242 Newell St. 
oe Brooklyn, N. Y. 
hina ” Mail us at once your 
Coupon new Catalog. 
Now PIN THIS TO YOUR LETTER- 





HEAD AND MAIL IT! 
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Experience Says They’ re Better 


Experienced electrical contractors and other 
customers tell us we have been successful in 
giving the trade a better split knob than had rR 





hitherto been on the market. There are good 





reasons. For example, that longer nail and the 
cement coating of resin gives to the Bull Dag 





Assembled Split Knob holding properties not 
equalled by any other. 


ull Dos 


Assembled Split Knobs 


There are five other special features that com- 
mend this Split Knob as the best your money 
can buy. Center projection on top, where 


iva 








strain comes; recess in bottom piece; genuine 
leather washer—not fibre; metal washer on 
nail; non-porous porcelain; wire-ways that 
grip but do not tear. 














MACOMB, ILLINOIS 

















Emerson Induction Repulsion Motors 





Pull the Load Day after Day 





Ruggedly constructed, no brush lifting mechanism, 
shafts and bearings of liberal size, high starting torque, 
low starting current, such are Emerson Induction Re- 
pulsion Motors which never fail to pull the load day 
after day. 


The jobber who features Emerson motors sells his 
customers apparatus ‘Built to Last.”’ 


EMERSON MOTORS 


AND FANS ~ BUILT 


REPULSION START INDUCTION ,ZSPLIT RHASE; POXYPHASE, DIRECT CURRENT 
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Who Is the Oldest Jobber 


(Continued from Page 15) 


Boston, 1887. Whether or not all 
these houses originated as electrical 
supply houses is not known, but at 
any rate, there are enough of them 
that came into existence between 1883 
and 1887 to make the question “How 
old is Ann” again of importance. 
With 263 cards in front of one, the 
desire to plot a curve becomes irre- 
sistible, and the one on page 15 is the 
result of this urge. It cannot rep- 
resent all the facts because, in the 
first place, less than half of all the 
present jobbers replied, and second, 


| because many houses have been 


formed in the last 40 years that have 


| gone out of existence. But the gen- 
| eral contour of the curve should at 


least show what years were the most 
prolific as regards the formation of 
electrical jobbing houses, and how 
rapidly the tendency has increased 
for men of otherwise sound mind to 
enter the ranks of the “middle men.” 

Next to the farmer, the world’s 
greatest grouch, the electrical jobber 
probably has the “ultimate starva- 
tion” complex developed to a greater 
degree than anyone else. But if it 
is so that there is no money in the 
electrical jobbing business, the curve 
would indicate that people seem, 


| nevertheless, to enter it with amazing 


alacrity. 


Among the cards sent in there are 


| many from companies who started 


out as wholesalers in other lines, but 


| who now have very large electrical 
| departments or have changed over 


into electrical supplies exclusively. It 
is interesting to note some of these 
birthdays. The Belcher & Loomis 
Hardware Co. of Providence, R. I., 
is the oldest of all reporting. Founded 
in 1826, it is 100 years old this year. 
The Worthington Co. of Cleveland 
was founded in 1829; W. R. Ostran- 
der & Co., New York, in 1849; Can- 
field Supply Co., Kingston, N. Y., 
1850; Hardware & Supply Co., 
Akron, Ohio, 1860; Julius Andrae & 
Sons Co., Milwaukee, 1861; Hendrie 


| & Bolthoff Mfg. & Supply Co., Den- 


ver, 1861; Harbison & Gathright; 
Louisville, Ky., 1866; W. A. Roose- 
velt Co., La Crosse, Wis., 1868; Ed- 
ward Joy Co., Syracuse, N. Y., 1875; 
Chas. A. Scott Co., Scranton, Pa., 
1878; Granden Electric Co., Omaha, 
Nebr., 1879; Braid Electric Co.. 
Nashville, Tenn., 1879. 





October, 1926 THE JOBBER’SfA}SALESMAN 159 


“FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY.” 





) } 


YUU 


TZ 
YY 


You’ve got to 
have the goods 
to make good 
with the Electrical Trade 


Pura Bile 


It’s one of the Durabilt Products 
made by the Tubular Woven Fabric Co., Pawtucket, R. I. 
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A Jobber’s View on Some 
Radio Problems 


The changing of models yearly does 
not materially help the sales of radio 
sets for the reason that the people at 
the end of the radio season, will not 
purchase any sets due to the fact that 
they are always waiting for the new 
models to come to the market, with 
the result that the set depreciates in 
after 
months of service. 
the dealer will not stock any amount 


approximately eight 


It also means that 


value 


of sets, and will live only from hand 
to mouth thereby losing an immediate 
sale and having a pleasant memory for 
four or five months, of the new model 
which can be expected, 

If there should be any change in the 
models it would be well to make it on 


eT at fee 


= "7? 


D. W. May, Inc., Newark, N. J., distributor of Eagle neutro- 
dyne radio receiving sets, has inaugurated an innovation in 
A truck has been fitted out with various models. 


selling radio. 


the basis of every second year. This 
would enable the jobber to clean his 
stock and the dealer and everybody 


else could be satisfied that when they’ 


purchase a set in mid-season there 
would be nothing new coming out and 
consequently they would get the bene- 
fit of any and all the latest designs in 
model and service. This arrangement 
would not only keep the price of the 
sets on a basis whereby the manufac- 
turer would not necessarily have to go 
to considerable expense in changing 
his equipment but also give the public 
the benefit of quantity manufacturing. 
Pertaining to the jobber handling 
parts, it is a very delicate matter and 
one that requires considerable thought. 
If the jobber is to handle parts he 
must carry a nationally advertised line 
and he must have 

the guarantee of 

the 


turer that he will 


manu fac- 


replace any and 
allde fective 
parts. He must 
also feel assured 
that the company 
will be in ex- 
istence two years 
after the parts 
the 


There 


are put on 


market. 


; 
on et 


+, me. 


than talked about. 


The May salesinan travels all over New Jersey in the truck 


must be no change every six months 
in regards to the parts which are 
manufactured due to the fact that 
obsolescence has been naturally looked 
for resulting in some hesitancy on the 
jobber’s part due to the fact that a 
loss is entailed if they are on the 
shelves more than three months. It 
also confuses the jobber salesman due 
to the fact that he is constantly 
having his price sheet changed, and 
whatever data he may have 
hand in regard to the circuit fre- 
quently becoming obsolete. 

We assist our dealers by educating 
them on the products which we handle, 
methods of selling any of our prod- 
ucts, and also teaching them correct 
sales methods in producing results in 
dollars and cents. 

J. Ercuman, Jr., Rapio MANAGER. 
McCartuy Bros. & Forp, 


Burra.o, N. Y. 
* & & 


“Don” Wallace Makes Change 

“Don” Wallace, chairman of the 
board of directors of the Northwest 
Radio Trade Association, has hand- 
ed in his resignation effective at 
once, as he is leaving his present con- 
nection as manager of the radio de- 
partment at the Peerless Electrical 
Co., of Minneapolis, to act as manu 
facturer’s agent on the Pacific Coast 
for the National Co., of Cambridge. 
Mass. His offices will be located at 
109 W. 3rd St., Long Beach, Calif. 


on 


6. W.-M. 2 


RADIO EX} 


a 


— 


Ree Pe 


and brings this “Radio Caravan” right up to the dealer’s door 
so that the qualities in the sets may be actually displayed rather 
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Radiola 28 








themselves in use. 
closely through a year of “road-test” in many thousands of 
homes—perfecting them steadily. And in this proved and 
perfected radio you will find sound business with sure profit. 








—-NO BATTERIES 


— REALISM -“hrough power 
NO ANTENNA 


->SINGLE CONTROL. 
> SEALED CONSTRUCTION 


W 


HERE others are taking their first trial steps, RCA 
has had more than a year of experience. In every 
new advancement of radio, RCA Radiolas have proved 


The laboratories have followed them 


Radiola 30 


RCA-Radiola 


The kind of new product you want to sell and the public 
wants to buy is the new product that has been ¢ried, 


tested and perfected. 


* Three years ahead! 








MADE 





a 


* MAKERS: OF: THE 


-RADIOTRON 


Radiola 20 


This sign marks the 
leading dealer in 
every community. 
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CABLE 


A Complete Line 
A style of cable for every radio 
requirement. 
LE Radio Wiring Harnesses. 
R 10 CABLE § remen's Connectors. 
ted a bn 52 erial Ground kits. 
Backed, 1s never seen except on goods of honest tate” Hil Write for full information and 
our special jobbers radio cable prop- SOON 
osition. VW 





Sane 





The “Silver Masked Tenor,” who sings 
Pochid Gi tndliGhaal ‘tasions willl itis over the radio with the Goodrich Tire & 

and attractive shelf package. Rubber Co.’s Silvertown Orchestra, is get- 
ting quite clubby with the Hartman 
Pedes-Teller receiver. The photographer 
caught the famous tenor as he slipped 
away to listen to some of his competitors 
warble over the air. 





A National Broadcasting Com- 
Packard Radio Wiring Harnesses are made 
up of three light gauge wires for “B” bat- pany Formed 
tery and two heavy gauge battery wires for The formation of the National Broad 
“A” battery connections. Each wire has a : ‘ 
different colored braid with an attractive casting Ce. Inc., as a solution of the 
“Radio Brown” braid over all. er . 
problem of establishing national per- 
manent radio broadcasting, has been 
announced by Owen D. Young and 
General James G. Harbord, chairman 
of the board and president, respec- 
xtively of the Radio Corp. of America. 
M. H. Aylesworth, formerly chair- 


AERIAL GROUND KITS Ha pe ate ko 


IN NEAT SHELF PACKAGES Commission, and more recently man- 


aging director of the National Electric 
Light Association, has been named as 
the president of the new company 
which will make the station WEAF, 
formerly owned by the American Tel- 
ephone and Telegraph Company, the 
nucleous of a national broadcasting 











THE DE LUXE ASSORTMENT Multiple Conductor Battery Cable. 


service. The vice-president and gen- 
eral manager is to be George F. Mc- 
Clelland. 

While all the plans of the new com 
PS RD pany have not been formulated, it has 
Type A Type B been stated that the National Broad- 
| casting Co., Inc., will take control 
| of WEAF on November 15 and ma} 


The Packard Electric Company | lease time from other stations. 


° The policies of the new company 
Warren, Ohio | were outlined fully in a _ statement 


iG ' signed jointly by Mr. Young and Gen 
Sackard, is never seen, except on goods of honest Value | eral Harbord, and it was pointed out 


manent radio broadcasting, was an- 
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Majes IC | 5 


Sell Radio’s Most 
Popular Accessory 


This is a B Current Supply year! And the season is already into 
its full stride. That’s why you should act quickly to supply your 
customers with the most popular and most efficient B Current 
supply unit of all—the Majestic B! Take a Majestic to your 
customer’s home, Plug it in the light socket. Leave it seven days 
and on account. of its wonderful performance, you will have no 
trouble receiving time payments. 


Majestic B Current Supply Units deliver uniform power at 
the low cost of about one-tenth cent an hour. No acids. No hum. 
No fuss. No worry. They are guaranteed to give better radio 
reception because they deliver constant, unvarying power direct 
from the light socket! 
The Majestic sells itself. Hundreds of dealers over the country 
are making sales in this easy, satisfactory way. 

See your old set owners. They are your best Majestic pros- 

pects. Sell Majestics on easy time payments. You can guaran- 


tee that each unit will make good or we, the manufacturers, 
will. Write or wire for details. 


CHICAGO SHOW, BOOTH 6, SECTION F. 


GRIGSBY-GRUNOW-HINDS CO. 


4546 Armitage Avenue :: Chicago, Illinois 





it Supply 


delivers pure direct current-From your light socket 











No Filament to Burn Out 
All the Majestic “‘B” Cur- 


rent Supply units are 
manufactured complete in 
our factory and are equip- 
ped with the famous Ray- 
theon Tube. (Endorsed 
by numerous radio engi- 
neers and editors) which 
is a non-filament tube with 
full wave rectification, no 
acids or back surge. Tests 
of the Majestic “B’’ on the 
oscillograph demonstrate 
that all A-C hum is elimi- 
nated. 


Majestic Standard-B 


Especially adapted for sets hav- 
ing not more than seven 201-A 
tubes, or six 201-A plus one 135- 
150 volt power tube. Popularly 
priced for the average set. Im- 
proves tone—betters reception. 
Price . eee 
West of Rocky Mts $35.00 


Majestic Super-B 


Capacity 1 to ]2 tubes, including 
the use of 135-150 volt power 
tubes. Complete with switch to 
control current from light socket. 
Price $35.00 
West of Rocky Mts. $37.50 


Majestic Master-B 


Rating 60 mils at 150 volts. Par- 
ticularly adapted for Radiola 25, 
28 and 30 and Super heterodynes. 
Will operate all power tubes, also 
the new super-power tube UX- 
171 (180 volts). Unequalled for 
sets having a very heavy current 
draw. 

|, |) nena $42.50 
West of Rocky Mts. $45.00 








ic) 





BS 
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For Years the Utmost in Quality 
—Remler Parts 


Remler parts today represent the utmost of 
quality, made possible through years of radio 
experience and engineering skill. To sell your 
trade merchandise that you know will give 
perfect satisfaction is the height of sound judg- 
ment. 





Remler wx Condenser 


Why use one-half of your dial when you can 
separate your stations better by using the whole 
360° on a “REMLER”? Two models—Straight 
Line Frequency & Straight Line Wave Length. 


Price $4.50 Less Dial. 





a 





‘RemleraaamAmplifier 


$113.50 List of parts for the Sar- 
gent Infradyne Circuit which in- 
cludes a $25.00 “REMLER” In- 
fradyne Amplifier. You will have 
many orders offered you, due to 
the many national magazine write- 
ups of the circuit 











Remler /naaed Socket 


X-type tubes need Remler Improved Sockets if 
they are going to function at their best. We are 
all aiming at trouble-free reception and this socket 
is one of the best means of insuring broadcast 
reception that leaves the customer completely sat- 
isfied. List price $0.50. 











Write for the complete Infradyne story 
and for Remler three color folders. 


260 First Street 
Chicago SAN FRANCISCO New York 














finance a cross-country chain, would bx 
welcomed in the field, either compet 
itively or co-operatively. Mr. Ayles 
worth said: 

“There have been more than enougl 
broadcasting stations to serve the pub- 
lic and the essence of the formation 
of the National Broadcasting Co.. 
Inc., is to conserve and make perma 
nent existing facilities, rather than to 
add anything to the growing conten 
tion for wave lengths. 

“While there has been a crowding 
of stations, there has been no assur 
ance of permanency, and this has not 
been the fault of any one. Stations 
have been free to come into the field 
and go out again. Because the supply 
of service has probably exceeded the 
demand, there has been no particular 
responsibility for staying on the air or 
withdrawing from it. 

So far the experience of the various 
broadcasting companies has been 
somewhat disheartening, financially- 
the expenses have exceeded the in 
come. 

“The purpose of the National 
Broadcasting Co., Inc., will be to pro- 
vide the best program available for 
broadcasting in the United States. 
The new company will not only broad 
cast these programs through station 
WEAF, but will make them available 
to other broadcasting stations through- 
out the country so far as it may be 
practical to do so, and they may desire 
to take them. 

“It is hoped that arrangements may 
be made so that every event of na 
tional importance may be broadcast 
widely throughout the United States. 

“The formal statement of the Radio 
Corporation of America, explaining its 
own interest in the maintenance of 
broadcasting, and the stabilizing of it 
on a high plane, needs no amplifica- 
tion. The National Broadcasting Co., 
Inc., will flourish in proportion to the 
manner in which its programs please 
the public, and it will be the policy of 
the company to arrange its programs 
constantly with this thought in mind. 

“While the announcement of a pub 
lic advisory committee will be with- 
held until acceptances are received, | 
am quite confident that the member- 
ship will be found to be representa 
tive. Those who have been asked to 
serve, while representing various 
shades of public opinion, are able men 
and realize’ that the National Broad 
casting Co., Inc., must be successful 
in practice, as well as in theory.” 
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“the Pharaohs 
Built for the Future 





The Kellogg Franchise Appeals to 
Dealers Who Also Are Looking for 


Permanence 


ELL a good set, made by a concern that 
will surely be able to supply more 
good sets next year and the year after— 

that is the secret of permanent prosperity in 
the radio business. 


The Permanence of your manufacturing con- 
nection is vitally important because a big 
proportion of your next year’s sales should 
come, at slight sales expense, from the word- 
of-mouth advertising created by the good 
sets you put out this year. 


Kellogg has an exceptionally good radio set— 
its financial standing, reputation and tre- 
mendous investment in Radio are ample 
assurance of Kellogg’s future permanence in 
the radio field. 


The Kellogg line and franchise are proving 
most attractive to dealers who look to future 
as well as present profits. If YOU are that 
kind of a dealer, and your territory is still 
open, we would like to hear from you. 


Kellogg Switchboard & Supply Co. 
Dept. 23-J 1066 West Adams Street, Chicago, Ill. 


Kellogg receivers are licensed under application for letters 
patent of Radio Frequency Laboratories, Inc. (R. F. L.) 


AIINNININGNININAS 


IIB BEOG Gilera 


FLAW LE SGeeeeEPRODUCTI OWN 
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BIG SIX CHASSIS 








HOWARD 
BIG SIX Neutrodyne 


The ability of the Howard BIG 
SIX has never been questioned 
—thousands of prowd owners 
would have nothing else. 


Equipped to use a power tube in 
the last stage if desired, or it will 
give excellent results with just 
90 volts of “B”’ battery and 
UX201-A type tubes through- 
out. 


STANDARD FIVE 


An exceedingly capable five tube 
imstrument and in strict keeping 
with the Howard standard of excel- 
lence. A better Neutrodyne 








Designed to use a power tube in the Howard Radio Company 
last stage without change. Chicago, U. S. A. 











A fine instrument. 
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Howard 
Model 


Entirely 





Loop 
Operated 











OE OOOCOO TO 


Reputation! 


The Future may only be 











envisioned by the Past— 


Model Seven ; 
greater things are usu- 
COMPLETELY ally foreshadowed by 
SHIELDED past achievement—and 
RECEIVER ; : 
Howard Receivers in 
the radio field stand out 
SEVEN TUBES 


as a matter of record. 


Every Howard you in- 
spect will impress you the 
same. Here, indeed, is a 
manufacturer obviously 
bent on doing things right, 
secure tn his fatth that qual- 
ity 1s a sound foundation for 


SUCCESS. 


6.8.9. BON 


Hear a Howard before de- 


ciding. 





ry 





Model Eight 


tt? oe Howard Radio Company 
Howard Super Power Console Receiver wi : 

reproducer built in and controllable concealed Chicago, U.S. A. 
loop. An efficient instrument of indescribable 
beauty. 
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New Radio Products, Illustrated 




























This cut illustrates the 
new 20 foot extension cord 
with connector plug known 
as the Premier, Jr., manu- 
factured by the Crescent 
Braid Co., Providence, R. I. 
It is made of the best tinsel 
conductor of American man- 
ufacture and covered with 
cotton with a silk stripe. It 
can also be provided in longer lengths if desired, namely, 
25,.85 and 50 feet. Another form of the cord is made 
known as the Premier, Sr., which is 18 strand, tinsel con- 
ductor of telephone specifications. This is also striped in 
silk colors of many different combinations. 















































The Fansteel Products Co., Inc., 
North Chicago, lll, is manufacturing 
the “Balkite” trickle charger, model 
K, illustrated above. ‘The charging 
rate is approximately .5 amp. It can 
be used as a trickle charger with any 
six-volt “A” battery or as an inter- 
mittent charger for four-volt bat- 
teries. It is 5'% in. high by 2% in. 
wide by 5 7-16 in. long. 








The Federal Radio Corp., Buffalo, 
N. Y., is manufacturing the Model 
D-40 receiver shown above. It is a 
five tube TRF set, using wet or dry 
batteries. The finish is in genuine 
walnut. The dimensions are: Length, 
24 in.; height, 11 in.; depth, 12 in. 





The Bosworth Electric Mfg. Co., 
Cincinnati, O., is manufacturing the 
Model B-2, five tube set shown above. 
It has two stages of tuned radio fre- 
quency, detector and two audio. The 
panel is of etched bronze, while the 
cabinet is of mahogany. ‘The Model 
B-3 has three stages of tuned radio 
frequency detector and two audio. 
The front panel is of mahogany with 
metal escutcheons finished in antique 
brass. The cabinet is mahogany. 








The Saal “Eccentric” cone speaker 
is manufactured by the H. G. Saal 
Co., 1800 Montrose Ave., Chicago. The 
reproducing unit is an entirely new 
type. A “Junior” cone of the same 
type, but lower in price, has also been 
announced. 











The Triple A Specialty Co., 312 S. 
Hamilton Ave., Chicago, is manufac- 
turing the trickle charger shown 
above. It has a “trickle” capacity of 
one-half an ampere on a six-volt bat- 
tery and a full charge of two amp. 
It is for use with “A” batteries only. 
It is made of aluminum. 








The “Liberty” type L-81 audio fre- 
quency transformer is a product of 
the Liberty Transformer Co., 128 N. 
Sangamon St., Chicago. It has a 
ratio of 2 to 1. A completely closed 





_ the wae? wai Or el S. laminated steel core is used, each 
Green Fi t., Chicago, ae Just — lamination being secure sé as to elimi- 
nounced its “Baby Grand” six-tube nate hum. It is shown with type L-40 


tuned radio frequency, console model 
set. The console, including the bench, 
is of genuine black walnut. 


mounting studs. 
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Webster defines “quality” as 
“distinctive power or capacity, 
natural superiority in kind, 
high rank, excellence of char- 
acter.” This definition applies 
exactly to the in-built quality of 
Cunningham Radio Tubes. The 
“distinctive power or capacity” 
of these tubes is known to mil- 
lions of radio-owners. “Natural 
superiority in kind” is main- 
tained and guarded as a 
Cunningham ‘“buy-word”’ 
with the radio public. “High 
rank, excellence of character” 
is sold with every Cunningham 
Radio Tube. The slogan “Since 
1915-Standard for all Sets” 
has created Cunningham pres- 
tige that builds for greater and 
more profitable dealer sales 
year after year. 
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TELETONE 


dy. ‘R:adto Speaker fhe 
oe a BUILT LIKE A me = 


Reduces the 
cost of doing 
Business! 








Business is weighed down with cer- | 
tain costs no one can duck! There’ S| 
rent (or its equivalent, if you own| 

| 
your own building); there is clerk 
hire, and other help: deliveries cost | 
money; and it costs money to hold | 
goods in stock. | 


Now . . any reduction in any of | 
these costs increases your profit ac- | 
cordingly. | 


So we have built into Teletone ele- 
ments which make it easier to sell, 
which move it faster out of stock, 


which assure its staying sold; ele- 
ments which forever remove the 
need for servicing; elements which 
make owmers sell more Teletones for 
you. 


And all these cost-reducing, profit- 
increasing elements have behind 
them an advertising campaign which 
promises to make Teletone the out- 
standing radio success of the year. 


Join the prosperous Teletone jobber 
organization. 


Teletone Corporation 
of America 


449-453 West 42nd Street 
New York City 





aN BUILT LIKE A VIOLIN x 








THAT THE SALESMAN 


| banquet, 


| prominent 
| tended the dinner, including Senator 
| Wadsworth of New York and Senator 


| ity, 


OF 
Radio Industries Banquet in 


New York 


The climax of the Radio World’s 


| Fair held in New York in September 
Radio Industries | 


was reached in the 
held the night of September 
15. General Charles G. Dawes, vice- 
Many 
at- 


the speaker of the evening. 


men of the country 


Dill of Washington. 

The program, of exceptional qual- 
was broadcast to 20 million 
people through 46 stations. This is 
the largest number of stations who 
have ever broadcast a program. 


& * 


Radio Convention Held in 
Minneapolis 
The annual convention of 
Northwest Radio Trade Association 
was held the week of September 27 
at the Nicollet Hotel, Minneapolis. 











On page 17 of this issue we show the 
picture of Miss Lillian Hall, winner of the 
bathing beauty contest of the National 
Electrical Supply Co., Washington, D. C. 
By way of comparison, we show above the 
picture of Miss Norma Smallwood of 
Tulsa, Okla.—‘“Miss Tulsa,” who is “Miss 
America” for 1926. Seize the interven- 
ing pages in the right hand and turn 
them rapidly back and forth, viewing the 
two alternately. When in a sufficiently 
ecstatic state of mind write a letter to 
The Jopser’s SALESMAN giving your opin- 
ion and reasons as to which is the more 
beautiful girl. A prize of five dollars 
will be given to the jobber’s salesman who 
writes the best letter. 


president of the United States, was 
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BURGESS] : 
RADIO‘A’ 


the | 


about this ‘A’ 


HIS latest product of the 
genius, experience and re- 
sources of the Burgess Labora- 


tories is supreme in the field 
of dry cell Radio “A”’ Batteries. 


Through national magazines 
and metropolitan dailies we 
will tell more than 24,000,000 
families about this remarkable 
Burgess “A”’. 


You, as a Burgess dealer, will 
profit greatly and build your bus- 
- iness bigger—if you tell ’em, too. 


Burcess BATTERY COMPANY 
GENERAL SALES OrrFice: CHICAGO 


Canadian Factories and Offices: 


Niagara Falls and Winnipeg 


HL 


BURGESS 
BATTERY 


Haut 


SEMEL EL. 7” 


UT 


G 
av _ 
Ten 


ro 
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Allen-Bradley Radio Devices 


Boost Your Radio Sales and Profits 


Allen-Bradley Radio Devices are in greater demand than ever due to the increased publicity 
given to B-eliminator hookups which require fixed and adjustable resistors. Capitalize 
on the growing demand for Allen-Bradley Radio Devices by ordering your radio stock now. 





The Bradleyunit is being used extensive- 
ly by B-eliminator manufacturers as stand- 
ard equipment in their B-eliminators. It 
is being recommended by leading radio 
writers as the ideal fixed resistance unit 
for B-eliminator kits. Send for the latest 
Allen-Bradley price sheet giving 
complete details and ratings of Bradley- 
units for every application. 





The Bradleystat, Bradleyleak, and 
Bradleyometer are still in great demand 
by radio fans. The detachable bakelite 
knob makes installation easy and permits 
the use of any type of knob or dial. 
These units are endorsed by leading 


radio authorities. 





The Bradley-Amplifier is a three-tube 
resistance-coupled amplifier of unex- 
celled tone quality. For perfect reproduc- 
tion sell the Bradley-Amplifier. 





Lee \ * 


3 





The leading manufacturers of 
B-eliminators have standardized 
on Bradleyohm-E for their B- 
eliminators. You can sell them 
to your trade for B-eliminator 
kits and make anattractive profit. 


Write today for new and revised literature on the Allen-Bradley 
line. Get in line for bigger radio profits for the coming radio season 
by ordering your Allen-Bradley Radio Devices now. Don’t delay! 


ALLEN-BRADLEY CO. 


492 Clinton Street - . ° Milwaukee, Wis. 


Bradleyohmn-E 


! PERFECT VARIABLE RESISTOR 
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All Sales Records - Meno ‘A. 


man like to sell these radio novelties? 





Not to the dealer trade, of course, but 


house to house, direct to the consumer. 
ed A host of these novelties were 
| shown at the Los Angeles radio show, 

| the first held in that city. 


\\ Woe | The top picture shows a_ radio 








e* ae ace in our history — we 
experienced the demand aroused by the 
announcement of our amazing new sales | 
plan! Our huge factory is working night 
and day to keep up with orders! The entire 
country demands Aristocrat Vernier Port 
Dials! Every radio fan wants a copy of the 
¢ 48 page Log Book which we are giving away 
Log Book FREE! 


J Are you making the most of this money-making 


A on radiocast sta- opportunity? -Have you received your compli- 
cele eg Bag oo Me ag Be mentary copy of our Log Book and learned the 
Book, as well_as all important details of our amazing sales plan that means profit 
— ond ( moe stations. to you and to your dealers? If you haven’t, send 
IOUNG nm EC MUTT UL, wo-tone . e . 
pepe dag Fite secge 08 GE cas Bessa for them today, enclosing this ad, and be convinced 


over. Ample space for new sta- of their power for profit. 
tions, A practical, attractive 


coe oe Fe oa THE KURZ-KASCH COMPANY, DAYTON, OHIO | 


cvery purchase of three Aristo- Moulders of Plastics 
rat Vernier Port Dials. 


KURZ @ KASCH 


cAristocrat Dials and Knobs 














The Biggest Value 
of the Year— 


cosseaise 0" =~ -Ave You In On It? 
\ ae = 7, 


MODERN “B’ COMPACT _ 


East of the . ; 
$30.0 Rockies | Radio Novelties 


A scientifically engineered flower. The receiver is enclosed in the 
“B" unit for sets up to six a EE cre er flower. You hear with head phones. 
tubes (including power nas ai i oe | Probably the thing is perfumed. 
tube). Three B + Taps, 1 ee te ae Below is shown another receiver for 
two variable voltage con- i SNA cee transcontinental reception. Again you 
trols, Raytheon Tube—dquiet, al = EF Sree a hear with head phones. You hear, but 
compact, dependable. A SEES © Compara Cotas Son’ you don’t know what it is you hear. 
hs | ot ae Mee yar agin * * * 
The Modern Electric i: we WS) ee Tue Execrric Appliance Co. of 
Manufacturing Co. —— + Dallas, Tex., appears on the list of 
Toledo - ” i ST d new distributors for the Federal 
Radio Corp., of Buffalo, N. Y. 
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The New Balkite Charger 


MODEL J. Has two charging rates. A 
low trickle charge rate and a high rate 
for rapid charging and heavy duty use. 
Can thus be used either as a trickle or 
as a high rate charger and combines 
their advantages. Noiseless. Large 
watercapacity. Visible electrolyte level. 
Rates: with 6-volt battery, 2.5 and .5 
amperes; with 4-volt battery, .8 and .2 
amperes. Special model for25-40 cycles. 
Price $19.50. West of Rockies $20. 
(In Canada $27.50.) 


Balkite Trickle Charger 


MODEL K. With 6-volt “A” batterics 
can be left on continuous or trick'e 
charge thus automatically keeping the 
battery at full power. Conver:s the “A”’ 
battery into a light socket “A” power 
supply. With 4-volt batteries can be 
used as an intermittent charger. Or as 
atrick'e chargerif a resistance is added. 
Charging rate about .5 amperes. Over 
200,000 in use. Price $10. West ot 
Rockies $10.50. (In Canada $15.) 


ay 


A New Balkite “B” at $27.50 


Balkite “B’’ eliminates “‘B’’ batteries 
and supplies “B’’ current from thelight 
socket. Noiseless. Permanent. Em- 
ploys no tubes and requires no replace- 
ments. Three new models. The new 
popular priced Balkite “B’’-W at 
$27.50 for sets of 5 tubes or less re- 
quiring 67 to 90 volts. Balkite “B’’-X, 
for sets of 8 tubes or less; capacity 
30 milliamperes at 135 volts—$42. 
Balkite“*B’’-Y, forany radio set; capac- 
ity 40 milliamperes at 150 volts—$69. 
(In Canada “B”-W $39; “B”-X $59.5C; 
“B”-Y $96.) 


When connected to the “A” battery 
this new Balkite Combination Radio 
Unit supplies automatic power to both 
“A” and “B” circuits. Controlled by 
the filament switch on the set. Entire- 
ly automatic in operation. Can be put 
either near the set or in a remote lo- 
cation. Will serve any set now using 
either 4 or 6-volt ‘‘A’’ batteries and re- 
quiring not more than 30 milliamperes 
at 135 volts of “B” current—practically 
all sets of up to 8 tubes. Price $59.50. 
(In Canada $83.) 


oe) 


i 











Turn the demand for 
radio power devices 
into the greatest 
possible profit by 
pushing Balkite 


The demand for reliable radio 
power devices has never been 
so great. The increased sales 
in this field will be one of the 
greatest trade developments 
of the season. Balkite domi- 
nates this field. Over 400,000 
Balkite Radio Power Units 
were sold last season. The in- 
crease this season is already 
enormous. 

Balkite is a complete line, 
serving the power require- 
ments of any radio set and cov- 
ering the entire price range. 
Itis backed byoneofthestrong- 
est advertising 


Balkite is the tried and reli- 
ableline. Itislimited tothefew- 
est possiblemodels. It contains 
no experiments. Every Balkite 
product ever offered to the 
public has proved to be an 
outstanding success. All Bal- 
kite Radio Power Units are 
noiseless, permanent, trouble- 
free. Once sold they stay sold. 
The profit you make on them 
is clean. 

Balkite jobbers and dealers 
end the radioseasonevery year 
with a tidy profit. Their prof- 
its this year will bé greater 
than ever be- 








campaigns in 
the industry, to 
say nothing of 
the untold pres- 
tige brought to 
Balkite by Bal- 
kite Broadcast- 
ing with Walter 
Damrosch and 
the New York 
Symphony. 





send for it. 





Jobbers’ 


Salesmen 


Send for this Book || 


We have prepared an illustrated 
book that enables the jobber’s | 
salesman to get the whole Balkite 
story before the dealer inthe best | 
possible manner. 
detailed description of the line, | 
an outline of Balkite adver- | 
tising for this season, jobbers’ 

and dealers’ helps. 
sent to most jobbers’ salesmen. 
If you have not received a copy 


fore. You too 
can turn the 
demand for ra- 
dio power de- 
vices into the 
greatest pos- 
sible profit by 
pushing Balkite 
—the accepted 
leader in the 


_| field. 


It contains a 


It has been 











FAN STEEL 


Balkite 


“Radio ‘Power Units 


FANSTEEL PRODUCTS COMPANY, INC., NORTH CHICAGO, IL~.. 


oem * 
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KESTER 


Rosin fere 


T HATS the beauty about Kester 
Radio Solder—it’s easy to sell 
because it is ready for use. It 
“Requires Only Heat.” 

Another thing about Kester Solder 
is that the small packages are gen- 
erally the start of a dealer’s order 
on your books. And for the dealer, 
they are the start of a neat little 
business that rapidly grows into 
sales on the larger packages. 

No long missionary work in selling 
Kester Solder. An extensive ad- 
vertising campaign reaching all of 
the dealers is constantly breaking 
down sales resistance for you. 

For the dealer, we are conducting 
a national consumer campaign 
which keeps moving his stock and 
automatically creates repeat busi- 
ness for you. 

Start now at this active time and 
enjoy the repeat business which 
will come to vou all year round. 


APPROVED BY 
. RADIO: ENGINEERS 


CHICAGO SOLDER COMI 


=) 





This is John T. Morgan, secretary 
and sales manager of the Charles- 
ton Electrical Supply Co., Charles- 
ton, W. Va. He happens also to 
be subscriber No. 65 of Tue Jos- 
BER’s SALESMAN and wrote a kindly 
letter in which he said among other 
things: 

“The more a man honors his busi- 
ness or profession the more it will 
honor him. THE Josper’s SAtEs- 
MAN has increased the confidence, 
pride and prestige of the jobber’s 
salesman in his work. Furthermore, 
it has kept the industry posted on 
activities of jobbers’ organizations, 
and in addition given monthly ac- 
curate information to the salesmen 
relative to developments in their line 
of business. 

“Every important industry and 
profession has its trade magazine, 
and Tue Jopsper’s SaLesMAN has 
performed a real service for the 
salesmen of electrical jobbers.” 
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Sager’s Orchestra Tunes Up 


For the third successive season, 
Sager’s Orchestral Players, of the 
Sager Electrical Supply Co., Boston, 
Mass., will broadcast their weekly 
program every Sunday afternoon at 
2 oclock during the radio season. 
Three of the company’s musicians 
traveled all through Europe during 
the summer to obtain new music which 
has not as yet been broadcast in this 
country. 

Walter Loud, leading violinist of 
the group, has composed a new theme 
‘How do you do?” song. 


* * * 


R. M. A. Issues Convention 
Proceedings 

The Radio Manufacturers Associa- 

tion has just issued the proceedings of 

its second annual convention which was 

held at the Ambassador hotel, Atlantic 


| City, N. J., May 10 to 14, 1926. The 


“Proceedings” is available to all mem- 


Foes of the association. 


THE ECONOMY 
RECTIFIER 


Is The 


Culmination of Years of 
Charger Building and Re- 
search by Practical Electri- 
cal Engineers. 


Charges as well with burned- 
out bulbs as with good ones. 


Charging rate controlled to 
the fraction of an ampere. 


Charges batteries in 12 


hours. 


The charging capacity of the Econ- 
omy Rectifier is from | to 20 six- 
volt batteries in series, or 20 to 40 
six-volt batteries in series parallel, 
thereby 
charging machines or rectifiers. 


replacing three ordinary 


When charging batteries with the 
Economy Rectifier, the current con- 
sumption automatically reduces as 
the voltage raises in the batteries, 
thereby saving the wasted current 
which ordinarily flows through the 
batteries when fully charged. The 
Economy Rectifier is so constructed 
that this principle is applied regard- 
less of the number of batteries being 
charged, up to its full capacity. 


Distribution through jobbing 
channels only 


ECONOMY ELECTRICAL 
MANUFACTURING CO. 
Agnes Ave. and 14th St. 
KANSAS CITY, MO. U. S. A. 
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At Last! 


Loom with a “Slick - Finish” 
Clean to Handle 








\, : Slick as Ice 
Wi Clean as a Whistle 


Improved Quality 
No Extra Cost 


Loom is Loom 
But -- “Slick-Finish” 
Makes Wireduct Different 





Green Marker 


THe Wiremor.DdD Company 





Makers of 
WireouctT 
Guaranteed Guaranteed Guaranteed 
Surface Conduit System **Slick-Finish’’ (Patent Applied For) Loom Non-Metallic Sheathed Cable 
Underwriters’ Label Underwriters’ Label Underwriters’ Label 


At Hartford, Connecticut, U. S. A. 





~ 





TEAR OFF COUPON AND MAIL TODAY 


THE WIREMOLD COMPANY, HARTFORD, CONNECTICUT 


Please send me sample of WIREDUCT showing the superior Single-Wall construction 
with the ‘‘Slick-Finish’’. 
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New 


SPECIALIST 


AUDIONS 


By 


For Distance & Quality Volume 


 porEee: designed for R. F. amplifica- 
tion in Neutrodyne and other finely 
balanced circuits. The DL4 is characterized 
by very uniform grid-plate capacity and high 


mutual conductance. 


The result is greater volume on distance than 


is obtainable with ordinary tubes. 


Specifically designed for last-Audio socket to 
give highest quality reproduction with natu- 
ral volume. The DL14 is unsurpassed in re- 
productive quality, volume, and econcmy fer 


Cone speakers up to 18 inch diameter. 
DE FOREST RADIO CO., JERSEY CITY, 


N. 


DE FORES 


The Greatest Name in Radio — Standard Since 1906 





J. 
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| Independent of Fort Wayne 
Moves 

The Independent Supply Co., Inc., 
Fort Wayne, Ind., has moved into its 
new building at Masterson Ave. and 
Calhoun St. 

The officers are as follows: H. C. 
Wall, president; R. W. Wustenfeld, 
first vice-president; C. F. Cornish, 
second vice-president; and J. A. Tur- 





ner, secretary-treasurer. 
* * * 
How’s This for a Trade Tour? 
The second annual Northwest 


Radio Trade Tour was conducted 
August 1 to 6 according to the pro- 
gram previously given in THE Jos- 
BER’s SALESMAN. Here are some of 
| the tangible results. 
| A canvas of the train was made to 
determine the actual amount of busi- 
_ ness lined up for the coming season 
by various individuals. The average 
per man was about $30,000 for the 
week. Among the 300 to 400 dealers 
with whom contact was made, the 
| average salesman on the tour had se- 
_ cured orders and seasonal commit- 
ments from about 26 new customers 
that he had never had before. The 
total seasonal commitments secured by 
all members ran in excess of $600,000 
on new business alone, figured at the 
retail selling price of the goods. The 
average cost per man making the tour 
was about $95. 








It would be exaggeration to say every- 
one in northwestern Minnesota knew James 
Power, but being a native of that great 
agricultural section and making his period- 
ical trips as a salesman for the past 18 
years, first on power equipment and later 
as a representative of the Northwestern 
Electric Equipment Co., of St. Paul, has 
enabled him to gather a host of friends. 
“Jim” lives in Crookston, Minn., when not 
out on the road, and his family see him 
often, for his trips bring him home each 
week end. He enjoys his work and when 
problems are to be solved you will find his 
“Ohm” Paul pipe a constant companion. 
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VIBRATORS 





TYPE A 


In thousands of homes Hamil- 
ton Beach Vibrators are used 
for everything from massag- 
ing the face and scalp to eas- 
ing the pains of lumbago, 
rheumatism and indigestion. 


Hamilton Beach Vibrators are 
made in three popular models 
for home use and there's a 
heavier type for professionals. 


Type A, the favorite for home 
use, gives both percussion and 
rubbing strokes and _ is 
equipped with speed regulat- 
ing switch. Types D and F 
are designed to meet the de- 
mand for an efficient, low- 
priced machine for family use. 
Same high grade materials 
and construction are embodied 
in all other Hamilton Beach 
Vibrators. They are attrac- 
tively designed, light in weight 
and finished in highly pol- 
ished aluminum. Type F has 
speed regulating switch. Type 
D, Universal, has handy 
starting switch in handle. 

Type C, heavier-constructed witha 
more powerful motor is for pro- 
fessional use. Because of its deep 
penetrating vibration, physicians, 
barbers, masseurs and nurses find 
it indispensable for cases requiring 
strong treatment. Produces both 
rotary and percussion movements. 
Aluminum case; light weight. 
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TWO GREAT FALL 
SELLING LINES 


THAT YIELD 
A'FINE NET PROFIT 


The Fall and Winter months 
have always been big selling 
months for Hamilton Beach 
Vibrators and Hair Dryers. 
The many uses of a vibrator 
are too numerous to list here. 
Bobbed hair has given new 
impetus to the Hair Dryer— 
always a big Fall and Winter 
seller. 


The line is complete. Their 
high quality and reliability 
are known the world over. 
As for margin, it’s right as 
usual. 


SALESMEN! 


As you know, Hamilton Beach 
Products are sold only thru legiti- 
mate Jobbers. There are 19 num- 
bers in this fast selling line. Deal- 
ers find it pays to be a full line 
Dealer. It will pay you to make 
full Line Dealers of your custom- 
ers. 


Hamilton Beach Mfg. Co., 
Racine, Wis. 








HAIR DRYERS 


ee net eee 


t 





No. 2. For 
Professional 


Use 


Although quite commonly 
used in barber shops and 
beauty parlors for a number 
of years, it was bobbed hair, 
water waves and “perma- 
nents’ that universally popu- 
larized the electric hair dryer. 
And now it is indispensable. 
Quickly ‘“‘sets’’ the wave, 
while drying the hair, invigor- 
ates the scalp and leaves the 


hair soft, fluffy, beautiful. 


In hundreds of homes and 
thousands of barber shops and 
beauty parlors, you'll find one 
or more of the Hamilton Beach 
Hair Dryers shown here. 


The practical sturdy No. 2, for 
hand use only, is first choice 
among professional users. More 


of this model have been sold than 
all other makes combined. Simple, 
efficient and easy to operate on 
either A.C. or D.C., it meets all 
the requirements of the hard, con- 
stant service that professional use 
demands. Single button in handle 
controls everything—motor, cold 
blasts, hot blasts. Case is pol- 
ished, solid aluminum. 

For home use, No. 3 is the big 
seller. It is light; thoroughly 
practical; simple to operate; 
absolutely reliable. Stand leaves 
both hands free to massage 
scalp while hair is drying. Beauti- 
ful, too. Its old ivory finish har- 
monizes with combs, mirrors, and 
other ivory pieces. Equipped with 
Universal Motor. Operates from 
any light socket. 





No. 3. For Home Use 





Home Motors 








Hamilton Beach 





- Vibrators - Hair Dryers - 


Jewelers Grinders and Polisher Motors - Drink Mixers 
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MANUFACTURERS 


NEWS 
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National Electrical Manufactur- 
ers Association Created 

Creation of the National Electrical 
Manufacturers Association, an organi- 
zation consisting of 270 leading elec- 
trical manufacturers with a _ gross 
annual business exceeding a_ billion 
and a half dollars was announced in 
New York following the merging of 
the Electric Power Club, the Associ- 
ated Manufacturers of Electrical Sup- 
plies, and the Electrical Manufac- 
turers Council. 

Gerard Swope, president of the 
Electric Co., was elected 
president of the new association at 
the first meeting of the board of gov- 
ernors. 

J. W. Perry, vice-president of the 
Johns-Mansville Inc., was made treas- 


General 


urer. 

The general purpose of the new 
association is to advance the art of 
manufacturing adequate and reliable 
electrical equipment. 

A very important consideration is 
the standardization of electrical ap- 
paratus, which will ultimately mean 
lower costs and lower selling prices to 
the public, and co-operation with the 
Department of Commerce in its con- 
structive work, not only in standard- 
ization but also in its work of simpli- 
fication. 


‘ation among 


New Products, Literature; etc: 


Specifically, the objects of the new 
association, according to its constitu- 
tion, are to further the interests of 
the makers of electrical apparatus and 
supplies in manufacturing, engineer- 
ing, safety, transportation and other 
industrial problems; to promote the 
standardization of electrical apparatus 
and supplies; to collect and dissemi- 
nate information of value to its mem- 
bers or to its public; to appear for its 
members before legislative committees, 
governmental bureaus and other bodies 
in regard to matters affecting the in- 
dustry; to promote a spirit of co-oper- 
its members for the 
improved production, proper use and 
increased distribution of electrical 
apparatus and supplies. 

The association as now organized 
has three divisions: Policies, appara- 
tus and supply. At their first meeting 
the board endorsed the proposal to 
give the radio section the status of a 
division. 

* * * 
American Flyer Appoimtments 

The American Flyer Mfg. Co. of 
Chicago has appointed Julius Andrae 
& Sons Co., Milwaukee, and the Cres- 
cent Electric Supply Co. of Dubuque, 
Ia., and Madison, Wis., as distribu- 


tors. 


4 ee 





H. O. Phillips Acquires Apple- 
ton Rubber Co. 


Announcement has been made of 
changes in the personnel of the Apple- 
ton Rubber Co., Franklin, Mass. This 
company is the manufacturer of the 
“OK” brand of friction tape and 
splicing compound. 

H. O. Phillips, founder of the Phil- 
lips Wire Co., acquired control of the 
Appleton company early this year. At 
the time he disposed of his holdings in 
the Phillips Wire Co. and is now pres- 
ident of Appleton. 

James I. Finnie, formerly assistant 
general manager of Phillips Wire, is 
now general manager of the Appleton 
company. At the same time Mr. Phil- 
lips induced a well-known man of the 
Northwest to come with him as sales 
manager—W. E. Cameron, 20 years in 
the service of the Graybar Electric 
Co., in the Kansas City, Dallas and 
Minneapolis houses. 

* * * 


Porcelier in New Quarters 

The Porcelier Mfg. Co., Pittsburgh, 
has moved its assembling division and 
general offices to 1026 Fifth Ave., 
which move gives it a much bigger 
capacity per day. Mr. Tauber, presi- 
dent of Porcelier reports a splendid 
business from jobbers. 








The Des Moines, Ia., baseball team is known as the “Des 
Moines Demons,” and recently, while they were playing in Des 
Moines, the Des Moines Electric Co. put in the “Hotpoint” win- 
dow shown above. 





They have used “Hotpoint” redmen as the 





players and each of the players was personally marked. He 
was placed in his proper position in the field laid out as a 
regulation baseball diamond. The audience was composed of a 
lot of “Hotpoint” redmen. 
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The “Hemco” Fall Campaign) 


George Richards & Co., Chicago, 


manufacturers of “Hemco” products, | 


have just announced their fall mer- 
chandising and sales campaign. The 
entire campaign centers about the 


“Hemco” display stand. This is a | 
metal stand mounting the five plural | 


plugs, the appliance plug and the at- 


al EMCO 
Ag TE 








Hemco Display Stand 


tachment plug. The items are grace- 
fully secured on the stand in such a 


way that they can be removed and sold | 
when the board has outlived its use- | 


fulness. The entire campaign stresses 
the importance of giving the display 
stand a prominent place on_ the | 
counter, or in the window for more | 
appliance sales. 

At periodic intervals, broadsides are | 
mailed to dealers, urging them to dis- | 
play this stand. These broadsides | 
also contain merchandising ideas for | 
dealers to use in securing more sales 
by use of the “Hemco” display stand. | 
In addition, the display stand is fea- 
tured in the trade journal advertising 
and in full pages in Liberty magazine 
beginning in September. Dealers are 
thus afforded a direct tie-up. 

The jobber is also included in this 
campaign. Jobbers are urged to have 
their salesmen carry the stands. This 
is done by means of letters at regular 
intervals from the Chicago office and 
by means of trade journal advertising. 


Six plans of co-operation in the fall 
campaign are sent to jobbers. They 
are asked to adopt one plan. Each 
plan is definite and worked out in de- 
tail. Jobbers are furnished with a 
series of letters known as Co-op series 
“A” and Co-op series “B.” Co-op 
series “A” contains three letters sent 
to each jobber. The jobber is asked 
to reproduce these letters and mail 
them at intervals ‘of two weeks to his 
salesmen, urging their co-operation in 











THE SALESMAN 


THE RIGID "CONDUIT THAT STANDS 
EVERY TEST “BUCKEYE” Conduit to offer 





It is one of the few brands made entirely by one organization, every 
single detail of manufacture being under one control. 


Its popularity with the trade is such that more of it is made and sold 
than any other brand in the world. 


It is sold by the leading jobbers and used on most of the large and 
important jobs, being approved by the most prominent architects and 
ergineers in the country. 


The Youngstown Sheet & Tube Co. 


who is fortunate enough to have 


his trade may be sure that he is 
selling a product that will give 
satisfaction and mean_ repeat 


orders. 


“BUCKEYE” is made from 
pipe selected for its ductility, 
firmness of weld and other char- 
acteristics specially important in 
Conduit—-selected from the out- 
put of the largest independent 
tube mills in the United States, 
and finished into Conduit in these 
same mills with extreme care. 


Youngstown, Ohio 























the campaign. 
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Having “climbed the highest mountain,” 


James C. Herron (left), president of the 


Reflector and Illuminating Co. of Chicago, and Walter W. Martin of Denver, moun- 


tain territory) 
world.” 


Continental Divide in the Pockies. The 


representative of the same concern, are truly “sitting on top of the 
The above picture was taken in Cameron Pass, 11,000 ft. in the air, on the 
two 
fishing sojourn, and no doubt future “reflection” by the two will bring some highly, 


are cn their way to Wyoming for a 


“illuminating” stories about the Rocky Mountain fish. 





Co-op series “B” consists of a series 
of three letters which George Richards 
& Co. furnishes on the jobbers’ sta- 
ticnery and which the jobbers mail to 
their dealers at intervals of two weeks, 
urging them to participate in the 
“Hemco” fall campaign. 
the 


display stand and electro 


In addition, electrotypes of 
“Hemco” 
types of the Liberty ads are furnished 
jobbers for their monthly bulletins. 
All in all, this is the most compre- 
hensive merchandising and sales cam- 
paign ever undertaken by George 


Richards & Co. 


according to one of the 


The outlook is very 
encouraging, 
officials. 
* % * 
Mailing Campaign of General 
Dry Batteries, Inc. 

A direct mail campaign for the use 
of jobbers the Dry 
Batteries, Inc., of Cleveland, strikes 
as particularly forceful. It is 

the “Kleartone”’ 


batteries and consists of five large 


from General 
one 
upon new line of 
mailing pieces bringing out success- 
ively the points “Announcement,” 
“New,” “Tested,” “More Sales,” 


“Powerful,” there is also a four-card 


and 


series for dealers to send out, well 
done in three colors and each carry- 
ing a wallop. 

The five large mailing pieces are, 
with one exception, designed as four 
page letterhead size folders in three 
colors and bearing on the front page 
the individual jobber’s letterhead and 
message. 
directs the sales. 


Warner Jones 


Autovent Makes Survey of 
Importance to Jobbers 


By going back exhaustively over 
several years’ record, the Autovent 
Fan & Blower Co., Chicago, has devel- 
oped some interesting statistics on the 
exhaust fans and othe: 
ventilating equipment. It finds tha: 
39 per cent of all Autovent ventilating 


sale of its 


fans sold during the pericd examined 
(the last 
through jobber and dealer outlets. 


three vears) were sold 


This encouraging situation exists in 
spite of the fact that this manufac- 


turer also does business with a host 
of heating, ventilating and sheet metal 
contractors. 

J. S, Eagen, sales manager of the 
company, puts it this way: “Yes, we 
have been gathering statistics consist- 
ently for some time, and we will soon 
be in a position to say whether the 
outlook for future sales to the jobber 
is promising or not.” 

Of interest to all electrical jobbing 
organizations is another significant 
fact brought out by Autovent’s recent 
survey. Never before in their history 
have they noticed such a. marked in- 
crease in business from the hardware 
jobbers and dealers. Quoting Mr. 
Eagen again: “Here is a new trend 
which every electrical jobber and 
dealer should note carefully. We, the 
manufacturers, are watching our fans’ 
outlets and we can’t help but notice 
this gradual shifting of business po- 
tentialities.”’ 

The company has just appointed 
the Modern Electric Equipment Co., 
215 Fairfield Ave., Bridgeport, Conn., 
as its representative, covering the en- 
tire state of Connecticut. It will be 
the duty of this agent to work with the 
electrical jobbers in that state both in 
new and co- 


appointing jobbers 


operating with them on sales, 

Catalog No. 12, a condensed volume 
on ventilating equipment, is now ob- 
tainable and may be had by writing 
direct to the main office, 730 W. Mon- 
roe St., Chicago. 








This group picture was taken during the sales conference of the Tubular Woven 
Fabric Co., which was held the latter part of August at the main office in Pawtucket, 


R. I. Back row, left to right: 


Jack Johnson; “Ben” Carter; “Em” Smith; “Ernie” 


Stream; “Joe” Kennedy; “Bill” Whittaker; “Ernie” Alcott; Ralph Mount; Gray 


Jones, and “Len” Kingsley. 


Front row, left to right: 


Fred Brower; F. M. (“Mac”) 


MacDuffie; W. E. Sprackling, vice-president and general manager; H. N. Otis, secre- 


tary; “Russ” Wherritt, and “Bill” Collins. 
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New Electrical Prodhicts, Illustrated 











The Majestic Electric Appliance Co., 
1705 Allegheny Ave., Philadelphia, Pa., 
is manufacturing a combination waffle 
and pancake iron. All exposed metal 
parts (except the aluminum cooking 
plates) are nickel-plated and polished. 
The knot and handles are ebony fin- 
ished. The stoves are made in two 
sections, and are mounted so as to 
closely fit the aluminum cooking plates. 
On the left it is shown in position for 
cooking waffles. On the right is shown 
the reversible and removable grills. 





The Chicago Fuse Mfg. Co. has 
brought out new large _ four-inch 
switch and receptacle boxes in both 
the “Gem Locktite’ and “Gem” 


bracket types. These larger boxes 
provide greater amount of wiring 
space and because of this are also 
used for wall bracket outlets. The 
four-inch “Locktite” has the same 
steel supporting bars as the standard 
“Gem Locktite” boxes for quick 
secure mounting and is provided with 





knockouts for loom, sheathed cable, 
flexible and rigid conduit and has 
provision for fixture stud in bottom. 
These boxes may be installed either 
perpendicularly or horizontally. Cata- 
log NT boxes are provided with new 


wide clamps, The “Gem” four-inch 
bracket boxes are similar. The 
bracket attachment makes installation 
easy and quick, no mounting bars be- 
ing required. 














Curtis Lighting, Inc. has an- 
nounced a new design of “X-Ray” re- 
flectors to be-known as the “X-Ray” 
“Bank-Ray.” It consists of small but 
powerful silvered glass “X-Ray” re- 
flectors concealed in an ornamental 
housing located at and fastened to 
the top of the bank cage cornices and 
finished so that it appears to be the 
coping of the grill itself. It is flexible 
and can be adapted to all lengths, 
curves and irregularities of the cop- 


ing. 


The newest number in the “Liberty” 
line of electrical appliances is the 
“Liberty” heat controlled automatic 
iron. This iron has an exceedingly 
accurate thermostat of special de- 
sign and construction which main- 
tains a constant, even, ironing tem- 
perature. The thermostat is gov- 
erned only by the temperature at the 
sole plate. When standing on its heel 
rest the temperature is maintained 
within ten degrees. Other features 
of the “Liberty Automatic” are its 
cool handle, its convenient heel rest, 
its tapered point and its proper dis- 
tribution of weight and _ perfect 
balance. The Liberty Gauge and In- 
strument Co., Cleveland, O., is the 
manufacturer. 





a 
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The Arrow Electric Co., Hartford, 
Conn., has just announced its new line 
of tumbler switches. The brown tone 
handle matches either brass or molded 
plates. It has a direct kick-off and 
positive indication. A dust cover, se- 
curely fastened by lugs on the frame, 
protects the mechanism. 











Two of the products of the M. 
Propp Co. 524 Broadway, New 
York, are the No. 120 single flush 
receptacle shown on the left and the 
No. 220 Duplex flush receptacle 
shown on the right. 











The Globe Metal Mfg. Co., 2122 E. 
Hazzard St., Philadelphia, Pa., man- 
ufacturer of ‘outdoor lighting equip- 
ment, has placed on the market its 
No. 411 lantern. This new lantern is 
made of cast iron and is finished in 
either green or black. 








The Wirt Co., Germantown, Philadelphia, Pa., has 
just placed on the market its No. 102 “Dim-a-lite” 
porcelain bathroom bracket to go over a mirror with 


a half shade. 





Five changes of light are available. 
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New Electrical Products, Illustrated 





















The Temco Electric Motor Co., 
Leipsic, O., manufacturer of “Temco” 
drills and other shop equipment, has 
developed a simple, practical way for 
keeping the chuck key always on the 
driil. In the accompanying illustra- 
tion of the “Temco” drill is shown 
the chuck key on the side of the 
drill above the switch. A_ brass 
holder or clip attached to the housing 
of the drill holds the chuck key 
firmly in place, ready for instant use 
but never in the way. 



























A wall-outlet electric range, a new 
“Everhot” product manufactured by the 
Swartzbaugh Mfg. Co., Toledo, O., has 
just been placed on the market. This 
range is “electrically calipoised.”’ The 
term means “perfect balance” between the 
cooking capacity of the range and the 
amount of current consumed. The range 
has toaster and boiler arrangement. No 
thermostat or clock is used. Heat control 
is accomplished by using six degrees of 
heat. 











For greater convenience in ironing, 
the Westinghouse automatic iron is 
now being built with a heel rest in 
place of the separate stand formerly 


used. With this rest, the iron can 
be turned up on its heel and placed 
anywhere without danger of burning 
the material on which it rests. 








The Quadrangle Mfg. Co., 553 W. 
Monroe street, Chicago, has just an- 
nounced a white porcelain enameled 
swivel stem pendant. It is designed 
to hang as straight and swing as 
freely as a chain fixture. The sliding 
socket can be changed to suit differ- 
ent sized lamps by a half-turn of a 
screw. A phosphor bronze spring 
allows for expansion of the bowl due 
to heating. ; 















Two new devices have been an- 
nounced by the Bryant Electric Co., 
Bridgeport, Conn. The No. 2957 por- 
celain flush receptacle and double 
pole indicating tumbler combination 
is a complete device in itself. The 
switch handle does not interfere with 
the attachment plug when in the out- 
let. It fits a one-gang box. The 
“Trigle” switch has three single pole 
individually controlled switch mechan- 
isms with common feed mounted in 
one porcelain cup. It has three indi- 
cating black composition handles cen- 
tered vertically on a standard single 
gang flush plate. 








The Eagle Electric Mfg. Co., 
Brooklyn, N. Y., is introducing the 
Eagle flasher called the “Winker.” 
It is two inches overall and raises the 
lamp above the socket only one inch. 
Platinum points are used. The mech- 
anism is sealed at the factory. It is 
designed for all lamps not over 60 
watts. 


















A marcel waver that 
gives the wave running 
back and forth instead of 
up and down, is_ being 
placed on the market un- 
der the name of “Natural” 
marcel waver by _ the 
Variety Machine & Tool 
Co., 3404 Tate Ave., Cleve- 
land, O. This iron is elec- 
trically heated; has a re- 
movable back so that the 
element may be replaced in 
case it should burn out, 
and is durable, neat, and 
efficient. Attention is called 
to the curve of this iron, 
which is its special feature 
and is the cause of the na- 
tural wave which is so 
desirable. 
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Pages full size 
—this is reduced 
slightly—or copy 
in regular fractions 
of pages is avail- 
able through the 
leading catalog 
publishers. If not, 
our department 
will give quick 
competent assist- 
ance in presenting 
the entire line or 
any selections in 
the space assigned. 


The sales of this 
line have been in- 
creasing annually 
in large percent- 
ages for several 
years, Eleven 
salesmen of this 
company on reg- 
ularly assigned ter- 
ritories are work- 
ing the line as mis- 
sionaries year in 
and out. They co- 
operate with job- 
bers and dealers 
maintaining 
stocks. Write. 





This Page Belongs in Your New Catalog 








Net wt. 12 oz. 














LAMP |FLEXCO-LOK 











KEY-LOCKING 


For Small Lamps 


Measuring not more than 4” Total Length 


Lot No. 100 for Standard Brass Sockets 
Lot No. 101 for 15ie inch weatherproof 
Lot No. 102 for 14 inch weatherproof 
Lot No. 104 for 1% inch weatherproof 


Wt. 1% lbs. Per carton of Ten____List $6.00 


For any Lamp 60 watt or Less 
Measuring not morethan 5 54” Total Length 
Lot No. +160 for Standard Brass Sockets 
Lot No. 1161 for 156 inch weatherproof 
Lot No. 1162 for 114 inch weatherproof 
Lot No. 1164 for I yf inch weatherproof 
Wt. 214 lbs. Per carton of Ten___List $6.00 


For any Lamp 100 watt or Less 
Measuring not more than 6 34" Total Length 
Lot No. 5600 for Standard Brass Sockets 
Lot No. 5602 for 114 inch weatherproof 
Wt. 24 lbs. Per carton of Ten____List $7.50 


For any Lamp 150 watt or Less 
Measuring not morethan7 4” Total Length 
Lot No. 7600 for Standard Brass Sockets 
Lot No. 7601 for 1516 inch weatherproof 
Lot No. 7602 for 14 inch weatherproof 
Lot No. 7604 for 1% inch weatherproof 
Wt. 34 lbs. Per carton of Ten....List $9.50 


For any Lamp 200 watt or Less 
Measuring not more than 8 14” Total Length 
Lot No. 9600 for Standard Brass Sockets 
Lot No. 9602 for 114 inch weatherproof 
Wt. 3% Ibs. Per carton of Ten_.List $10.75 


Reflector Guards for Lamps Up To 60 watt, 
554” Total Length 

Lot No. 3160 for Standard Brass Sockets 

Lot No. 3162 for 14 inch weatherproof 

Wt. 314 lbs. Per carton of Ten___List $8.00 


Strong durable guards of expanded steel reinforced, heavy tin coating. 


Oo hi 8 are rustproof and self-retaining. 
FLEXCO-LOK are efficient votestion against theft as well as breakage. 
























One key per carton. -- Extra keys each $0.07 ii, P 
ib }\ 
eats} Regular | in t 
eV T Y 
we” NON-LOCKING 7 
For Smali Lamps For any Lamp 150 watt or Less 


Measuring not more than 4” Total Length 
Lot No. 200 for Standard Brass Sockets 
Lot No. 201 for 1516 inch weatherproof 
Lot No. 202 for 14 inch weatherproof 
Lot No. 204 for 1% inch weatherproof 
Wt. 1% lbs. Per carton of Ten_.__List $5.00 


For any Lamp 60 watt or Less 
Measuring not more than 5 %” Total Length 
Lot No. 2160 for Standard Brass Sockets 
Lot No. 2161 for 15i¢ inch weatherproof 
Lot No. 2162 for 14 inch weatherproof 
Lot No. 2164 for 1% inch weatherproof 
Wt. 214 lbs. Per carton of Ten_...List $5.00 


For any Lamp 100 watt or Less 
Measuring not more than 6 14” Total Length 
Lot No. 6700 for Standard Brass Sockets 
Lot No. 6702 for 114 inch weatherproof 
Wt. 24 lbs. Per carton of Ten.._.List $6.50 


Measuring not more than 7 4” Total Length 
Lot No. 8700 for Standard Brass Sockets 
Lot No. 8701 for I5i6 inch weatherproof 
Lot No. 8702 for 14 inch weatherproof 
Lot No. 8704 for 15% inch weatherproof 
Wt. 34 lbs. Per carton of Ten____List $8.50 


For any Lamp 200 watt or Less 
Measuring not more than 8 36” Total Length 
Lot No. 1070 for Standard Brass Sockets 
Lot No. 1072 for 14 inch weatherproof 
Wt. 3% lbs. Per carton of Ten_.__List $9.75 


Reflector Guards for Lamps Up To 60 watt, 
556” Total Length 
Lot No. 4160 for Standard Brass Sockets 


Lot No. 4162 for 14 inch weatherproof 
Wt. 314 lbs. Per carton of Ten__._List $7.00 


Same construction as above, but close with slotted round head screws and screw driver. 


FLEXCO PORTABLE GUARDS 


Split handles permit easy adjustment without rewiring socket. 
Note the handy hook and ring handle lock. 


For Small Lamps up to 4” Total Length 
Lot Number 10-P for Standard Brass Sockets 
Lot Number 1|2-P for 114 inch weatherproof 


Price each, packed in carton__-._..--- 
For Lamps up to 60 watt, 55g” Total Length 


Lot Number 20-P for Standard Brass Sockets 
Lot Number 22-P for 1!4 inch weatherproof 


Price each, packed in carton__.....--- 


ieee List $2.10 


pereheers List $2.10 


Reflector Type for Lamps to 60 watt 
Lot Number 40-RP for Standard Brass Sockets 
Lot Number 42-RP for 114 incheweatherproof 
Price each, packed in carton______--.- 
Sockets not included. 


aS List $2.25 





To measure weather- 
proof sockets, take di- 
ameter next to or be- 
tween shade holder 
rings. FLEXCO 
Guards willalso fit 
oversize sockets. 





Net wt. 10 oz. 


GUARDS 


To Measure 

























































Flexible Steel Lacing Company 
4607-31 Lexington Street, Chicago, Illinois 
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New Electrical Products, Illustrated 

















The Roach-Appleton Mfg. Co., 3440 N. Kimball 
Ave., Chicago, is now manufacturing lock-seam 
type, one-in., tin speaking tubes and square elbows 
and tees for the same as illustrated. 


The Mid-City Mfg. Co., 1228 S. 
Western Ave., Chicago, is manufac- 
turing the “Jiffy” waffle iron illus- 
trated above. 








Two of the new prod- 
ucts of the Frank E. 
Wolcott Mfg. Co., Hart- 
ford, Conn., are the No. 
627 table stove and re- 
movable griddle shown 
to the left, and the No. 
401 four-cup percolator 
shown on the right. 





Pass & Seymour, Inc., Solvay, N. Y., are placing 
on the market a new bracket type receptacle with 
the standard convenience outlet. The receptacle is 
supplied in the pull and keyless types with porcelain 
shade holder and with porcelain ring. The por- 
celain ring is made of the same high grade porcelain 
as the body of the receptacle. These receptacles 
are suggested for use with the tiled wall or enam- 
eled wall in the kitchen, pantry, breakfast nook, in 
beauty parlors, tea rooms and the more exclusive 
hotels and apartment buildings. 


The Goodrich Electric Co., 1650 
Ogden Ave., Chicago, is introducing 
the “Goodlite” safety garage light 
illustrated above. It is designed for 
private garages. It is furnished in 
a carton which contains a complete 
lighting and service unit ready for 
installation. 








The Appleton Electric Co., 1701 loose parts, which insures the utmost 





One of the new “Hotpoint” elec- 
tric appliances manufactured by the 
Edison Electric Appliance Co., 5600 
W. Taylor St., Chicago, is a paneled 
eight-cup urn. It has a_ polished 
nickel plated body, is silver lined and 
is equipped with the “Hotpoint” 
“Calrod” unit thermo protector 
switch-insulated metal handles. <A 
silk cord and plug is included. 


Wellington avenue, Chicago, announces 
an improved line of “No-Thread”’ 
unilets, which will be manufactured in 
addition to the line of threaded uni- 
lets made by this company. It is 
claimed that these fittings are a con- 
siderable time-saver as it is not neces- 
sary to cut threads. There are no 


simplicity and efficiency. It is only 
necessary to cut the conduit, slip it 
into the “No-Thread” unilet, tighten 
the knurled nut which insures a me- 
chanically secure joint, a perfect run- 
ning ground and a stronger job in 
considerably less time than is ordi- 
narily required. 





The Standard Electric 


Stove Co., 1714 North 





Twelfth St., Toledo, O., 
has added a No. 51 hot- 
plate to its line. This 
model is a three-burner 
plate measuring 27 in. by 
9 in. Each burner is 800 
watts controlled by a 
three heat switch. 
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INTERCHANGEABLE 
PORCELAIN - FITTINGS 


WILL COMBINE TO MAKE A WIDE VARIETY 

OF CEILING UNITS AND WALL BRACKETS 

Strength and permanency are insured by the two-screw 
fastening and the one-piece shade holder bodies. 


The wall bracket and ceiling bases come either with 
or without attachment, plug outlets, and are adapt- 
able to all types of outlet boxes. 


Attractive in appearance. Made of quality porcelain. 
Moderately priced. 


THE Annow E Evecrane COMPANY 
CARR OW 
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Lamps Don’t Break 


with the | 


pet 


CUSHION FIXTURE HANGER 


ese we 
et 


These-tire standard for all 44” and 
3/4” Oblong Taplets and will take 34” 


No.ish -. Or 14” stems. 


They make a flexible hanger to take up lateral vibra- 
tion and the flexible spring relieves the vertical vibra- 
tion from the building. 


Suitable springs can be supplied for fixtures with 
total weight of 214 to 5 lbs. 


Catalog and sample upon request. 


Taplet Manufacturing Co. 
3911 Powelton Ave., 
PHILADELPHIA, PA. 


Chicago New York Boston Atlanta Pittsburgh San Francisco 











f. VERY. person connected with the selling end of 

the electrical industry will find something of in-. 
terest, something worth reading, in every issue of 
THE JOBBER'S SALESMAN 


The sales experiences of some of the leading men in 
the industry will prove interesting and instructive to 
many. Various other features will be well worth read- 
ing each month. 


We want you to become a regular reader of ‘THE 
JOBBER’s SALESMAN 


Send a dollar for a year’s subscription. 

















Reynolds Spring in New 
Building 

The Reynolds Spring Co., Jackson, 
Mich.,-has just moved its offices into 
its new 14-story office building, which 
incidentally is one of the finest build 
ings in that city. 

This company, which manufactures 
the “Reynolite” line of molded elec 
trical devices and which is said to 
have the largest full automatic Bake- 
lite plant in the United States, has 
been in the electrical market one year 
and its progress in the field has been 
rapid. 

In that time branch offices were 
established in the leading cities under 
the management of the following: A. 
R. Macy, eastern district manager; E. 
F. Meyers, central division manager ; 
J. T. Hill, Pacific coast manager; H. 
W. Stowe, Boston office; C. N. Wilt- 
bank, Philadelphia office; J. T. Ful- 
wiler and C. W. Chapman, Atlanta 
office; E. T. Gunther, Dallas office; 
O. T. Jenkins, Kansas City office; H. 
M. Hemphill, Detroit office; and H. 
B. Parke, Pittsburgh office. 

A staff of. engineers for research 
and development was engaged to 
work on new items at all times. They 





The Reynolds Spring Co., Jackson, 
Mich., is now distributing its new win- 
dow and counter displays for dealers. The 
“Reynolite” window ‘display is unusually 
effective and striking. Lithographed in 
nine rich colors, and mounted on extra 
heavy board, it consists of a center stage 
display and four separate side panels. 
The center displays show two attractive 
figures, about life size, before a miniature 
counter on which actual examples o 
Reynolite devices are to be placed. It has 
the quality of action in every line. The 
side panels carry out the color scheme in 
red, blue and gold, and show the principal 
Reynolite devices in use. 
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Lighting Equipment 


eToTeo]e): ited. i ae a omg) i [em eek 


1650 OGDEN AVENUE — CHICAGO 
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j) expect to announce 10 new additions the illustration, two scenes are de- 














| 12 dealer salesmen. 




















A new line of 
Brass fixtures 


—that embody 


1. Originality 

2. Beauty 

3. Quality 

4. Craftsmanship 

Our features in this line are 
Italian and Spanish design fix- 
tures. Brass panels—ham- 
mered brass effect—with brass 
trim — combined with hand 
forged iron—creating the im- 
mediate impression of quality 
material as well as beauty of 


design. 


We are prepared 
to mail 
Photographs 

of this 
New 
Line of 


Brass Fixtures 


ALLIED METAL 
INDUSTRIES 


INCORPORATED 
INGLEWOOD, CALIF. 








to the line January 1. 

In addition to the “Reynolite” line 
of attachment plugs, plural plugs, 
flush plates, heater connectors, cord 
sets the company are now producing 
unit receptacles, table taps, flush 
switches, cluster units, flush plate re- 
ceptacle adapters and several other 
devices. 

J. G. Rossiter, sales manager of the 
company, has limited distribution in 
each territory to a few jobbers who 
are aided in their sales by a staff of 
Merchandising 
assistance in the form of window dis- 
plays, counter display boards, sales- 
men’s sample cases and bags have 


been given during the year. 


Warehouse stocks are carried in 


| New York, Los Angeles and Jackson, 
| Mich. 


* * * 


Ilg’s Happy Idea for Helping 
Dealers 

It's easy to see that the Ilg 

Electric Ventilating people are firm 

Do-It-Electrically 

Not only do they suggest and 


believers in the 
idea. 


| recommend the use of electric ventila- 


tion, but in order to get the idea over 
their dealers are now advertising Ilg 
ventilation by means of an unusual 
electric display sign. One of these 


days you will happen upon this sign, 
| and then you'll agree that for win- 
ning interest and holding attention it 


is unexcelled. It impels everyone to 
stop, look and read—and then wonder 
just how it’s done. 


The sign possesses the four most 


| important essentials of effective dis- 
| play—color, illumination, animation 


and movement. As you will note from 





picted: One of _a housewife at the 
cook stove; the other of an office with 
several business men in conference. 
From the stove, the steam, smoke and 
vapors of cooking can actually be seen 
as they rise from pans and kettles. 
The eye follows their sinuous aerial 
journey until, behold! they are 
whisked out of the kitchen by the 
quickly-revolving Ilg Ventilator. In 
the office scene it’s just as fascinating 
to watch the smoke from cigar and 
cigarette as it is irresistibly drawn to 
the ventilator and out of the room. 

The big thought behind this sign 
is, of course, to get over the idea that 
an Ilg electric ventilator will provide 
fresh air. There’s no question but 
that this thought is driven home in a 
way that will not soon be forgotten 
by anyone who sees the action that 
takes place. In the lower left corner 
of the sign the words “Fresh Air” 
appear and disappear at regular inter- 
vals, not in a “flash” but by the more 
effective “fade-out” method. 

In seeing this sign in operation the 
question that comes to mind is “How 
The principle, though 
amazingly effective, is quite simple. 
Directly behind the glass on which 
the display appears is placed a non- 
inflammable celluloid cylinder with an 
electric light bulb projecting into it 
from the bottom. This cylinder has 
a series of transparent slots in its 
sides, placed so as to give just the 
movement and action desired. Tlie 
light from the bulb filters through 
these slots and illuminates the sign; 
at the same time the heat from the 
bulb causes the cylinder to revolve 
on its pivot. This gives the action 


s.) 


is it done? 








The Ilg Electric Display Sign 
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FLUS 








VHPRPORPR AREER 


A401 Shallow Push 


TUMBLER 


S601 ~ Square 












Competitive 
priced 




















Their Lone Life Saves the Life 
of Competitive-price Wiring? Jobs 


Old friends of your Electrical Contractor, For the same famous value in a 7 umbler:— 
they back him up when he’s up against competitive 8601 Square; sister switch to NUTMEG. Like 
bids. Help him in keeping down to a price with- NUTMEG it stands at the head of its price-class, 
out cutting down the permanence of his work. because it stands out from that elass mechanically. 
NUTMEG “‘Push”’ you know of old; its low price These switches couldn’t help but share the crafts- 
has never matched its value. Its sales have not manship in the H&H higher-priced jobs. So share 
been matched by any flush switch. their friendly fame in your selling job. 


THE Hart & HEGEMAN Mre.Co. HARTFORD, CONN. 


Makers of Flectrie Switches since [89] 
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fe unl ou 


es lg i 


500 Rooms 


[RATES 


French Lick Springs Hotel, ac- 
cessibly located in the Cumber- 
land foothills region of Southern 
Indiana is now more than ever 
the place for conventions with 
its new, 1500-seat convention 
auditorium, amply ventilated 
by outside windows on all four 
sides. 


Healthful, natural spring wa- 
ters of world-wide fame, two 
excellent 18-hole golf courses, 
horseback riding, tennis and 
hiking are among the attractions 


Room without Bath— 
$2.00 and up 
Room with Bath— 
$2.50 and up 
DoubleRoom with Bath— 
$4.00 and up 


Marble Coffee Shop 


TABLE D’HOTE 
Lunch+ « «© 4 «© @ 75¢ 
Dinner +« + 85¢ & $1.25 


French 
Lick 


Springs 
Hotel 


The All-Year 
Convention 


at French Lick. Rooms and 
meals are included in the rate. 
Before you leave home, you can 
tell, almost to a dollar, what 
your expenses will be. Write for 
illustrated booklet and details 
of convention facilities. 


Address Convention Secretary 


FRENCH LICK SPRINGS 
HOTEL COMPANY 
French Lick, Indiana 


“Home of Pluto Water” 














The attitude of brotherly love so notice- 
able in this picture is easily explained. 
Ernest R, Jacobs, western manager of 
the Simplex Electric Heating Co,, on the 
right, recently secured an order for 180 
Simplex electric ranges for the new Seneca 
Hotel, Chicago, and with A. L. Jackson, 
the builder, is celebrating the event, if 
Ernest’s golf game can be called a cele- 
bration. Incidentally, Ernest is the oldest 
salesman, in point of service with one 
company continuously, in the electric heat- 
ing field. 





that is wanted—so realistically, so 
life-like, that it would not surprise the 
onlooker if he heard the bacon sizzl- 
ing in the frying pan or the conversa- 
tion of the three executives. 

* *& * 

American Flyer Advertising 

The American Flyer Mfg. Co. of 
Chicago is now having made an un- 
usually attractive four color window 
display cut-out in two sizes, one 
which will be in the neighborhood of 
48 ins. high, and the other 10 ins. 
high. It is also having made a window 
hanger featuring the same illustration, 
both of which are certain to command 
the attention of the prospective cus 
tomers as they pause in front of the 
toy department on their shopping tour 
through the stores. 

These displays, together with all 
other advertising helps, will be mer- 
chandised in a large broadside to be 
mailed to the entire trade on Novem- 


ber 1. 
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ECONOMY 


In the days when a workman 
toiled long hours for meagre 
wages it was not economy but 
inefhiciency. 

Today every improvement in 
manufacturing processes means 
a saving to the public—the elim- 
ination of waste is the true 


economy. 


The New Standard Line of 
Edison Mazpa Lamps was an 
economical achievement and 
the benefit has been passed on 
to the consumer. The new low 
price is the testimony. 
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A “TIMELY” 
SUGGESTION 





“RELIANCE” | 


AUTOMATIC TIME SWITCH 
Offer the “RELIANCE” Time Switch to 
your trade. They will be interested be- 
cause for more than sixteen years the | 
“RELIANCE” Time Switch has proven | 
itself to be absolutely reliable and de-| 
pendable. 


Its simple construction, high quality 
materials and accuracy of manufacture 
place this time switch on a par with 
any other on the market for perform- 
ance and service. 


Every switch is guaranteed for one year. 
It is made in 12 different sizes for 10, 20, | 
30 and 50 amperes and priced from 
$28.00 to $36.00 list. This switch is 
approved by the National Board of Fire 
Underwriters. 





| national advertising was practically | 


“RACINE” 


AUTOMATIC TIME SWITCH 


Growth of Aladdin 

Seven years ago O. Sacksteder, Jr., 
of Muncie, Ind., in an old incinerator, 
started the Aladdin Manufacturing Co. 
abandoned by the city. The only em- 
ployes at that time were Mrs. Daisy 
D. Moore, who looked after all office 
routine, and Pierce Albright, the chief 
factory worker. They started to make 
the Aladdin line of lamps—desk, 
table, boudoir, etc. 

Since that time the company has 
expanded greatly, and Mr. Sacksteder 
has built up a sales organization com- 
posed of 20 salesmen in all parts of 
the country and abroad. The line now 
comprises over 100 numbers, built up 
gradually from just a few. 

It was not long after the sales force 
was, in a measure, perfected, that the 
company found that in order to put 
the jobbers, who bought the lamps 
through the salesmen, in a position to 


| resell them that a catalog had to be 
After considerable struggle | 
the company has reached the point | 


issued. 


where it is now issuing a catalogue 
of about 30 pages, showing Aladdin 


lamps in four colors as they actually 


appear. 


As one thing always 


another some difficulty was witnessed 
by the jobbers as well as the salesmen | 
in selling a line of lamps that were | 


Thus, | 


not well known in the trade. 
this brought about national advertis- 


ing, the company advertising at pres- | 
ent in the 12 leading trade papers, | 
| not only to the electrical and furniture 


trade, but also the office supply trade, 
premium users, concessionaires, etc., 


to say nothing of the national adver- | 


tising in the Liberty magazine. In 
fact, its expenditure this year on 


as much as the total to which the first 


| year’s sales amounted. 


George M. Spencer is president of 


| the company and on his several recent 


| trips to Europe he has made many 


A lower priced Eight Day Time Switch | 
for ON and OFF window lights, signs, | 
bill boards, apartment house hall lights, | 
etc. 


Made in two sizes, 10 and 20 amperes, | 
selling for $19.50 and $23.00 list. It | 
is made largely of “RELIANCE” parts | 


and bears the same guarantee. o| 


RELIANCE AUTOMATIC 
LIGHTING CO. 
1907 MEAD STREET 


RACINE, WISC. 


_and Hackley Sts. 
| has been made to have this in keeping 
| with the artistic nature of the product, 
| by plentiful flower gardens, shrubbery, 


desirable connections for the sale and 


distribution of Aladdin lamps in other 
countries. Likewise, William F. Spen- 
cer, who is vice-president, while in 
Australia and New Zealand last year 


| made desirable connections. 


This company now utilizes a new 
and recently enlarged building at 18th 
Particular effort 


ete. 





calls for | 








Adelaide Street 


Woodward Ave. 








A New Detroit 
Hotel With A 
Definite Purpose! 


Equipped inthe finestand most 
modern manner—designed by 
a firm of world-famous hotel 
architects—directed by a man 
thoroughly versed in every 
phase of hotel management, 
the function of the new Savoy 
in Detroit will be to supply 
first-class hotel accommoda- 
tion at moderate rates. 


The Savoy has 750 rooms with 
baths, and is situated just six 
short blocks north of Grand 
Circus Park, on Woodward 
Avenue at Adelaide Street. 


It was designed by Louis and 
Paul L. Kamper (architects of 
the Detroit Book-Cadillac 
Hotel) and has as its managing 
director, A. B. Riley, formerly 
manager ofthe Bancroft Hotel, 
Saginaw, Mich. The Savoy's 
rates are $2.50, $3.00 and 
$3.50, with suites and sample 
rooms ranging in price from 
$5.00 to $12.00. 


The cuisine of the Savoy is unsur- 
passed. Outstanding features of the 
Hotel are the Bohemian Room, 
the Coffee Shopand the Food Shop 
—the walled-in Garden Court— 
the International Suites (each dec- 
orated in the national style of some 
foreign country)—the 20-chair 
barber-shop and the 18-booth 
beauty parlor—the Emergency 
Hospital, with a nurse in constant 
attendance—the Valet and Check- 
ing service—the Florist’s Shop— 
the Humidor—and the Gift Shop. 


The Savoy opens for business on 
September 15. 


A. B. RILEY, Managing Director 


Detroit: 








= 
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A DAY-FAN FAN 


(Formerly Dayton Fan) 


Has the Muscle To 
Put Behind The 


Swing 








A Day-Fan is like the husky hammer thrower—there’s 
muscle behind the swing. 


Day-Fan blades are large—driven at the maximum 
efficient speed—by a motor powerful enough to push a 
big, showering air column a long distance. 

That's why buyers call the Day-Fan ““The Fan With 
the Big Blow’’—which spreads and showers its faster 
blown air. 


Add that feature to the fact that all Day-Fan Fans are 
triple insulated for long-life service, and you'll see why 
dealers find them fast sellers. 

Write for information on the two other Day-Fan prod- 
ucts—Day-Fan Radio, now definitely conceded to be 
one of the leading radio receivers of the United States— 
and Day-Fan Motors* used as standard equipment on 
some of the best known labor saving and electrical house- 
hold products. 


For Mcre Than 37 Years Manufacturers 
of High Grade Electrical Apparatus 


*FORMERLY DAYTON MOTORS 











/ 





DAY-FAN ELECTRIC COMPANY, Formerly The Dayton Fan and Motor Compan y, Dayton, Chio 
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SELL 
HOLYOKE WIRES! 


Jobbers’ 
salesmen, 
better your 
sales rec- 
ords! Hol- 
yoke wires 
are of 
higher qual- 
ity and 
greater 
durability. 





BOXES 
Holyoke Products are: 
Regular single strand annunciator wire 
Regular twisted annunciator wire 
Multiple conductor 
braided cover 
Weatherproof single strand annunciator 
wire 
Weatherproof twisted. annunciator wire 
Damp proof office wire. 
K K wire 
Magnet wires 


annunciator wire 


We want jobbers who 
are not acquainted with 


our policy and our 
products to get in 
touch with us. Stock 


Holyoke wires and de- 
termine why other job- 
bers handling Holyoke 
products have increased 
their wire sales. 

tried 


Use 


the 
the 


You've rest 
— now best! 


The Hoiyoke Co., Inc. | 


611 BROADWAY 
New York, N. Y. 

















M/ \ 
RHODE ISLAND 

RED \ 
| ARMORED CABLE 


RUBBER COVERED 
WIRE 


SILK axoCOTTON 








THAT THE SALESMAN OF THE 





CORDS | 


RADIO WIRES 


Provipence Insucatep Wire(o 


\ eRovi0ence.R1. | 


JOBBER IS THE 


| Remember Claude Hastings of 


the Boston Braves? 


From baseball stardom to radio 
stardom, in sales, is not a far step 
judging from the record of Claude 
Hastings. He was formerly of big 
league stuff, with the Boston Braves, 
and he is now a successful factory 











Claude Hastings 


representative, with headquarters at 
42 Binford St., Boston. 
The Hastings Electric Sales Co., at 


MOST IMPORTANT MAN 





IN THE INDUSTRY.” 











present, represents three leading | 
radio accounts, they are: Chelsea 
Radio Co., making radio sets; the | 


Boudette Manufacturing Co., making 
the ‘“‘Sonochord” cone loudspeakers ; 
and the General Dry Battery ‘Co. 


But its entire sales efforts are not by | 


It 


sales representative in New England 


any means confined to radio. is 
for a long list of nationally known 
electrical supplies and appliances. 


* * * 
Kearney Appointments 
The R. Kearney Corp., St. 


Louis, announces that the following 


Jas. 


men have recently joined the organi- 
zation: 
Walter A. Heinrich, as chief engi- 


_neer, formerly connected with the W. 





N. Matthews 
chief electrical engineer. 

Elon J. DeRight, as special sales 
engineer, recently superintendent of 
high line construction of the Kansas 
City Light Power Co. 


Corp., St. Louis, as 


Can You Always Accept 
Wire Orders for Im- 


mediate Delivery? 


When your stock of wire has run 
low and you can’t fill a rush order, 
why not let us help you out? 


In all industrial centers are located 
“U. S.” Sales Branches which carry 
complete stocks of wires and cables, 
ready for immediate delivery at 
prices that assure you a generous 
margin of profit. 


“U. S.” Paracore Wires and Cables 
and “U. S.” Royal Portable Cord 
have gained a reputation for su- 
perior quality and assurance of 
satisfaction. 


United States Rubber Company 
1790 Broadway, New York City 


Complete Stock Carried in the Following Cities: 





Atlanta Los Angeles fipokane 
Baltimore Minneapolis St. Louis 
Birmingham New Orleans Syracuse 
Boston New York Toledo 
Buffalo Omaha 
Chicago Philadelphia 

insc:nat! Piteshursh 
Clessiang Portianu. Cre. \ 
= Rochester 

enver 
Detroit Sacramento 
Houston Salt Lake City 
Indianapolis San Francisco 
Kansas City Seattle Trade Mark 

















ASK 
JIM BETTS 


He makes the only Flash- 
ing Plug with an uncondi- 


tional 5 year guarantee. 


1390 SEDGWICK AVE., N.Y.C. 

















Every Business 


of consequence ought to have proper card 
REPRESENTATION, 


WIGGINS 


Peerless Patent Book Form Cards 


are used by many of America’s 
largest card users—superiority 
of engraving and the 
convenience of the book 
form style ex- 
plains why. 

Send for 
tab of speci- 
mens, detach 
them one by 
ene and ob- 
serve their 


and general 
excellence, 







The John B. Wiggins Company 
Established 1857 
vers Pinte Makers Die Embossers 


1157 Fullert Ave 
Sas eepins Gas mite CHICAGO 
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QUALITY |p [PRODUCTS 
Two 


New 
Bell Ringing 
Transformers | 


Outlet Box Type 


This remarkable new type is receiving 
exceptionally favorable reception from 
contractors everywhere. M-26 and T-26 
represent the greatest degree of efficiency 
in Bell Ringing Transformers. 









M-236 
8 Volt Type 
T-26 
6, 8 and 14 Volt 


DONGAN ELECTRIC: MFG. CO. 


2993-3001 Franklin Street, Detroit, Mich. 


|) TRANSFORMERS of MERIT for FIFTEEN YEARS }.. 





‘ 








BIG LEADER 
FOR JOBBERS 

















No. 411 


Here is a chance to buy a pop- 
ular lantern at a price you can 
use as a business getting special. 
It is made of cast iron and fin- 
ished in green or black. 


Catalog of our complete 
line will gladly be sent 
you on request. 


Write for our prices. 


GLOBE METAL MFG. CO. 


2122-32 E. Hazzard St. 
Philadelphia, Pa. 




















f zm 


Snapped at Nela Park during Midland 
Lamp meeting. J. “Doherty” Monroe 
of the Doherty properties, with the 
megaphone. On his left is seen his 
sturdy Scotch understudy, Walter McCue, 
of the lamp division. Walter’s Scotch an- 
cestry causes him to enter a violent pro- 
test against the standardization of separ- 
able attachment plugs. He claims there is 
too much wear and tear on the prongs of 
the caps. We are indebted to Frank 
Hagerman of the Electric Appliance Co., 
for the photo and the rather mysterious 
comment about Walter. 











Jas. R. Kearney, Jr., as advertising 
manager and recently 


graduated from the University of Mis- 


secretary, 


souri. 

Hal C. Fiske, as assistant designing 
engineer, a graduate of the University 
of Minnesota and formerly connected 
with the sales organization of J. E. 
Sumpter Co., of Minneapolis. 

J. C. Friedrichs, as engineer, form- 
erly connected with the Western En- 
gineering Co. of St. Louis. 

* * * 
Tower Corp. Augments West- 
ern Distribution 


With the recent return of Gordon 


C. Bennett, general sales manager of 
| the Tower Manufacturing Corp., Bos- 
| ton, Mass., comes the announcement of 


the appointment of the following new 
western distributors for Tower head- 
sets and loud speakers: Montana 
Electric Co., Butte, Mont.; Washing- 
ton Electric Supply Co., Spokane, 
Wash.; Illinois Electric Co., Los An- 
geles, Cal.; Nielson Radio Supply Co., 
Phoenix, Ariz., and Oklahoma Radio 


| & Electric Co., Oklahoma City. Mr. 


Bennett made a very thorough inspec- 
tion trip through the entire western 


| territory, studying the needs and the 


demands of each district. 
There is not a more ardent western 


enthusiast than Mr. Bennett. He 


| states that he found the radio industry 


in a very healthy condition. There 
was absence of cut-price retail compe- 


| tition and the dealers entered actively 


and progressively into their sales 


work. 


The facilities and equipment | 










Profit! 


through 


Customers’ 
Satisfaction! 


SELL THEM 


RENEWABLE 
WITH THE 
Powder-Packed Time-Limit 
RENEWAL ELEMENT 
‘‘Famous For Performance”’ 
New Sheets for Jobbers Salesmen’s 


Catalogs are _ ready. Send for 
yours NOW! 


TRICO FUSE MFG. CO. 
Milwaukee, Wis. U. S. A. 


Manufacturers of Quality Electrical 
Protective Devices and Specialties. 











KILLARK 


Box Cover 
Transformer 





FIVE SELLING POINTS 


Which will help you sell the Killark 
box cover transformer: 

1. It will fit on any standard 4” or 
3” round or octagonal box. 

2. By the use of this transformer, 
it is unnecessary to leave the 
wires «umprotected by conduit. 

3. The transformer is guaranteed 
by the manufacturer. 

4. It may be returned to the fac- 
tory for free replacement if not 
satisfactory. 

5. It is fully approved by the 
Underwriters. 


KILLARK ELECTRIC MFG. CO. 
3940 Easton Ave., St. Louis, Mo. 
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COLLY 
Silk and Cotton 
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Ask about our 
display rack—it 
makes the sales 


ColluerInsulated Wire Co. 
! PAWTUCKET, R.T 
cr ee 





AISLELITES 


MEAN $ $ $ 
TO YOU 


The recent boom in moving picture 
theatres, playhouses, etc. has created a 
great demand for AISLELITES. Con- 
tractors and owners have found them 
to be the best suited for lighting their 
aisles since they illuminate every inch 
with a diffused light and insure the safe 
coming and going of patrons. 


Just because the AISLELITE is a small 
item, don’t overlook the fact that there is 
today a great demand for them and it's 
money in your pocket when you start 
pushing them. Send for selling informa- 
tion today. 





EXHIBITORS SUPPLY CO., 
825 S. Wabash Ave., 
Chicago, Ill. 





repairs. 


| Toledo, 


| electric ranges for domestic use, heavy 








for servicing radio sets and parts were 
exceedingly complete in every sense of 
the word. This was no doubt due to 
the fact that they are located very far 
from the manufacturer and must rely 
upon their own initiative for minor 
The most up-to-date equip- 
ment is used for.display and sales 


| purposes and everything is sold under 
| a rigid guarantee of satisfaction. 


The company contemplates bringing 


| out a 36-inch cone speaker at an early 
date. 


* * * 


Factory 
The Standard Electric Stove Co., 


manufacturer of Standard 





Standard Stove to Build New | 


duty ranges, hotplates, griddles, cook- | 


| ers, water heaters and cuffee urns, has . | 
| purchased the 314-acre site at the 


corner of Oakwood, Hawthorne and | 


New York Central Railway, Toledo. 


| The property will be cleared at once | 


and the erection of a modern factory | 


building begun. The first unit of this 


| building will about double the com- 


pany’s present capacity and will be | 


| occupied early in the spring. 


This company located in Toledo in 
1913. 





’ curours l 
ONLY e 


We have concentrated all our manu- 
facturing efforts on cutouts in the 
hope that we might give the trade 
a product as nearly perfect as pos- 


sible. 
PLUG FUSE TYPES 


ed 


Cat. No. 2965 Cat. No. 2569 Cat. No. 1935 


The great volume of orders coming in 
every day prove to us that we have suc- 


Cat. No. 8042 


Sell better cutouts by selling “Heco” prod- 
ucts. 
Get a copy of our latest catalog. 


HEINEMANN ELECTRIC CO. 


“HECO”’ PRODUCTS 
PHILADELPHIA, PA. y | 
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Merrill C. Morrow, formerly assistant to 


| the general manager of the merchandising 


department of the Westinghouse Electric 
& Mfg. Co-, has been appointed assistant 
sales manager of the same department. 
In his former position Mr. Morrow was 
responsible for sales to public utilities. 
His work now embraces all the 
activities of the merchandising depart- 
ment. In his new position Mr. Morrow’s 
headquarters and center of activity will 
be at the Mansfield plant of the Westing- 
house company in Mansfield, O. 





| 


| 
| 


| 
| 





Model 106 
List Price 


$4.75 


Push the Ev’ryday Heater Now! 


This is the heater season and the time to 
sell heaters. The Ev’ryday De Luxe 
Heater is very popular with dealers be- 
cause of its record tor service, its high quality 
and low price. The reflector bowl is adjustabl 
and is 12%” in diameter. The iong life Chrome! 
heating element is of the removable screw type 
This heater is equipped with a 7 ft. std. cord 
and a separable attachment plug and is finished 
in ebony black. Get going today. 


MARION ELECTRIC CORPORATION 
MARION, INDIANA 
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“The House of a Thousand Lanterns” 


Weatherproof 


Copper Lanterns 
Never Rust 





Help Make More 
Sales With Less 
Effort 





Sold Thru 
Distributors 








Write for Booklet #15 





No. 243 


Gruber Brothers 





392 Broadway New York, N. Y. 


| 
| 








Superior Quality 
Supplied with 
Superior Service 





Four Hundred 
Jobbers Stock 
S I Goods! 


SUPERIOR INSULATING 
TAPE Co. 


3046 Lambdin Avenue, 
St. Louis, Mo. 











Wrigley Toggle Bolts 





“Wrigley 
For Quality” 







PATO |\° OEC.3,1901 


= Made of heavier 
= 
po 2a gauge steel. 
za 
z= Cw Can be put through 
& =a smaller holes than 
” =s the ordinary toggle 
2 -- bolt. 
So 
So 
= First toggle bolt 


made. 


THE THOMAS WRIGLEY CO. 
504 Sherman St., Chicago, IIl. 






















, | 
CEDAR POLES. 
Plain or | 


Butt Treated 


Northern 
White Cedar 


‘Western 
Red Cedar 

Mrenereereenneenr neem ener NTTTT TT 

. M. PARTRIDGE 


Lumber Company 
Winneapolis, Minnesota 




















































































Latest Trade Literature 

Eagle Electric Mfg. Co., Brooklyn, 
N. Y.—A catalog on the company’s 
complete line of specialties is avail- 
able to jobbers. It includes sales in- 
formation on the “Gloheater,” “Hi- 
heat” irons, radio accessories, vase 
lamps and many other specialties. 

* * * 

The Arrow Electric Co., Hartford, 
Conn.—Catalog No. 22 on wiring de- 
vices has just been issued. It is an 
124 page book containing illustrations, 
descriptive matter and prices on the 
company’s product. 

* * * 

Trumbull Electric Mfg. Co., Plain- 
ville, Conn.—They are just getting 
into production on a new four-circuit 
residential panel which is described in 
an attractive four-page circular. 
Index To Advertisérs 


(Continued from Page 198) 


MoGhl Mie. Co... 2..205....... ccm AY 
Marion Electric Corp..... 196 
Mid-West Metal Products Co. 120 
Modern Electric Mfg. Co. 72 
Multi Electrical Mfg. Co. 111 
Muter Co., Leslie F. : 98 


National Carbon Co. 70 | 
and Inside Front Cover and Inside 
3ack Cover. 


National Screw & Mfg. Co. 152 | 
Okonite Co, . 4, 138 

Packard Electric Co. 162 
Partridge Lumber Co., T. M. 197 


| Pass & Seymour, Inc. 
Paulding, Inec., John I. 97 


Perfeclite Co., The. 59 
Porcelier Mfg. Co. 110 
Propp Co., M. 132 
Providence Insulated Wire Co... 194 

| Quadrangle Mfg. Co. 123 

| 

' Radio Corp. of America .....161 

| Reflector & Illuminating Co. 150 

| Reliance Automatic Lighting Co. 192 
Remler Division of Gray & 

| Danielson Mfg. Co. 164 

| Reynolds Spring Co.. 104-105 

| Richards & Co., Inc., Geo. 74-75 

| Roach-Appleton Mfg. Co. 84-85 

| Robbins & Myers Co., The.. ney eS 

| Rome Wire Co. 43, 55-56 

| Saal Co., H. G. ' 33 
Showers Bros. Radio Division...............92-93 
Square D Co........... 148 

| Standard Electric Stove Co., The..... 68 
Steel City Electric Co. aaa 100 
Sterling Mfg. Co............. SEES EAE 
Superior Insulating Tape Co. 197 
Taplet Mfg. Co..... 186 
Teletone Corp. . 170 
Tork Co., The... 198 
Tower Mfg. Corp...... ; ....135 
Triangle Conduit Co. oe 116 
Trico Fuse Mfg. Co. ie S 195 
Trumbull Electric Mfg. Co. 72-73 
Trumbull-Vanderpoel Elec. Mfg. Co.....117 

. 15 


Tubular Woven Fabric Co. 





| United Electrical Mfg. Co... 137 
| United States Rubber Co.... 194 
¥. V. Fittings Co.. .... E 145 
Waage Electric Co. a ....130 
Wagner Electric Corp. 49 | 
Wakefield Brass Co., F. W.....Back Cover | 
Waters-Genter Co. 113 | 
Westinghouse Electric & Mfg. Co. 69 
Wiegand Co., Edwin L. 101 | 
Wiggins Co., J. B..... a <n 
Wiremold Co., The 175 | 
wat Ch. . The......... 146 | 
Wolcott Mfg. Co., Frank E. 86-87 | 
Wrigley Co., Thos.. 197 | 
Youngstown Sheet & Tube Co. 179 | 





“FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY.” 





GENERAL 
PORCELAIN CO. 





Manufacturers of 
Standard Knobs, Tubes and 


Cleats, High Tension Pin 
Type Insulators, Strain Insu- 
lators, Bushings, Electrical 
Fittings, Fuse Blocks, Switches, 
V.T. Sockets, Radio Specialties. 














QUREEESS0SESR0RREENEEEEDEES 
a 
YAGER’S 
Soldering 
Salts — Paste 


They will stand all the pushing 
you can do. They sell because 
they do good work and are 
priced reasonably. 
ALEX. R. BENSON CO., Inc. 
Hudson, N. Y. 


For list of distributors see McRae’s 
1924 Blue Book. 














UniversalfFuse and 
Circuit)Tester 


Shocks, burns and loss of time 
never occur with the Universal. 





Electrician 

Building Engineer 

Trouble Man 

Meter Man 

Motor Man 

Line Man 

Inspector 

SHOULD 

CARRY ONE 

Fully Guaranteed 

Lessens the hazard of 

every electrical worker. 

Tests A.C. or D.C. 110 to 

600 volts. Retail, $5.00. 

ELECTRIC TESTER 
FG. C 


. CO. 
1844 E. Glisan Street, 
Portland, Oregon 














NORTHERN WHITE 
WESTERN RED 
GUARANTEED GRADES 
24Hour Service 


BUTT TREATING 
ANY SPECIFICATION 
Let Us Show You How 

To CashIn On BELL Poles 


SEND FOR LET CONTAINING 
VABLE 


Stabe sg east 





ba 2. 


ee 
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This is the Time 
to sell Torx Cuiocxs for 


J STORE WINDOWS AND SIGNS 


There are more evening shopping hours. Lights must 


be turned on early. Sell Tork Clocks. 


2, AUTOMATIC OIL BURNERS 


This is the rush season. Every oil burner needs a 


Tork Clock or a Tork Timer. Get Busy. 


3, POULTRY HOUSE LIGHTING 


Starts in October. New Tork Clock system gives 
automatic bright and dim lighting. Take orders now. 


Tork Clocks are the simplest 
devices obtainable for regu- 
lating the use of electric light 
or anything else electrical on 
uniform daily schedules. 
Easy to install, simple to set 
and comfortable to wind. In- 
dependent hand control at 
any time without disturbing 
orinterferinginany way with 
90 Ampere, 2 Pole Indoor Type Tork Clock the automatic operation. 
There is a Tork Folder for each of the above Tork Clock uses, 
which contains valuable information of interest to every 


prospect. Your dealers can have imprinted copies at no 
charge. For a complete set, just ask for the Tork Pocket Book. 


TORK COMPANY, 12 E. 41st St., New York 
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smaller batteries 


THAT, boiled down, is the message that 
Eveready Radio Battery advertising will 
hammer home, month after month, begin- 
ning with October. 

It is estimated that fully 80 per cent of 
all radio receivers sold have four or more 
tubes. All such sets require Heavy-Duty 
Batteries, yet many dealers, in their efforts 
to sell complete a radio outfit—receiver, 
tubes, ‘‘A,” “B” and ‘‘C’’ batteries, loud- 
speaker, etc.—keep the initial cost down by 
supplying the smaller, less expensive and 
shorter lived 45-volt batteries. The heavy 
drain of 4 or more tube sets exhausts these 
batteries in a short time and the purchaser 
becomes dissatisfied—even distrustful. 

On the same set and under similar con- 
ditions Eveready Heavy-Duty “B” Bat- 
teries—either Eveready No. 770 or the 
even longer-lived No. 486—will last as 
long as two sets of smaller batteries of 
equal voltage. 


They last twice as long as the 





of equal voltage 


You can build up invaluable good-will 
if you will make it a rule to sell only Ever- 
eady Heavy-Duty “B”’ Batteries for sets 
with 4 or more tubes with or without 
power tube. 

Eveready Dry “B” Batteries give the 
pure, noiseless D. C. (direct current) so 
absolutely essential to pure tone. 

Tell your dealers to tie up with Ever- 
eady advertising. Get them to use Ever- 
eady window and store display material 
and watch your sales grow. 

Manufactured and guaranteed by 
NATIONAL CARBON COMPANY, Inc. 
New York San Francisco 


Atlanta Chicago Kansas City 
Canadian National Carbon Co., Limited, Toronto, Ontario 





Tuesday night means Eveready Hour—9 P. M., Eastern Standard 
Time, through the WEAF network stations: 

WEAF—New York wcoR-Bufialo wGN-Chicago 

Ww JAR—Providence WCAE-—Pittshurgh woc—Daven port 
wEEI—Boston wsal—Cincinnati _.,) Minneapolis 
wTac-W orcester wTaM—Cleveland WCCO) Se Paul 
wFi-Philadel phia wwj—Detroit Ksp-St. Louis 

wRi Washington 


EVEREADY 


Radio Batteries 


-they sell faster 










































A Fast Selling Gift Novelty for 


CHRISTMAS 


The Wakefield “Red Spot” 


—, j ) y/, 7 ) 
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* Clamping Bracket 


Factory orders for Attachette have increased month 
by month. You might say that this is due to our sales- 
manship. But a surprising percentage of these orders 
have been RE-orders from both jobbers and retailers. 
Which proves that where Attachette is shown it sells. 
The trade and the public want it. Both buy on sight. 


4 Chance | 





CTTACHETTI 


Sell every dealer a Display Assortment—2 Attach- 
ettes in individual gift boxes, 2 Shield Shades, and the 
beautiful six-color, self-seller display stand pictured 
herewith, all for $5.50 net. When he re-orders in 
standard packages of six, his mark-up is 62'4%. You 
enjoy the usual comfortable ““Red-Spot”’ discount. 























May be attached upright 
or pendant and at any 
angle. 















































Fastens on with 


{ 2 : — 


Felt covered sponge rub- 
ber pad protects finish of 


furniture. 
















































































Don’t Forget to Remind Th mmercial Lighting That 


Wakefield ‘ ” Hangers 


CONTINUE TO BE THE AR EQUIPMENT FOR 
STORES, D ALL 


The F. W. Wakefield ompany, Vermilion, Ohio, U.S.A. 











